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Dealer Profits Decline 25 Pet.; 
New-Car Stocks Drop Sharply 


‘Selling Expense 
Up for Quarter 


Bigger Profit Dip 
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tt State of the Nation’s Economy: 
iy Up 
_ ‘Persona, Income — Amounted to 
"en annual rate of $287 billion in 
"Gctober, about $1 billion higher 
‘tnan September and $10 billion 
‘over a year earlier, according to 
™»mmerce Department. 
| WHOoLesaLe Prices—Index stood 
ot 1102 in week ended Dec. 1, an 
macrease of 0.2 percent from the 
receding week. 


Average Down 


To V1 Cars How Dealers Are Faring 


On Expenses, Profits 


_ Business Farures—Totaled 202 in 

»eek ehded Dec. 3, compared with 

fase in ¢t previous week and 120 
|} © the liké 1952 week. 


Bumoine \ Awarps — Amounted to 


~ 142,500 g tons 
Department, 40,000 m 
were consumed. 
: UNEMPLOYMENT — 
; in eons 
'wserce Department, to 
| (228,000. Nonfarm 
'} however, stood at 552 million, a 
new high for the month. 


or 
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Down 
Business INp—Ex—Physical volume 
'} © business declined in week ended 
Nov. 28 to 105.2 from 107.5 the pre- 
eeding week, according to Barron’s. 
Raw Loapincs—In week ended 
| Mov. 28, loadings fell 17.8 percent 
= ‘elow the preceding week and 11.1 
™® vercent below the like week in 
® 1952. 
- Business INveNToREs — Dropped 
"$550 million in October from the 
® preceding month and were esti- 
“tiated at $79.4 billion. Inventories 
in October, 1952, totaled $74.7 bil- 
® bon. 
| Sree. Output — Scheduled last 
week at 85 percent of capacity, a 
“new low for 1958. Production rate 
‘the previous week was 87.5 per- 
Cent. 
Srore Sates—Department store 
Males in week ended Nov. 28 were 
percent below the like 1952 week. 
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‘dealers and factories, 
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Model Changeovers, 
€leanup Drives Help 
/ Cut Inventories 


By Bob Sheldon 
Associate Editor 


ITH the new-model intro- 

duction season in full swing, a 
brighter inventory picture greets 
the nation’s new-car dealers. 

As of Dec. 1, Automotive News 
estimates showed, the average 
dealership had a stock potential 
of 11.1 new cars, compared with 
a postwar record of 134 the 
month before. The index stood at 
8.2 a year ago. 

The Dec. 1 average of 11.1 cars 
was the lowest since March, when 
the figure was 10.7. 

The total of cars on hand at the 
start of this month was 499,090, in- 
cluding those on display in dealer- 
ship showrooms, warehoused by 
used as 
demonstrators and still in transit. 
November’s revised count was 606,- 
387. 

* - 7 


ARD-PRESSED cleanup drives 

and output reductions, brought 
about by model changeovers, helped 
clear dealership floors of surplus 
cars preparatory to the dawning of 
a new business year. 

But the drop in dealer inven- 
tories, substantial though it was 
in relation to current market 
conditions, could hardly be con- 
sidered a breather. 

Reports from the field indicated 
that many dealers were unable to 
cut their new-car stocks during the 
month and, in fact, had seen them 
grow. 

Cleanups were conducted at the 
expense of profits, and a new term 
—“the worst market in 30 years”— 
came into vogue simultaneously in 

(Connd on vags 6, Col. 1) 
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_ Dealers’ Average New-Car Stocks 


(In Field and in Transit to Field) 


DEC. 1, 1953 


NOV. 1, 1953 


NOV. 1, 1952 


JAN. 1, 1953 


PREVIOUS RECORDS 


HIGH 
13.4 Cars — Nov. 1, 1953 


Low 
3.9 Cars — Aug. 1, 1952 


—Automotive News Estimates 


Third Quarter Compared with 
Second Quarter, 1953 


(Variable or Selling Expense). 


(Fixed or Operating Expense) 


Used Car Sales (Units) 
Used Car Sales (Dollars) 


Inventories 9-30-53 compared with 6-30-53 


New Passenger Cars . 
New cks 
Used Cars and Trucks ............ 


Source: NADA Industry Survey 


Up Down 
11.7% 
18% 
5.1% 


Production of Cars Slips 
15 Percent in Week 


By Tom Hewitt 
Staff Writer 

os vehicle production last 
week fell 14 percent below the 
preceding week, some U. S. plant 
turned out the seven - millionth 
vehicle of the year and the postwar 

period’s 37-millionth car. 

This week the 10-millionth 
postwar truck will be turned out 
and DeSoto will mark down 1953 
as its alltime high output year. 
At the moment, DeSoto’s record 
year is 1950, in which 126,664 cars 
were turned out. 

U. S. plants last week produced 
82,385 cars and 18,475 trucks, ac- 
cording to Automotive News esti- 
mates, compared with 97,190 cars 
and 19,889 trucks in the preceding 


week, 


* * 


var 15 percent dip in car pro- 
duction was due to model 
changeover work by Ford division, 
reduced operations at Chrysler di- 
vision and Dodge, and a walkout 
at Hudson. 

Ford division made no cars last 
week because of changeover, but 
will resume production today. 
Ford originally had planned to 
be down for only two days. 


Last week Dodge laid off 3,000 


* 


of its 20,650 workers and Chrysler 
division laid off 850 of its 14,600, 
The layoffs, caused by a “scheduled 
adjustment of operations,” are for 
an indefinite period. 
x ~ 7 

A REPORT that Plymouth would 

be down from Dec, 24 to Jan. 4 
is false, the firm said. But inven- 
tory-taking at Briggs, Plymouth’s 
body plant, is expected to occur 
after the first of the year. That 
may necessitate a shutdown. 

A wildcat strike caused Hudson 
to halt output Dec. 4 and assem- 
bly operations were not resumed 
until last Tuesday. 

Cadillac last week finished work 
on 1953 models and now is chang- 
ing over. It will resume production 
Jan, 4. 

Oldsmobile, the last car maker to 
switch to 1954 models, will wind 
up its 1953 output Friday (Dec. 18) 
and also will suspend assemblies 
until Jan. 4. 

* * = 

ASH last week announced that 

operations will be suspended 
from Dec. 21 to Jan. 4. “Production 
is being temporarily halted,” said 
B. A. Chapman, manufacturing 
manager, “to keep in step with the 
current market.” 

Lincoln-Mercury last week con- 
tinued to work Saturday, 

(See PRODUCTION, Page 48, Col. 3) 
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Averted by Drive 
On Fixed Costs 


A 25 PERCENT decii-s in auto 
dealers’ 
was revealed by 


third quarter 
NADA’s nine-month 
agement survey, released last week. 

The reduction in operating 
profit exceeded reductions in total 
sales and gross profit. Sales fell 
18,1 percent in the third quarter, 
as compared with the second, 
while gross profit dipped 11 per- 
cent, - 

The decline in operating profit 
was magnified because dealers were 
unable to reduce overall expenses 
at a rate comparable to the sales 
cutback, NADA said. 


* * ca 


Quaane expenses actually in- 
creased 6 percent in the quarter. 
But, while fixed expenses were re- 
duced 10 percent, the greater 
amount of money put into the sell- 
ing effort resulted in the cut in 
overall expenses amounting to only 


(See PROFITS, Page 8, Col. 5) 


Top Cars 


New-car registrations for 10 
months, plus three states for No- 
vember : 

1953 Pos. 
1—1,163,308 
2— 916,635 

510,330 
396,025 
334,593 
267,652 
252,615 
233,449 
141,291 
131,765 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Olds. 
Dodge 
Merc. 
Stude. 
Chrys. 


1952 Pos. 
702,152— 1 
585,614— 2 
358,743— 3 
260,482— 4 
222,057— 5 
182,334— 7 


For further details, see page 
39, today’s issue. 


Antitrust Agents Eye Auto Practices 


EFFERSON CITY, Mo. — The 

Justice Department revealed last 
week that its antitrust division was 
investigating activities of the auto 
makers and asked for names of 
potential individual dealer wit- 
nesses who would give evidence to 
Federal Bureau of Investigation 
agents. 

The disclosure was made in a 
letter to the Missouri Automobile 
Dealers Assn., which had sent a 
resolution, complaining of factory 


practices and adopted by MADA 


partment. 

Stanley N. Barnes, assistant at- 
torney general, wrote to James A. 
Gorman, MADA manager, that 


In This Issue 


Used-Car Auctions ........ 
Production by Makes 


|“corrective action under the anti- 
directors, to the Justice De- (trust laws depends for its success 


| 


upon evidence and not upon re 


solutions.” 
* 


“IDLEASE advise me,” Barnes 
wrote, “if you can collect the 
names of any substantia! number 
of dealers who would be willing to 
testify concerning specific instances 
of the use by the manufacturers 
(Continued on Page 44, Col, 1) 
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As Aid go ieanup . 


Rise in Model Rebates 
May Spur Fall Debuts 


ee it is not possible to ob- 
tain exact figures, reports from 
the field indicate that factories are 
paying out more on rebates to 
dealers on old models this year 
than during any year since the pre- 
war period. 

Some dealer observers see this 
as a powerful incentive for the 
factories to revive autumn intro- 
ductions. This would put the 
cleanup in better selling months. 


The fact that many dealers are 
in a rebellious mood complicated 
the rebate picture this year. Under 
the stress of the roughest cleanup 
period in the eight postwar years, 
rebates became a subject of | ne- 


Auto-Lite to Start 
‘Salutes’ to Car 


Makers Jan. 19 


TOLEDO.—A series of 10 weekly 
“Salutes” to car manufacturers, 
topped off with a nationally tele- 
vised -gutov show, will be launched 
“Jan. 19 by Electric Auto-Lite Co., 
it was announnced last week by 
Royce G. Martin, president and 
chairman. 

Some 30,000 Auto-Lite employes 
and their families, as well as 98,000 
Auto-Lite dealers across the nation, 
will join in the third annual Salute 
to the car makers which use the 
firm’s products as original equip- 
ment, 

Special auto shows will be held 
in each of Auto-Lite’s 26 plants in 
the U. S. in order to allow em- 
ployes to become better acquainted 
with the cars for which they help 
make equipment. Displays will be 
held each week within the plants, 
and cars will be supplied by dealers 
in plant towns. 

The Easter Parade of Stars auto 
show, which again will be held in 
New York’s Waldorf-Astoria Hotel, 
will be open to the public Apr. 6-11. 
At will be televised the night of 
: 6 over the CBS network. 

Am @ar manufacturers which 
a t-fa.the Salute are 
; : illys, Chrys- 
-, — 

DeSoto and Nash 


Ford Sends 316 
On Bermuda Trip 


CHICAGO. — Three hundred six- 
teen Ford salesmen and their wives 
have returned via the Chicago 
Municipal Airport after a three- 
day trip to Bermuda. Airline of- 
ficials said it was the largest group 
ever transported by air from Chi- 
cago to Bermuda. 

The vacationing salesmen were 
the winners of a three-month con- 
test sponsored by the Chicago dis- 
trict of the Ford division, which 
includes sections of Illinois, Indiana 
and Iowa. 








Santa Arrives in a Packard— 


An estimated 15,000 spectators were on hand to greet Santa Claus at the Newport 
News (Va.) airport, where he rode downtown in a 1953-Packard Caribbean supplied 


gotiation even for makers who 
have no rebate policy. 
* * +. 

| ay example, in some areas, 

dealers got together and called 

a halt to accepting additional cars 

and trucks. In one case, it was 

learned, the zone officials offered 

to sell the cars to the dealers at 

$200 under the usual dealer price. 

The dealers made a counter bid 
—$400 less than the dealer price. 
This, it was said, was not accept- 
able to zone officials, The cars 
then were moved 1,000 miles 
away to another market center. 

Dealers involved said that, con- 
sidering the added freight charges, 
the factory might have done better 
by taking the dealer offer. 

+ * * 
—— provisions for rebates 
are made by General Motors 
divisions, Nash and Kaiser-Willys. 

Packard recently substituted a 
year-end bonus based on the 
number of cars sold during the 
year, in place of a payback on cars 
remaining in stock after new- 
model announcement. 

Ford, Chrysler Corp., Stude- 
baker and Hudson have no formal 
rebate policy. 

GM, Nash and Kaiser - Willys 
give a 4 percent rebate on inven- 
tories in excess of 3 percent of the 
cars delivered to a dealer during 
the year. 

Thus, if a dealer got 100 cars 
during the year and had 10 in stock 
on new-model day, he would re- 
ceive a 4 percent allowance on 
seven of the 10. 


Chicago Plant Assembles Two-Millionth Ford— 


A festive appearance is given the two-millionth car leaving the Ford assembly 
plant in Chicago. The plant was opened in 1924. The jubilee unit was the 124,801st 


vehicle assembled this year. 





More than 2,300 workers are employed in the plant. 


Jobber Profit Margins 
Defended by NSPA 


By Sam Sampson 
Staff Writer 

CHICAGO.—The National Stand- 
ard Parts Assn. took a strong stand 
in defense of wholesaler profit mar- 
gins here last week at the first 
combined Automotive Service In- 
dustries booth conference show at 
Navy Pier. 

In a final address to NSPA mem- 
bers, Charles A. Klaus, retiring 
president of the organization and 
vice-president and director of Mare- 
mont Automotive Products, said 
that the replacement parts industry 
now grosses two and a half billion 
dollars annually. 

He estimated, also, that by 1960, 
auto,truck and bus drivers will be 


Pontiae Hails New Series 


Hopes Star Chief Line Will Help Provide 
Bigger Share of 1954 Market 


By Pete Wemhoff 
Editor, Automotive News 

PONTIAC. — With all GM divi- 
sions freed from corporation pro- 
duction controls for the first time 
since 1941, Pontiac hopes to obtain 
a greater share of sales in 1954’s 
medium-priced field. 

Revealing this goal at a press 
preview last week of its 1954 line, 
General Manager R. M. Critchfield 


R. M. Critchfield H, E. Crawford 


said he believed Pontiac’s new lux- 
ury line, the Star Chief series, will 
be a major factor in the anticipated 
gain. 

The Star Chief model, only two 


by Abbitt Motor Co. John Abbitt, owner of the firm, is at the wheel. 


inches shorter overall than a 
Cadillac, will be unveiled Dec, 18 
along with the Special and Chief- 
tain lines. 

For 1953, Pontiac will obtain 18 
percent of the medium-priced class 
market, slightly under 7 percent of 
the total industry sales— the second 
best year in Pontiac’s history, Sales 
Manager H. E. Crawford disclosed. 
In 1952, the firm’s penetration of 
the medium-priced market was 16.2 
percent. 

Although Pontiac hopes to in- 
erease its market penetration next 
year, Critchfield declined to esti- 
mate what Pontiac’s total sales 
might be in 1954. 


“We have set no particular 
goal,” he declared, “but we’re 
willing to pass other makes in 
the sales race, if we can.” 


He said Pontiac has 148,000 cars 
scheduled for the first quarter, or 
15 percent more than a year ago 
when operating under materials 
controls. About 35 percent of initial 
production will be devoted to the 
Star Chief line. 


“Our dealers not only approach | —— 


the end of the 1953-model year with 
low stocks; they never were over- 
stocked during 1953,” Critchfield 
said. “We base our schedules on 
dealer sales projections and market 
analyses.” 

He said 418,619 cars will be built 
in 1953, with six-cylinder models 
comprising 10 percent of the total. 

Speaking of the GM Hydra-Matic 
transmission fire Critchfield pointed 
out that Pontiac undertook the re- 
habilitation of 70 of Detroit Trans- 
mission’s damaged machine tools 
and the production of the transmis- 
sion case. 

“The case is a complex and dif- 
ficult part to manufacture, and un- 

(Continued on Page 8, Col. 1) 


Hollywood (Fla.) Dealers 
Launch Association 


HOLLYWOOD, Fla.—A local as- 
sociation of new-car dealers has 
been initiated, with Herman V. 
Holbrook as president. 

J. P. Haralson was named vice- 
president and Wensel Estess, secre- 





tary-treasurer. 


spending three and a quarter bil- 
lion dollars for replacement parts. 

About 2,300 persons at an NSPA 
meeting on the day before the 
show opened passed a resolution 
asking that the “manufacturers re- 
view their cost and suggested re- 
sale price schedules, and where 
feasible in the light of such facts, 
see that the wholesaler is given the 
greatest possible profit that can be 
extended.” 

Part of the resolution read “ 
although both manufacturers and 
wholesalers have had substantially 
increased costs during recent years, 
and from present indications costs 
will continue to increase, the man- 
ufacturer frequently has the prerog- 
ative to change or adjust his prices 
in accordance with his costs, while 
the wholesaler is frozen with mar- 
gins granted by his source of sup- 
ply.” 

While no official attendance fig- 
ures were available at the time 
AvuTomoTiveE News went to press, it 
was conservatively estimated that 
the total attendance of the three 
organizations — Motor and Equip- 
ment Manufacturers Assn., Motor 
and Equipment Wholesalers Assn., 
and NSPA—was in the neighbor- 
hood of 5,000 persons. 

At a press conference Wednes- 
day morning, the Joint Operating 
Committee said that about 290 
product makers were represented 
at the booths, and perhaps a hun- 
dred more were in attendance to 
talk to jobbers and wholesale dis- 
tributors without booth facilities. 
The show included about two 
miles of booths, arranged over 
about a half-mile of Pier facili- 
ties. 

NSPA elected H. R. Askins, of 
Phoenix Auto Supply Co., Phoenix, 
Ariz., as president for 1954. Don H. 
Teetor, of Perfect Circle Corp., Hag- 
erstown, Ind., was named senior 
vice-president, and Hal Miller, of 
Womwell Automotive Parts Co, 
Inc., Lexington, Ky., junior vice- 
president. 

Directors of the organization in- 
clude A, J. Siegel, Birmingham, 

(Continued on Page 8, Col. 4) 








Auetion Prices 
idge Upward 


Rise in Averages 
Biggest Since Aug. 


By Bob Lienert 
Staff Writer 

— by stronger demand and 
brisker bidding at auctions, the 
average wholesale price of used 
cars edged upward last week for 
the second time in a month, ac- 
cording to Automotive News’ index. 
The increase was $4, the biggest 
gain since Aug. 17. It brought the 

overall average price to $734. 

The only other increase since Au- 
gust came two weeks ago, and was 
a modest $1. Except for the August 
advance, last week’s gain was the 
biggest on the index since early 
March. 


* * * 


8 yes strongest showing in whole- 


sale used cars was registered by 


| 1953 models, which climbed $116 to 
|level out at $1,910. The increase, 
| however, was not enough to coun- 


teract a loss of $143 which the ’53s 
had suffered a week earlier. 

Previous hikes, on the other 
hand, proved enough to make ’53s 
worth $19 more than they were 
seven weeks ago. 

The oldest postwar model — the 
’46—also gained last week. The $10 
increase boosted the average price 
for ’46s to $220. That, however, is 
still the second lowest figure ever 
recorded for that model. 

a. * od 


LL other models continued their 

slide downward. The biggest 
loss was taken by ’52s, which 
skidded $33 to $1,146. Other models 
fared as follows: °48s, down $19; 
’5ls, down $18; ’49s, down $9; ’50s, 
down $8, and ’47s, down $4, : 

Increased action in the whole- 
sale marts has had its counter- 
part at the retail level, too. 

In Detroit, November used - car 
retail sales livened considerably. 
The consensus of dealers on Liver- 
nois Ave.—Detroit’s used-car row— 
is that business ran 20 to 25 percent 
above October levels. 

The dealers expect further im- 
provement after the first of the 

(Continued on Page 45, Col. 2) 


Real Gone Car 


N. Y. Firm Fails to Miss It 


When It’s Stolen 


SCHENECTADY, N. Y.—In the 
future, officials of a new-car 
dealership here will keep closer 
tabs on cars in stock. 

Police notified Cummings Motor 
Sales, 1040 State St., that a former 
employe had been arrested in East 
Newark, N. J., and had admitted 
stealing a 1954-model car from the 
firm’s storage garage several weeks 
previously. 

It was the first Cummings of- 
ficials knew of the theft, but a 
check soon confirmed that a@ sedan 
was missing. 

Schenectady police went to New 
Jersey to pick up the man, identi- 
fied as Raymond Hallenbeck, 30. 
Detectives said a man named Hall- 
enbeck had worked for the Cum- 
mings firm for two weeks. 


Pe ee ee 


New Skipper for Oregon Dealers— 


Roy O. Burnett jr. (center), Portland, is congratulated by Charles C. Freed (rig +), 
NADA first vice-president, upon his election as president of the Oregon Automo! ile 
Dealers Assn. Also shown is C. A. McRobert, Gresham, first vice-president. 











Ss is gold in grease. You 
have heard that assertion many, 
many times since the beginning of 
the auto industry. It is more true 
now than ever before. 


With the higher cost of doing 
business, dealers are interested in 
more owner contact. Lubrication is 
the only recurring service an owner 
requires. Promoting it is the best 
and easiest means of getting more 
service customers to cross the 
threshold of your door. Customer 
traffic is always important to any 
business. 

Furniture stores, they tell me, 
consider it worth $2 to have a cus- 
tomer just enter their place of bus- 
iness. The furniture dealer does not 
know the needs of the customer 
unless the customer reveals them. 
But the automobile owner who 
drives his car into your service de- 
partment reveals all his car’s needs 
immediately. 

Dealers who promote lubrica- 
tion as a means of boosting cus- 
tomer traffic have the best oppor- 
tunity to sell more service and 
thus increase cost absorption. 

The fact that in the design of 
new cars many lubrication points 
are being eliminated, does not re- 
duce the necessity for lubrication. 
In fact, it is now all the more im- 
portant that the remaining points 
of lubrication have more accurate, 
careful and regular attention. 


The fact that some petroleum 
companies are recommending oil 
changes every 2,000 instead of 1,000 
miles need not diminish the profit 
opportunities. In the first place, 
most dealers are furnishing lubri- 
cation and oil changes to just a 
small percentage of their owners. 
So there is great potential to be 
sought. Less frequent change of oil 
puts an added importance on oil 
filters and increases that market. 
There are also additives to be sold. 

” * * 


Won’t Line Up 

[pRALans agree with all of these 
points, The question is how can 

one profitably develop increased lu- 

brication business. Competition, of 

course, is from filling stations. They 

are usually located more convenient 


Kentucky Group 
Elects Leaders 


LOUISVILLE. — Two temporary 
officers have been elected by the 
Kentucky Automobile Dealers 


Assn.’s_ state industry relations 
committee. 
Fred C. Koster, Koster-Swope 


Buick, Inc., Louisville, was named 
temporary chairman, Charles Stur- 
gill, Charley Sturgill Pontiac Co., 
Lexington, was chosen temporary 
vice-chairman, 

The committee will meet next 
after the NADA convention. 
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Oregon, Utah Dealers Score Freight Differential . ; ; 


Uniform Price Push 





to the owner; cars can be left and 
picked up without delay. 

There is no chance for a dealer 
to increase his lubrication volume 
unless he has easy entrance and 
egress to his service department. 
Customers just won’t line up in the 
morning rush and wait long to 
have their order taken. Neither will 
they line up for a long time waiting 
at the cashier’s office when they 
come to pick up their cars. People 
are in a hurry. They are usually on 
their way to work or, what is more 
important, on their way home when 
delay is even more aggrevating. If 
you can so arrange your layout to 
take care of your lubrication cus- 
tomers, then you are prepared to go 
out for more. 

How would you go out for 
more? You realize there are three 
reasons why the average auto- 
mobile owner prefers to patronize 
the new-car dealer, who sells the 
car he drives, than a more con- 
venient filling station. First every 
owner, unconsciously at least, 
realizes that an automobile dealer 
has responsibility for the line rep- 
utation of the car. The second 
reason is that every automobile 
owner realizes that the dealer’s 
servicemen know the exact loca- 
tion of every lubrication point 
and the type and kind of lubri- 
cation to be used. 

The third reason is that all own- 
ers realize it is the automobile 
dealer’s responsibility to use the 
kind and type of grease best fitted 


for the needs of that particular car. | ; 


The dealer’s obligation isn’t as out- 
let for some particular brand of oil 
or grease, but he buys and uses the 
brand that best fits the needs of 
the car he sells. 


Many dealers have successfully 
promoted lubrication by the use of 
government postcards mailed to all 
owners at regular intervals, be it 
once a month, each 60 days, or once 


a season. They make no attempt 


to follow up the mileage the owner 
has driven, which is a rather ex- 
pensive process and cannot be ac- 
curately revealed because time and 
mileage do not always jibe. 

” * * 


Constant Campaign 


S° THEY send government post- 
cards to all owners at intervals 
they have selected. Dealers consid- 


er each card a salesman rather 


than an advertisement, because the 
cards give a brief message not only 
on the desirability of regular lubri- 


cation from the owner’s standpoint 
and uses the reasons that already 


exist in the customer’s mind as to 
why he should drive out of his way, 
even across the county, to patron- 
ize the dealer for oil changes and 
lubrication jobs. 

They utilize government post- 
cards because they are brief, easy 
to read and are very personal. Such 
cards are in order whether the cus- 
tomer has been in for lubrication 
recently or never has been in. They 
constitute a constant campaign in 
selling the advantages from the 
customer’s standpoint of patroniz- 
ing the dealer for this important 
service. 

The theory behind this personal 
campaign is that the dealer is 
selling his own responsibility and 
not using promotion that is per- 
haps more pretentious but pro- 
motes some brand of oil that is 
sold elsewhere in the community. 
He tries to spend his money in a 
manner and means that will bring 
the business back to him. His 
own name must also be his brand 
name, if he is to encourage a 
larger share of his owners to 
come to his place rather than 
patronize one of these many other 
places that may be located much 
more conveniently. 


If you desire to try out such a 


program, commit yourself to a sus- 


tained effort. If you have no facil- 
ities in your own office to do it, 
engage a letter shop located in your 
town. If there is no letter shop in 
(Continued on Page 36, Col. 4) 
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By Ernest W. Peterson 
Staff Correspondent 


| gy teers. Ore.— The Oregon 
Automobile Dealers Assn. at its 
annual meeting indorsed unani- 
mously a resolution urging a na- 
tional uniform price for new cars. 

The association wants auto 
makers to follow the practice of 
the makers “of many manufac- 
tured products, such as automo- 
tive parts and household appli- 
ances,” of including freight rates 
in the wholesale price. 

The present freight-charge struc- 
ture on cars was termed inequi- 
table by the resolution. 

The resolution said that car deal- 





ers in the northwest, because of 
high freight charges, must operate 
with a lower markup and collect 
higher downpayments and monthly 
payments, 

NADA was asked to incorporate 
a national uniform price plank in 
its factory-dealer platform. 

* * * 
NOTHER resolution contended 
that the influx of “caravan” 
cars has grown to such an extent 
that some form of state law -is 
needed to “control this hazard to 
business.” The association’s legisla- 
tive committee was asked to advise 
(Continued on Page 43, Col. 1) 





Drawing for Milwaukee Auto Show Space— 


Harold Duckler (center), of Duckler Motors, Inc., won first choice in the drawing 
for space at the 1954 auto show in Milwaukee. Judy Marks, fur show queen at last 
year's show, holds the hat, while Russel Arndorfer, president of the Milwaukee 
County Automobile Dealers Assn. and show chairman, draws the winning ticket. 





Iowa Dealers Rap Makers 
For ‘Unethical’ Practices 


DES MOINES. — “Misleading ad- 
vertising” and “unethical methods” 
used by some dealers to sell new 
cars have been sharply criticized by 
the Iowa Automobile Dealers Assn., 
which blames such practices on 
manufacturers. 

The association called on all 
factories to avoid overloading 
dealers and “forcing them to re- 
sort” to “misleading representa- 
tions” as a matter of self-preser- 
vation. 

The association’s criticism was 
leveled in its monthly publication, 
Iowa Auto Dealer, following its 
adoption at a special joint meeting 
of the executive committee and 
industry relations committee. 

The resolution says that adver- 
tisements have appeared “announc- 
ing exhorbitant ‘discounts and 
unreasonable tradein allowances” 
and that “some manufacturers are 
advocating special ‘one-day bargain 
basement’ types of sales campaigns 
on their new cars.” 

The resolution also declares that 
“it now appears that such adver- 
tising and sales campaigns have 
been ‘stimulated’ because of over- 


production and mal distribution of ; 


new cars by some manufacturing 
segments in an effort to further 


Elmira Cancels 
February Show 


ELMIRA, N. Y.—The auto show 
scheduled Feb. 9-13 at the Armory 
by the Elmira Automobile Mer- 
chants Assn. has been canceled. 

The action was taken after sev- 
eral dealers who had planned to 
participate found they would be un- 
able to obtain special models and 
chassis in time for the show. 

The show may be held later if it 
is possible to obtain the special 
models at that time, it was indi- 
cated. The 1954 show would have 
been the first held here since 1938. 


their own immediate corporate am- 
bitions.” 

The resolution calls upon NADA 
to “develop immediate and ade- 
quate measures which will result 
in public condemnation of such 
sales campaigns.” 

The resolution also urges all 
auto manufacturers “to gear their 
production and distribution 
schedules on new cars with the 
natural laws of supply and de- 
mand so as to permit a reason- 
able profit to the dealers.” 

The resolution further asks Iowa 
dealers to be realistic ‘in placing 
their orders for new cars so they 
can sell them “at a fair and reason- 
able profit.” , 


On the House . . 


The progress report, given by 


ALT LAKE CITY.—A resolution 
urging the uniform pricing of 
new cars on a national basis was 
adopted at the annual convention 
of the Utah Automobile Dealers 
Assn. 

The resolution charged that 
dealers in western states, under 
present pricing practices, are 
“compelled to bear the burden of 
considerable freight charges.” 

It called the freight differential 
a “serious discrimination” against 
both dealer and customer in the 
west. NADA was called upon to 
take “immediate and vigorous” 
action to bring about a change in 
the pricing practice. 

In another resolution, the Utah 
dealers called for coordinated new- 
model announcement dates so that 
all would fall within a 30-day 
period. 

+ - * 
DER present conditions, with 
new-model announcements 
spread over several months, the 
resolution said, the retail market is 
upset and sound merchandising 
practices are jeopardized. 

In a third resolution, the asso- 
ciation urged all manufacturers 
to produce “cars and trucks in 
such amounts as are consistent 
with dealers’ orders” and “in no 
instance to compel or coerce 
dealers in any way to order units 
in amounts beyond the dealers’ 
good judgment.” 

The resolution said dealers have 
felt, and seen the detrimental ef- 
fects of overproduction. Such over- 
production, it charged, caused 
“complete chaos” in the advertis- 
ing and selling of new cars and 
caused heavy financial losses to 
dealers. 

It urged all members of the as- 
sociation to place orders for new 
cars only in such amounts “as 
are consistent with their ability to 
sell such units within their own 
trade areas at a fair and reason- 
able profit.” 

Other resolutions urged the con- 
tinuation and acceleration of high- 


way planning and construction and - 


the reduction of excise taxes as 
scheduled. 
a * * 
Cava speakers included 
Frederick J. Bell, NADA execu- 

tive vice-president; Charles C. 
Freed, vice-president of NADA; Dr. 
Kenneth McFarland, General Mo- 
tors Corp. consultant and lecturer, 
and Vincent T. Baker, successful 
sales manager of Pueblo, Colo. 

Elias J. Strong, secretary-man- 
ager of UADA scored the occa- 
sional dealer who has been 
engaging in unorthodox sales 
methods and using tricks to entice 
people into his place of business, 

“Such practices,” he said, “are 
the result of desperation methods 
to unload merchandise.” He 
stated that in some instances ’54 
model cars were being sold in 
Salt Lake City under the price 
paid by dealers, with a demoral- 

(See UTAH, Page 43, Cal. 5) 


Deputy Defense Secretary Roger 


Kyes at Detroit Adcraft Club’s 48th annual banquet, swelled the 
auto industry’s pride over its “sons” in key government work. The 
Wilson-Kyes team has done a remarkable job in eliminating waste 

and inefficiency in the U. S. military machinery; 





Wemhoff 


reports from Washington indicate that other auto 
“sons” — Postmaster General Art Summerfield and 
Interior Secretary McKay, both dealers—are doing 
similarly effective jobs in their departments... 
«Olds and Cadillac dealers are happy Hydra- 
Maticg are back on ’53 models; declare that 
idea ‘of offering Dynaflow as option is ridiculous 
in view of sales troubles past few months... 
Stock-car rules will be much stricter for 1954 
Mexican race... 
rash of speed-limit and auto-governor bills in 
1954 state legislatures ... 

Present thinking is that auto industry will return 


. Don’t be surprised if there’s a 


to late summer and early fall changeovers next year, with new-model 
announcements scattered from mid-October to early December. Re- 


turn to prewar practice would (1) 


aid model cleanup during warmer 


weather; (2) give market big stimulus just as slow period usually 
sets in, and (3) idle workers in vacation weather instead of just 
before holidays. At least one big maker may introduce new cars 
even earlier than that next year, if market dictates and new tools, 


dies are ready. 


~—Prte Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 

and dealers in motor vehicles, parts and accessories. { 2. A fair profit to 
BD ™ the dealers on every used vehicle accepted in partial payment for a new 
& A car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
a jovernments applied to the building and maintenance of highways. 
t £ 4. The elimination of government and bureaucratic controls over this 
bd —-> 1 5. A return to precepts of independence and the rewards of 
R R applied energy and ability, which made America and gave more of her 


News citizens more of the better things of life than anywhere else in the world. 


Capsule Comment 


New-car sales (registrations) for 1953 already have 
passed the industry’s previous second best year—5,060,903 
in 1951. 

And there’s still about six weeks of 1953 registrations 
to be compiled. 
* * “ 

The AFL Teamsters union’s 4144-month strike collapsed 
last week at the Campsie & Sweeney Lincoln-Mercury deal- 
ership, last firm in the Ford line in the Detroit area with a 
unionized sales staff. 

Only six years ago 50 Detroit-area Ford and’ L-M dealers 
had unions either in the shop or showroom. 
* * * 

Virtually every auto maker has raised his sights on auto 
sales for 1954. 

Improving business conditions warrant more optimism. 
* ” 
While the nation’s truck fleet has doubled in size since 
1939, the AMA reports, its work load has more than tripled. 
Intracity and rural trucking combined haul more than 
77 percent of the nation’s total freight tonnage. 
* * * 

“If you believe your automobile is the best yet . . . that 
the price is fair, then you can sell it,” NADA President Bob 
Armacost told the Oklahoma dealer convention. “But as 
long as you feel that business is headed for the dumps, 
then you’d better get out of it before it does.” 

A forthright plea for dealer faith. 
* * o 

Automobile excise taxes, double taxation of corporation 
dividends and tax-exempt business enterprises are subjects 
getting special attention by the taxwriting House ways and 
means committee. 

It’s long past due that autos be relieved of excessive 
levies. 


Auto 
Forum 


The man on the spot has the 
best chance of closing the sale. 
—Ricnarp J. Bascock, president 


of Farm Journal, Inc. 
7 * * 


Gas Cutback? 


More gasoline cuts may be 
ahead. Because of the large 
amounts of crude now being re- 
fined, too much gasoline is being 
produced. If this continues, you 
can expect mounting inventories 
and some drastic price cutting. 
To prevent an all-out price war, 
some industry policymakers fa- 
vor a cutback in gasoline pro- 


duction.—Newsweek. 

* + + 
The financial rewards of sell- 
ing can be as high as your en- 
thusiasm and your devotion to 
your work will take you. — A. 
VANDERZEE, sales vice-president, 
Chrysler Corp., in American 

magazine. 
+. * * 


Religion on the Road 
In Muenster, Germany, more 
than 1,000 cars and their driv- 
ers were blessed outside the 
city’s cathedral at a service 
in which prayers for a reduc- 
tion of traffic accidents were 
said. Drivers were urged to 
“love their neighbors” on the 
road.—United Press. 
* - * 


Old Acquaintances 


Belgium’s lower house rati- 
fies the European army. This 
is going to be an expensive 
army. By the time they get 
organized—all the troops will 
be drawing old-age pensions.— 
CoLuMNIsT FLETCHER KNEBEL. 

* * * 


Curves 
Whenever I drive 
On a highway, I strive, 
To make sensible use of my 
sight. 
But there’s many a lass 
On the billboards I pass, 
And I find this distracting, 
but quite. 


My eyes I must force 
To the curves in my course 
If I'd drive by the motorists’ 
code, 
For there’s often a spell 
When they’d much rather 
dwell 
On the curves by the side of 
the road. 
—RIcHARD WHEELER 
* * +. 


All Clear 


Gene Stukaman, 65, leaving 
a motor sales showroom in 
Grand Rapids, Mich., walked 
smack into a six by 12-foot 
window, shattering it. He told 
an ambulance crew, taking 
him to a hospital for treat- 
ment of hand and face cuts, 
that he didn’t see the window. 

Employes of the dealership 
said the window had just been 
washed.—Associated Press. 

7” +o = 


The record number of people 
who bought new cars in 1950 
would normally be back in the 
market in 1954, if we know 
how to sell them.—W. E. Fisn, 
Chevrolet sales manager. 


10 Years Ago... 




















LOOK, CHILDREN. Welt CAU THE SioRe FR 
AND ORDER A HUGE CHRISTMAS STOCKING 
BIG ENOUGH DW HOLD ONE NEw, SHINY, 
ZORGEOUS AUTOMOBILE ‘TEEN. FEET LONG, 
WELL—ANY ONE,ANY SIZE-THEYRE ALL GQQ0D 
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SHOPPING 
MADE EASY 





used, if you so request. 


"98 Clarke? 


I wish to submit the following 
that I am sure will interest your 
readers: 

The first motor truck built in 
the United States was built in 
Pittsburgh in 1898 by Louis S. 
Clarke.—Smwney Becker, 435 Espen- 
ola Way, Miami Beach, Fla. 

* * 7 


Voice for Dealers 


The automobile has become such 
an integral part of the business and 
private life of the American citizen 
that it may virtually be classed as 
essential transportation. 

Because it has assumed a po- 
sition of gargantuan importance, 
the methods of manufacture and 
distribution should be conducted in 
a@ manner that is conducive to the 
economic welfare of the nation, the 


The Big Story 


Ward M. Canaday, chairman of the board since 1936, has been 
elected president of Willys-Overland Motors, succeeding Joseph W. 
Frazer, who resigned several weeks ago. The action ends speculation 
over purchase of Willys control by outside interests, including Henry 


J. Kaiser . 


. . John L, Collyer, president of B. F. Goodrich Co., pre- 


dicts that world consumption of rubber, which averaged 1,100,000 
tons for 1939-41, may reach 1,500,000 tons in the first year after the 
war ends, and the 2,000,000 mark within a decade thereafter .. . 
Reports from 2,776 wholesalers representing most kinds of business 
showed October sales were down 6 percent from those of October, 
1942 . . . Shifting of the tax burden from corporations to individuals 
was envisioned as a postwar possibility by John F. Fennelly, execu- 
tive director of the Committee for Economic Development . . . The 
War Production Board eased restrictions on the use of aluminum in 
the manufacture of buses and collapsible tubes . . . A schedule of 
uniform penalties—the maximum being the suspension of gasoline- 
rationing books for the duration of the war—has been set up by the 


Delaware district of OPA. 


—From the Files of Automotive News. 
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‘First Truck?..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsi 

letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 26, Mich. 
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state and private corporations deal- 
ing in this commodity. 

In bringing this matter out for 
open discussion, no consideration 
is being given to any individual 
automotive commodity—its public 
acceptance or lack of it, good or 
bad management at the dealer 
level, or other individual con- 
siderations of a like nature, 

We, also, are fully aware that 
government interference, state or 
Federal, in the affairs of big 
business is an anathema, The un- 
popularity of controls, materials or 
price, is recognized. While eco- 
nomic controls should be invoked 
by government only when the 
national economy is distorted, the 
time is well nigh when the auto- 
mobile dealer should invoke an 
economic control to assure ex- 
istence. 


Many feel that interference in 
the affairs of big business is a 
move toward the destruction of the 
capitalistic system and is classed 
immediately as_ socialistic. Few 
people, however, realize that there 
is more capital invested in the auto- 
motive industry in the United 
States at the dealer level than 
there is in the motor empires 
which have been created and ex- 
panded in our midwest. 


The methods of distribution are 
of such vital importance to this 
invested capital that they shovld 
not be subject to the whims or 
record-breaking brainstorms of 4 
few untouchables. It is time now 
that the automobile dealers of 
America formulate a concrete plan 
to protect their invested capital. 

While the inevitable so - called 
“cleanup period” has always bee: 
@ part of this trading industr) 
never in the history of the autc 

(Continued on Page 41. Col. 1) 
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HEQMES MRS. ENNIS WITH OUR 
1, HOLLY WREATHS, BERT” 





DID YOU NOTICE YES, SHE MAKES 





















THAT THE WHOLE PRACTICALLY HER 
BACK SEAT OF THE ENTIRE LIVING 
yey GETTING AROUND 
IN THAT CAR. EVER SINCE 49 
WREATHS, DUSTY? SHES BEEN GIVING 





PIANO LESSONS . 

y= AND SELLING 
COSMETICS DOOR 

A TO DOOR. 













| CAN STILL REMEMBER 
HOW HAPPY SHE ANO HER 
HUSBAND WERE THE DAY 
THEY BOUGHT THE CAR AND 
DROVE IT AWAY - AND 
THEN HE DIED TWO 
WEEKS LATER. 











YOU SEE, | HAD SOLD HER HUSBAND Nf 
Ny THE CAR UNDER THE UNIVERSAL CT. TP. <a 
| COMBE PPE) sue Dion nave | | PUAN AND THE CREDIT LIFE POLICY Ry 7 
THAT MUST HAVE Pugeaiesediegs] 'O WARY ABOUT | | OF THE PAYMENTS. <j 4 
BEEN TOUGH ON fecasedt DONT THINK | WASNT | 
HER, DUSTY. J : = HAPPY TO TURN THE - FINANCING SERVICE 
at ge } 5 


TA sae * PM ees CAR OVER TO HER = “ ‘ 
ee) MESES 1 ACY! meg S LIKE UNIVERSAL G.I.T.s_ 
3 , et FREE BNP CLERR : ENABLES YOU TO PROTECT 


YES , IT WAS. BUT 


Ne YOUR CUSTOMERS FULLY 4 
Ps AND EARN THEIR 
GOOD WILL! 
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Dealers, Salesmen to Get Continuous Training .. . 





Packard Hones Competitive Ax 


By Tom Hewitt 
Staff Writer 

ACKARD will launch in mid- 

January a sales-training pro- 

gram on a permanent basis, 

All field men will be covered 
within three months and all deal- 
ers and salesmen within six 
months. Then the cycle will begin 
again. 


Packard says its $250,000 program 
is different from that of other auto 
firms in that the students will par- 
ticipate in demonstrations of simu- 


* 

Tysinger Elected 
° 

President of New 

= a o 
Virginia Group 

RICHMOND, Va.—J. L. Tysinger, 
a former president of the Automo- 
tive Trade Assn. of Virginia, has 
been elected president of the newly 
formed Virginia Automotive Assn. 
Tysinger is president of Tysinger 
Motor Co. (Dodge-Plymouth), 
Hampton. 

The Virginia Automotive Agsn. is 
a new association being organized 
by John E. Raine, who was man- 
ager of the Automotive Trade Assn. 
of Virginia until early this year. 

Other officers elected by the or- 
ganization committee of the Vir- 
ginia Automotive Assn. are as 
follows: 

First vice-president, James Adair 
(Chevrolet), Christiansburg; secand 
vice-president, Leroy. A. Magette 
(DeSoto-Plymouth), Courtland; 
third vice-president, Robert Murphy 
(Chevrolet), Mt. Holly; fourth vice- 
president, Charles T. Moses (Olds- 
mobile-Chevrolet), Appomattox, and 
secretary-treasurer, E. Floyd Yates 
(Ford), Powhatan. 

Walter J. Wilkins, of Norfolk, 
the NADA director in Virginia, is 
automatically a member of the 
board of the Virginia Automotive 
Assn., under a provision of the 
group’s bylaws, Raine said. 

The board of directors also in- 
cludes the six top officers and 
Walter N. Arrington (Dodge-Plym- 
outh), Warrenton; Nick Allen 
(Buick), Newport News; T. B. Blatt 
(Oldsmobile-Chevrolet), Milford; 
Thomas C, Bourne (Hudson), Rich- 
mond; C. W. Cleaton (Pontiac), 
South Hill; Clarence C. Criser 
(Oldsmobile-Chevrolet), Hot 
Springs; O. T. Engleman (Dodge- 
Plymouth), Lexington; R. J. Flip- 
pen: (Ford), Stuart. 

J. B. Hadder (Ford), Louisa; J. 
B. Hanes (Ford), Dillwyn; Charles 
D. Joyce (Dodge-Plymouth), Arling- 
ton; Ray Kearney (Oldsmobile), 
Richmond; Aubrey Lawrence 
(Dodge - Plymouth), Richmond; A. 
W. Mitchell (Packard), Fredericks- 
burg; Leonard W. Parker (Chrys- 
ler - Plymouth), Leesburg; Charles 
A. Pine (Dodge - Plymouth), Win- 
chester. 

William P. Raines (Studebaker), 
Grundy; Frederick M. Ritter 
(Ford), Winchester; Charles H. 
Russell (Dodge-Plymouth), Exmore; 
Wade C. Sedberry (Studebaker), 
Portsmouth; Parker Snead (Ford), 
Richmond; G. Carl Steinhardt (In- 
ternational), Franklin; J. O. Taylor 
(Dodge - Plymouth), King William, 
and Noel Walker (Oldsmobile-Chev- 
rolet), Tazewell. 


Studebaker Ups 
Minkel in Sales 


SOUTH BEND. — L. E. Minkel, 
formerly sales manager of Stude- 
baker’s Pacific division, has been 

appointed direct- 
- or of sales train- 

ing with head- 
quarters in South 

Bend, it was an- 

nounced last 

week by K. B. 

Elliott, executive 

vice-president. 

Minkel is suc- 
ceeded in Los 

Angeles, head- 

quarters of the 

L. E. Minkel Pacific division, 
by Carl K. Revelle, who had been 
regional manager of the San Fran- 
eisco branch. 

Minkel joined Studebaker in 1944 
in Los Angeles as a district man- 
ager and later served as Los 
Angeles regional manager. 














lated sales situations, including tel- 
ephone contact, showroom contact 
and road demonstration. 

” *” * 


i THE telephone clinic, the name 
of a student will be drawn and 
he will take the part of a salesman. 
On the other end of the line will 
be a “prospect” who does not want 
to purchase a Packard. Both phones 
will be hooked up to loudspeakers. 

After the sales pitch, students 
will analyze the salesman’s tac- 
tics, Then another student will 
take to the phone. 

For the showroom contact, a car 
will be wired for sound so all stu- 
dents can hear. 

+ * * 
LASSES for 12 field men at a 
time will last a week and will 
be held at the Packard plant in De- 
troit. 

Classes for dealership personnel 
will be held in Chicago, Cleve- 
land, Buffalo, Detroit, New York, 
Boston, St. Louis, Cincinnati, Los 
Angeles and San Francisco. No 
dates have been set, but the meet- 
ings will begin about Jan. 20. 

The dealership course will last 
two days. The second day will fol- 


Austin’s Simplified A-40 
Priced $100 Lower 


NEW YORK.—A simplified ver- 
sion of the A-40 Somerset sedan 
introduced by Austin will retail 
for $1,695, delivered at United 
States ports, it was announced 
last week by C. R. Melton, vice- 
president of Austin Motor Co., 
Ltd. (England). 

The A-40 Somerset previously 
offered will remain at $1,795 but 
hereafter will be designated “De- 
luxe,” Melton said. The lowest- 
priced Austin available in the 
U. S. is the A-30 sedan at $1,495. 











low the first by about a month, so 
that dealers and salesmen will not 
have to take off two days in a 
row. 
* + * 
HE classes for dealers and their 
salesmen will be held for groups 


of 15 or 20 persons at a time. They | * 


will be conducted by field men 
trained at the factory. Two men in 
each of the three regions will de- 
vote their full time to sales training. 


Subjects to be covered for deal- 
ership personnel include how to 
use the phone, mails, personal con- 
tacts and road demonstrations; 
closing and delivery techniques 
with ace salesmen giving tips; 
used-car selling, and finance sell- 
ing. 

The course for the 84 field men 
will be longer and more intensive. 

Two weeks before they are to at- 
tend the course the field men must 
start working on preconference as- 
signments. Among other things each 
must hold a one-day promotion in 
a dealership and prepare case his- 
tories to discuss at the classes. 

+ * * 
— 90 days after attending 
the course, each must: 

1. Conduct a new-car promotion 
in a “poor” dealership. 

2. Conduct a used-car campaign 
in an “average” dealership. 

3. Hold a service and parts and 
accessories promotion in a “good” 
dealership. 

4, Train every dealership sales- 
man in selling techniques, give 
out selling manuals and make as- 
signments, and conduct five group 
training meetings. 

“The best thing about our new 
program,” said Bill Gareiss, mer- 
chandising manager, “is that it is 
a continuous plan. We are not let- 


ting it go after the courses are held 
(Continued on Page 46, Col. 1) 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyrighted, 1953, by Automotive News) 
(Aptco Auto Auction. Sales every Wednesday) 


Dec. 9 
(Very bad weather, raining and 
cold. Sold 116 cars out of 149 entries.) 
BUICK — "51 Special coupe, $960; RM 
4-dr.,* $1,050", $975*, $935*. "50 RM 
conv,, $770; 4- dr., $700*, 2 at $675, 
$535; Riviera coupe, $900°*. 
CHEVROLET — ‘52 SL Deluxe 2-dr., 
$810; business coupe, $935. '51 SL 
Deluxe 2-dr., $775, $780*, $730; 4-dr., 
$790", $755. *5C SL Deluxe 2-dr., 
$575*, $555, $550, $530; 4-dr., $690. 
’48 SL Special 2-dr., $335. 
CHRYSLER — ’49 Windsor club coupe, 
$515. ’47 Royal club coupe, $190*. 
DeSOTO—’52 Fire Dome 4-dr., $1,220*; 
Custom (6) 4-dr., $950. ‘51 Custom 
(6) 4-dr., $625*, $835*. '50 Deluxe 
(6) 4-dr., " $620; club coupe, $735. °49 
Deluxe (6) 4-dr., $445. 
DODGE — '53 Coronet (8) 4- dr., $1,- 
475; club coupe, $825. ’51 Coronet 
$655*. °'50 


(6) 4-dr., $750, $700*, 
Coronet (6) 4- dr., $535. 

FORD — ’'53 Main (8) 2-dr., $1,245; 
Main (6) 4-dr., $1,310. ‘52 Main (6) 
2-dr., $830, $i, 065, $875*. ‘51 (6) 
2-dr.. $615; (8) 2- dr., $800, $875, 
$490: Custom Deluxe '(8) Victoria, 
$940*, $930*, $885, $740. '50 Deluxe 
(6) 2-dr., $550, $540, $435, $430; 
4-dr., $440. '49 (6) 2-dr., $410, $385, 
$375, $365, $325, $225; club coupe, 
$325, $300; (8) conv., $260. °48 (6) 
4-dr., $225. 

HUDSON — ‘51 Hornet 4-dr., $690. 
Super (6) 2-dr., $270. 

KAISER—’40 4-dr. A $435. 

LINCOLN—’49 club coupe, $215. 

MERCURY — ’52 Custom (8) sport 

$1,240°; ay el 4-dr., 2 ee - 

390°. °51 Monterey 4 $855; coupe, 

$860. ’50 (8) , 5 $470; coupe, 

30, $505. *49 $505; coupe, 
$355. '47 4-dr., 

NASH — '51 Rambler “2-ar., ; sta- 


"49 


coupe 
$380, "$305. 600) 4 $280. 
OLDSMOBILE—'51 (88). Hoiuday, $1,- 
320°; 4-dr., $1,150°. ‘50 (88) 4-dr., 
$750°; club coupe, $835*; (98) 4-dr., 
$860*. °48 (66) club coupe, $160*. 
PLYMOUTH — ’51 Cranbrook 4-dr., 
, $625, $605, $610; club coupe, 
. *50 ‘Deluxe club ocupe, $465; 
600. 


$ 
PONTIAC — '52 (8) 2-dr., $1,115. '51 

(8) 2-dr., $1,025*, '50 (6) club coupe, 
$650; 2-dr., $630, $550. °49 (6) 2-dr., 
$390*. '48 (6) 4-dr., $410. 
STUDEBAKER—’53 Commander 4-dr., 
$1,600*. ‘51 Champion (6) 4-dr., 
$535*, $530; Commander (8) 4-dr., 
$540*. '49 (6) 2-dr., $260. 

* * * 
Dec, 2 : 

(Sale very fast. Good clean cars 
were up $25 to $50. Buyérs do not 
want rough cars. Sold 135 cars out 
of 150 entries.) 

BUICK — '53 Super 4-dr., $2,050°. ’50 

Super 4-dr., $1,035*, $740°, $650; 


| 
| 


2-dr., $870. '48 RM 4-dr., oe 
CADILLAC—’51 (62) 4-dr., $2,1 
CHEVROLET—'53 ¥%-ton cae, $925. 


$140. 


"51 SL Deluxe 2-dr., 
$740; Bel Air, $910. 
2-dr., $605; 4-dr., $610, $525; conv., 
$640°; club coupe, — "49 FL Spe- 
cial 4-dr., $350; 2-dr., $300. 

CHRYSLER—'51 NY 4 dr., $1,000. 
Saratoga 4-dr., $720, "$690 $610, 
$530. '48 Royal club coupe, $175. 

DeSOTO—'53 Fire Dome (8) 2-dr., $1,- 
800* (ps). "52 Custom (6) 4-dr., 
075; Fire Dome (8) 4-dr., 
"50 Deluxe (6) 4-dr., $635, $6: 
Deluxe ss club coupe, $330; 4-dr., 
$505, $47: 

DODGE—’ 3 Coronet (8) 4-dr., $1,500. 
"51 Coronet (6) 4-dr., $740; club 

$785. '50 Coronet (6) 4-dr., 

$655, ; 


Meadowbroox 4- dr., 
farer 
2-dr., 

FORD — 53 Custom (3) 4-dr., $1,415. 
*52 Custom (8) 4-dr., $1, 000° ; Main 
(6) 2-dr., $1,055, $850. *51 Custom 
(6) 2-dr., $785, $750, $700, $605; 

$780; club coupe, $765; Custom 
(8) ‘Crestliner, $855*. °50 (6) 2-dr., 
$460, $440, $415, $340, $500; 4-dr., 
$400, $475, $385; club coupe, $475, 
= "49 (6) 2-dr., $480, $360, $300; 
, $300. '48 (6) 2-dr., $225. 
— '51 4-dr., $505. '48 4-dr., 
$125. 


HENRY J—’52 (6) 2-dr., $540. '51 (6) 
2-dr., $355. 

HUDSON — ‘51 Pacemaker club coupe, 
$550. °49 Super (6) 4-dr., $225; club 
coupe, $370. °48 Commodore (6) 
4-dr., $225. 

KAISER — '52 4-¢r., $770. ‘51 4-dr., 


$910; 4-dr., 
$475; coupe, 


$420; 
(600) 


$1,155*, 
2-dr., 


"50 SL Deluxe 


MEROURY — ‘51 coupe, 
—. $400. °49 2-dr., 
4 


$490. 

NASH — ’50 Rambler conv., 
Statesman 4-dr., $390. ‘49 
4-dr., 

OLDSMOBILE—’51 (98) 4-dr., 
$1,150*, $1,085°. °50 (88 
$785*; (98) 2-dr., $750. 
2-dr., —_ 46 (98) 4- dr., $155; (76) 
2-dr., $12 

PLYMOUTH’ 53 Cranbrook 2-dr., $1,- 
275. ’°52 Cranbrook club coupe, "$930. 
*51 Cambridge 4-dr., $720, $680, $655, 
$620, $5385; club coupe, $625. '50 De- 
luxe 4-dr., $615, 2 at $490, $450, 
$445; 2-dr., $530. ‘49 Deluxe 4-dr., 
$400. 47 Deluxe 2-dr., $145. 

PONTIAC — ’51 (8) 2- ar., 
015*, $975*; 4-dr. 

(6), "$775. '50 (8) 2-ar., 
4-dr., $765; (6) 4- dr., 
Catalina, $800°. '48 (6) 4-dr., 
’47 (8) club coupe, $240. 

STUDEBAKER — '52 Champion 4-dr., 
$880; 2-dr., $700. '50 Champion 4-dr., 
$455. "49 Champion 4-dr., $225. 


"48 (76) 


' $330. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 37, 40 
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Planning 1954 GM Motorama— 


Harlow H. Curtice (left), president of General Motors, and W. F. Hufstader, distri- 
bution vice-president, examine a model of the GM Motorama of 1954 which will dis- 
play the new cars and other products. The show will open Jan. 21 in the Waldorf- 
Astoria Hotel in New York. Later showings are scheduled for Miami (Feb. 6-14), Los 
Angeles (March 6-14) and San Francisco (March 26-Apr. 4). 


Chrysler Corp. Complains 
Of Overcharging by Rails 


WASHINGTON. — Chrysler Corp.|in late 1947 by Chrysler and inde- 


last week complained that approxi- 
mately 30 railroads were overcharg- 
ing on shipments of new cars to 
the south. The firm asked for re- 
bates plus interest. 

Chrysler told the Interstate 
Commerce Commission that the 
railroads had been violating ICC- 
prescribed rates since Nov. 26, 
1951, for shipments from Detroit 
and Evansville, Ind. 

The complaint cited an ICC rul- 
ing which ordered the railroads to 
lower Chrysler’s rates and increase 
those of General Motors and Ford. 
The railroads complied at that time 
but then promptly suspended the 
revision, Chrysler said. 


The original complaint was filed 


Hudson Denies 
It Is Reinstating 


Distributorships 


DETROIT.—Rumors that Hud- 
son might be reinstating a dis- 
tributorship program for the 
marketing of its cars were denied 
last week by the factory. 


Norman K. VanDerzee, sales 
vice-president, said, “There is no 
change in the sales policy at the 

resent time. Hudson will continue 

o distribute approximately 90 per- 
a of its production through zone 
offices.” 

Van Derzee said there had been 
“some new distributors activated 
and some changes in distributors” 
in Texas, Florida, Michigan and 
Louisiana recently, but that these 
changes were not abnormal. 





Farewell for Carey— 


Roy Fruehauf (left), president of Frue- 


pendent auto firms. 


In the new complaint, Chrysler 
says that rates charged from GM 
and Ford plants in St. Louis, 
Memphis, Cincinnati, and Rose- 
land and Doraville, Ga., are lower 

than rates charged Chrysler. 

Chrysler did not specify a total 
but listed seven pages of shipments 
including alleged overcharges rang- 
ing from $26 to $160 each. 


Automobile Credit 
Shows $105 Million 
Gain in Month 


WASHINGTON. — Consumer in- 
stallment credit outstanding 
amounted to an estimated $21,486,- 
000,000 at the end of October, or 
$139 million above a month earlier, 
according to the Federal Reserve 
Board. 


A $105 million boost in auto in- 
stallment credit accounted for 
most of the month’s rise. 


The total October increase com- 
pares with gains of $521 million in 
October, 1952, and $97 million in 
1950. 


Auto credit on Oct. 31 totaled 
$10,337 million, of which $4,096 mil- 
lion was given by commercial 
banks, $5,272 million by sales fi- 
nance companies, $563,000 million 
by other financial institutions, and 
$406 million by auto dealers. 

The increase in auto paper dur- 
ing October, 1952, was $250 mil- 
lion and the increase during the 
year ended Oct. 31 totaled $2,707,- 





000,000, 

Other consumer-goods paper out- 
standing increased slightly during 
October. Repair and modernization 
loans showed a moderate gain, 
while personal loans showed 4 
slight decline, 


Packard Awarded 
Design Medal 


DETROIT. — Packard Motor Car 
Co. has been named the first win- 
ner of the automotive design medal 
by Fawcett Publications, publish- 
ers of Cars magazine. The ad- 
vanced styling of the roof and the 
reverse slant rear window of the 
Balboa was the basis for Packari’s 
selection. 

Commenting on the medal-win- 
ning experimental model, Ccrs 
magazine said it warranted the «i- 
tation “for clean, utilitarian desig“:; 





hauf Trailer Co., Detroit, presents Walter| for increased safety by elimination 
Carey, retiring president of the American| of distortion and protection frm 
Trucking Assns., with a portable grille at}the elements; for added comf>rt 


a banquet in Detroit. 


| by providing more head room.” 
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TRIBUNE NEWSPRINT COLOR pages will add a distinctive qual- 
ity to your advertising that no other medium in this market 
can provide. They hit with greater impact. They deliver 
market-wide penetration that starts more buying action. 
You can concentrate the selling power of Tribune news- 
print color pages on a single model or your full line. You can 
use them to drive home your strongest selling points or to 
present your models in the setting that enhances prestige. 
Your dealers know how Tribune newsprint color gets re- 
sponse for other sales organizations. They would like to have 


it help them get more sales. 








Chicago has always been one of the industry’s top markets. 
It invites and rewards special attention. Tribune readers do 
the bulk of Chicago’s new car buying. 

To help your dealers get more of Chicago’s buying now 
and to build solidly for the future, add the power of pages in 
Chicago Tribune newsprint color to your promotion. 

For full details, get in touch with W. E. Bates, Penobscot 


Building, Detroit, WOodward 2-8422. 


Chicago Tribune 


peer nee Auto dealers and the public place 
Re ars more automotive want ads in the 


Tribune than in all other Chicago 
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Sees Market Gain with Star Chief... 


Pontiac Hails Its New Series 


(Continued from Page 2) 


doubtedly represented one of the 
most challenging assignments,” he 
said. “We are happy to report that 
we completed the machine tool pro- 
gram well ahead of schedule, and 
started producing cases in plenty 
of time for Detroit Transmission 
requirements. 

“By the end of December, we will 
have completely machined nearly 
80,000 transmission cases.” 

Critchfield declared that Pon- 
tiac’s expansion program, initi- 
ated in 1946, was generally com- 
pleted this year, resulting in an 
increase in floor space from 4,- 
700,000 to over 6,500,000 square 
feet. This program includes two 
large manufacturing buildings as 
well as our new Engineering 
Building. 

Presently under way is a sizable 
project of modernizing and expand- 
ing the capacity of our foundry. 
Also under construction is a new 
car finish building. 

Pontiac's present employment is 


CARTER @ 


slightly over 17,000 people, or 2,000 
more than a year ago. Approxi- 
mately 15 percent of the employes 
are engaged in defense work. 
“Looking ahead,” said Critchfield, 
“we feel that we in Pontiac face a 
favorable situation with respect to 
the sales of our cars. We have con- 
fidence that the economic condition 
of our country will continue prom- 





GM Retains Adviser 


On Fire Prevention 


DETROIT.—Prof, John Ahern, 
a professor of safety engineering 
at Illinois Tech, has been retain- 
ed by General Motors on a two- 
day-a-week basis as a safety con- 
sultant. 

Ahern is available to GM plants 
for consultation on specific fire- 
prevention problems. A GM 
spokesman said Ahern also will 
suggest methods of preventing 
disasters like the one that razed 
the Hydra-Matic plant in Livonia. 





ising. Business is leveling off some- 
what, but at a high level. Personal 
income continues high. 


“Certainly in contemplating their 
position in '54, our dealers are well 
aware of the competitive situation 
they will face. The Transmission 
situation had at least one favorable 
aspect—it provided dealers with the 
opportunity to prove the acceptance 
of our product, the strength of their 
selling organizations, and what 
could be accomplished by properly 
directed efforts.” 


Crawford praised his dealers’ 
ability “to switch their sales ap- 
proach—from selling 86.3 percent 
of their cars equipped with Hydra- 
Matic transmissions and finish 
out the last four months of our 
model year with the bulk of their 
cars built with standard trans- 
missions.” 

Pontiac dealers also have sold 
more used cars this year than in 
any year in their history—both post- 
war and prewar, Crawford declared. 

“Our dealers have handled an 


all-time high volume of customer 
service the past year,” he said. 
“Even more significant is the fact 
that while this alltime high record 
of customer service was being per- 
formed, Pontiac dealers handled 34 
percent more internal service in 
their operations.” 

Crawford expects the market next 
year will offer a particularly good 
opportunity for the medium price 
class field, into which Pontiac prod- 
ucts normally fall, 

“About 40 percent of all buyers 


Jobber Profit 





of new cars buy in the medium 
price field, many of these movin ; 
up from the lower price market,’ 
he declared, 

He estimated total industry sales 
for 1954 at 5 to 5.5 million cars. 

Attacking recent blitz sales in the 
industry, Crawford termed them 
“an expedient which could be nulli- 
fied by another expedient.” He said 
an aggressive sales program, based 
on fundamentals, is the only an- 
swer to the selling problem. 


Margins 


Defended by NSPA 


(Continued from Page 2) 


Ala.; Walter Olson, Havre, Mont.; 
F. Duttweiler, San Francisco; W. 
V. Dyke, Milwaukee; G. P. Robers, 
Cleveland; Les A. Thayer, Chicago; 
K. J. Shea, St. Paul, and A. J. 
Blair, London, Ont. 

The MEWA named Albert S. 
Hatcher jr., of A. S. Hatcher Co., 
Macon, Ga., as president of the or- 
ganization. John F. Creamer, of 
Wheels, Inc., New York, was elected 
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are regularly advertised in leading 


Be prepared to get your full share of 
this new original equipment service 


and replacement market... 


as more 


and more well-known car makers 
switch to CARTER Fuel Pumps. 
To help you sell, CARTER products 


CARTER CARBURETOR CORPORATION 


national magazines. 


Be ready to serve your customers. 
Carry a complete stock of CARTER 
Fuel Pumps. There is a CARTER 


supplier near you. 


Division of American Car and aol a ae Tithe h Gg 


¢ St. Louis 7, Missouri 








vice - president; Henry Levene, of 
United Auto Parts, Inc., Binghamp- 
ton, N. Y., secretary, and Ted John- 
ston, of Motor Parts Depot, Los 
Angeles, treasurer. 

New directors named for MEWA 
were J. T. Davis, Corpus Christi, 
Tex.; J. A. Hines, Toronto, Ont.; 
Arthur Juneau, Wausau, Wis.; Rus- 
sell Loock, Baltimore; Marshal G. 
Luce, Miami, and Lamar F. Noble, 
Jackson, Miss. 

The first combined show, which 
was a dubious venture in the minds 
of many of the manufacturers be- 
fore the show, was a success, ac- 
cording to talks with booth exhibi- 
tors on the floor. 

They told Automotive News that 
business had been brisk on the 
floor, and that they had carried on 
“important and illuminating talks” 
with the merchandisers. They 
pointed out that the show resulted 
in a better understanding of job- 
ber-manufacturer relations, one of 
the most important phases of to- 
day’s business. 

Jobbers and wholesaler distribu- 
tors, on the other hand, said that 
they found the booth conference 
show more beneficial than any other 
kind, since they were able to talk 
to company officials and executives 
without undue delay. 

Don H. Teetor, chairman of the 
JOC committee this year, com- 
mented that it was highly possible 
“that the conference will be re- 
peated because of the completely 
democratic appearance of the uni- 
form booths and the absence of dis- 
tractions invariably associated with 
the exhibitions.” 


U.S. Rubber Holds 


Service Parley 


DETROIT.—U. S. Rubber Co.’s 90 
field service engineers and service- 
men representing the 38 branches 
of the tire division will open a 
three-day meeting today (Dec. 14) 
at the Detroit Leland Hotel, ac- 
cording to C. C. Brown, service 
manager. 

The service group is a part of 
the company’s field engineering and 
service department, headed by T. J. 
Newton, director of field engineer- 
ing and service. 

The meeting is designed to bring 
the service representatives up to 
date on tire developments, product 
quality and new manufacturing 
processes. One day will be spent in 
| the company’s Detroit tire plant. 


‘Peohts 


(Continued from Page 1) 


cline of even greater proportions 
was averted only by the strenu- 
ous efforts of dealers everywhere 
to reduce their operating costs.” 
The sharpest decline in sales w: 
noted on new trucks, which fell 44.! 
percent. New-car sales dropped 15.7 
percent and used-car sales, whi!: 
declining 19.8 percent in unit 
| plunged 27.7 percent dollarwise. 
} 7 * * 












ABOR sales were off a bit—4 
percent. The only increased in- 

come for the dealer was noted 1 
parts sales, which rose 1.7 percent. 

New-car inventories were 13 ' 
percent higher at the end of th-« 
third quarter than they were 
the end of the second. 

New - truck inventories, howev"r, 
were down 11.7 percent and used- 
vehicle stocks were 1.8 percent low- 
er than they had been on June 3° 

Parts inventories dropped 5.1 per 
cent during the three months, th 
survey showed, 
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... these are COUNTIES, not cars...only six of 
the 1230 counties where The American 
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Legion Magazine has more circulation than 
any other magazine listed below. When it 
comes to county circulation leadership 
The American Legion Magazine is “TOPS”. 
In metropolitan area counties and in small 
: : F towns all across America more than 2,700,000 
American Legion VEU ELL: Legionnaires will spot your advertising 
message every month when it appears in 
TT T their own American Legion Magazine. 
PENT eS TOPS That’s why we say... 
7 In Region After Region Your Best Buy Is LEGION 
Tt 
“ 
‘> .. ~{ * mm. 
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8 
Write Today eee WM AMERICAN LEGION MAGAZINE 1,230 Counties 
LIFE 959 Counties 
for your free copy of our colorful, large LOOK 356 Counties 
size map showing “Magazine Circulation SATURDAY EVENING POST 220 Counties 
Leadership By Counties.” Pane 170 Counties 
= , COLLIERS 95 Counties 
THE AMERICAN LEGION MAGAZINE ds * Counties 
580 FIFTH AVENUE, NEW YORK 36, N. Y. TIME 1 Count 
Att: Market Research Dept. NEWSWEEK 1 County 
MAGAZINE TIES 14 Counties 
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Automatic Drives Get 
Star 54 Truck Role 


ee only experience will give the final verdict, it looks 
as though automatic transmissions will figure promi- 
nently in the truck field for the first time during 1954. 

To many observers, it is unexplainable why automatic 
transmissions have not been pushed in the truck field long 


before this. Detroit engineers?” 


point out, however, that in a 


truck an automatic transmis- 
sion is even more a tailor-made 
device than it is when used in a 
car. The industry is still somewhat 
lacking in design and operating 
experience with automatic trans- 
missions for trucks, although this 
condition is expected to change 
rapidly during 1954. 

The arguments for installing an 
automatic transmission in a truck 
are even more compelling than for 
a@ passenger car. Tests show, for 


> 


ONE 


OF A SERIES 





example, that with an automatic 
transmission, the number of gear 
changes may be reduced from 35 
to 55 percent. When it is recalled 
that trucks require much more fre- 
quent shifting than a car, these 
savings in human effort become 


even more attractive. 
. * * 


Tests Tell Story 
pos savings will depend on 
driving conditions. Tests on a 


heavy-duty, long distance tractor 





trailer conducted by White Motor 





Co. and reported in the SAH Jour- 
nal show that fuel consumption 
varied a maximum of 7 percent 
with the converter superior during 
several runs. 

The same series of tests indi- 
cated that maximum variation in 
average speed was about 3 per- 
cent. In some cases the converter 
unit was faster. Under some other 
driving conditions, however, the 
geared unit was faster. 

One of the most interesting ob- 
servations was that, using auto- 
matic driving, average engine 
revolutions per mile showed a max- 


imum difference of 12 percent. 
* * a7 


Easier to Handle 

N ADDITION to possible use in 

long-distance hauling, automatic 
transmissions are very attractive 
for door-to-door service. Aside from 
the big saving in manual gear 
changing, converter units re- 
portedly handle easier in traffic and 
on snow. and ice than conventional 
transmissions. 

Tests conducted on a run of 
more than 15,000 miles showed 
maintenance expense was nil. 
Fuel consumption was 6 miles 
per gallon compared with 5% 








Seven-Foot Sales Manager Meets a Star— 
“Shorty” Johnson, seven-foot one-inch sales manager for Roche's Lincoln-Mercury, 


North Hollywood, Calif., 


meets a member of the cast of 


“The Living Christ’ series. 


Pontius Pilate (right) and King Herod are watching. The car is a Lincoln Capri 


convertible. 





miles per gallon for units not 
equipped with a torque converter. 

With additional experience it 
seems certain that automatic truck 
transmissions, tailored especially to 
meet the requirements of the truck- 
ing industry, will be developed. A 





by Specifying 


Research 


The list of pioneering developments in hydraulics contributed by Vickers research 


You Get Many Benefits 
VickERS, Hydraulics 





that means improved 
oil hydraulic equipment 


is long and impressive. Among the most important are: 
Hydrostatic Relief Valve e Commercial Power Steering @ Balanced Vane 
Type Pump e Flow Control Compensator e Axial Piston Pump and Motor 


These are fundamental developments that have been of vital importance in the 
progress of hydraulics. They are representative of a large line of equipment that, with 
Vickers experienced application, assures you the best in any type of hydraulic operation. 


Vickers, with unmatched laboratory and basic research facilities, continues to lead 
the way in the oil hydraulics industry. 


MICKERS Incorporated 


DIVISION OF THE SPERRY CORPORATION 
1532 OAKMAN BLVD. e DETROIT 32, MICH. 


Application Engineering Offices: ATLANTA ¢ CHICAGO (Metropolitan) «+ CINCINNATI ¢ CLEVELAND 


DETROIT ¢ HOUSTON ¢ LOS ANGELES (Metropolitan) « NEW YORK (Metropolitan) « PHILADELPHIA 


ENGINEERS 


AND BUILDERS OF OIL 


HYDRAULIC EQUIPMENT SINCE 


6626 
ha 





spirited battle between Hydra- 
Matic and torque converter types 
is expected by most Detroit engi- 
neers, 

Getting the costs of the truck 
unit down through changes in 
design and new methods of pro- 
cessing is one of the big jobs ahead 
of Detroit engineers for 19654, 


Gamma Rays Used 
In Fluoroscope 
Made for Industry 


DETROIT.—A gamma ray fliuor- 
oscope for industrial use has been 
designed by Radioactive Products, 
Inc., 443 W. Congress St., Detroit 
| 26, Mich. 

The instrument, which stands 
seven feet high and contains its 
radioactive source in a steel-cased 
eylindrical lead-shield 18 inches in 
diameter, has aroused interest 
among auto makers and foundry 
| firms, the company said. 





According to Radioactive Prod- 
|ucts, gamma rays from materials 
| such as radioactive cobalt are more 
| penetrating. than Xrays, except 
| those produced by tremendously 
|expensive multimillion-volt ma- 
| chines. So penetrating are these 
| radiations that only half of them 
will be absorbed in passing through 
three-quarter-inch steel, it is said. 

Ordinary X-ray fluoroscopes op- 
erate at much lower voltage and, 
consequently, do not have the pene- 
trating power of gamma rays, the 
company said. 
| The radioactive source of the 
gamma-ray instrument consists of 
three pellets of cobalt metal one 
centimeter in diameter and one 
|centimeter long, which were ir- 
| radiated in one of the nuclear re- 
| actors of the Atomic Energy Com- 
; mission. 

This source radiates four watts 
of gamma rays day and night and 
will continue to operate indefinitely 
at a gradually decreasing rate, 
Rochester Products said. 
| The radiations are produced at a 
|}cost of half a cent per watt hour 
|while the cost of an X-ray tube 
| (exclusive of any power supplied) 
runs from $1 to $5 per watt hour of 
X rays produced because it eventu- 
ally burns out and, further, re- 
quires 1,000 watt hours of electrical 
power to produce this one watt 
hour of useful X-ray energy, the 
| company added. 


. 


‘Plant Layout Grid Boards 


Offered by Detroit Firm 


DETROIT. — Capitol Engineering 
Reproduction Co., 835 Holden, De- 
troit, Mich., is offering %-inch grid 
|boards for plant layout. 
| According to Gus Brune, sales 
| manager, these boards cut oper- 
|ating costs and speed plant con- 
| version, 
| White-painted aluminum panels, 
| 36 inches by 48 inches are scaled at 
| %4-inch with horizontal and vertical 
|lines, and can be butted together 
|to represent a required area. The 
| hard surface takes both pencil and 
| ink lines. 


Dudco Issues Pump Data 


DETROIT. — The Dudco division 
|of New York Air Brake Co., 1796 
|E. Nine .Mile Rd., Detroit, Mich., 
has published a four-page bulletin, 
DP-300, which gives selection data 
for Dudco dual-vane hydraulic 
pumps, 
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Longer-Lasting... TOPS of 


iggest News in convertibles 
pushbutton top! 








gince the 


KEEP THEIp LUSTER 


GER 
ue x Last yon 
tT 


CLEAN EASILY 


Better-Looking, 





Yes, “‘Orlon’”’ is big news in convertibles today—and will 
mean big business in convertibles tomorrow. Why? Be- 
cause “‘Orlon’”’ will give your convertible customers ex- 
actly what they’re looking for: tops with real weather and 
wear resistance—proved by up to 3 years of wear testing 
in some of the toughest climates in the country . . . plus 
a really distinguished appearance—a sleek, lustrous look 
that’s easy to keep that way. 


With these advantages, tops of ‘‘Orlon”’ will sell them- 
selves, turn many car buyers into convertible buyers! — ° 





E 
Hod THEIR = 


REDUCE STRETCHIN 


RESIST BALLOONING 


Du Pont ORLON 


Tops of “‘Orlon” are being featured on some makes of 
convertibles. Natural-color topping is available now. 
The supply of black topping is increasing. So keep your 
eyes open for it—it’s worth waiting for. 


Service Manager: You can arrange to have tops of 
“Orlon’’ installed on convertibles now on the road.These 
replacement jobs carry a profitable mark-up all around 
—for you and your installer. Make sure your installation 
shop knows about tops of ‘‘Orlon’’. E. I. du Pont de 
Nemours & Co. (Inc.), Wilmington 98, Delaware. 


QD ORLON === 


REG. U.S. PAT. OFF. 


ACRYLIC FIBER 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


G, SHRINKING 
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Action Seen in 14 States . 


Compulsory Insurance 
Gaining Momentum 


RED BANK, N. J. — Proposed 
laws aimed at providing more ef- 
fective protection against financial- 
ly irresponsible motorists are at- 
tracting increasing attention in 
state capitals. 

Indications are that the issue will 
be raised in most of the 14 state 
legislative sessions scheduled to 
convene next year. 

Regular or budget sessions of 
state legislatures 
during 1954 in Arizona, Cali- 
fornia, Colorado, Kentucky, 
Louisiana, Maryland, Massachu- 
setts, Michigan, Mississippi, New 
Jersey, New York, Rhode Island, 
South Carolina and Virginia. 

Special legislative sessions are 
certain to be called in many other 
states, with special sessions to deal 
exclusively with highway safety 


will be held | 


problems already suggested in 


Tennessee ‘and Wisconsin, 


Basic types of proposed legis- 
lation to deal with the financially 
irresponsible motorist problem in- 
clude outright compulsory liability 
insurance, such as is now operative 
only in Massachusetts; creation of 
| special state funds for payment of 
unsatisfied claims arising out of 
motor vehicle accidents; provision 
|for the impoundment of accident- 
|involved vehicles of financially ir- 
|responsible drivers, and more 
'stringent financial responsibility 
\laws, providing for suspension. of 
driving privileges of accident-in- 
volved financially irresponsible 
drivers. 

Also tied in with the issue are 
| Proposals for so-called merit rating 
plans designed to lower the cost of 
automobile liability insurance for 
accident-free drivers, and other 





| 





measures aimed at bringing about 
lower liability insurance premium 
rates, 

Spotlight in the controversy 
over compulsory insurance next 
year will again be held by the 
New York Legislature, in which 
there will be a revival of the 
Dewey administration’s bills for 
compulsory insurance and a re- 
quirement that insurance compa- 
nies establish a plan for com- 
pénsating innocent victims of 
hit-and-run accidents, stolen car 
operators and uninsured out-of- 
state drivers. 

Although these bills were re- 
jected by the 1953 Legislature, de- 
spite backing by Gov. 


mittee, subsequent’ reports 
surance Superintendent Alfred J. 
Bohlinger make it plain that a new 
drive for their enactment is 


store for the 1954 session. 


Thomas | 
Dewey and the majority of a| 
special joint legislative study com-| 
and | 
statements released by State In-| 


in | 
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Oppirlles 


shies 
ae Socendl 






It is claimed that bright-colored 
cars have a better appeal in days 
of prosperity and lose popularity 
in depression years. 





of the City of New York, for en- 
actment of legislation to provide 
that every automobile involved in 
an accident causing bodily injury 
or property damage be im- 
pounded if the owner does not 
possess standard - limits liability 
insurance or deposit equivalent 
security. 

Proposed enactment of a com- 
pulsory liability insurance law in 
Michigan has the endorsement of 
the State Bar of Michigan. 


Meanwhile, State Rep. Willard I 
Bowerman jr., Lansing Republican, 
announced he was preparing for 
introduction in the 1954 Michigan 
Legislature a _ bill requiring im- 
poundment of any uninsured motor 
vehicle involved in a traffic ac- 
cident resulting in damage exceed 
ing $50. 

Bowerman said his  proposa! 
would not affect insured motorists 
involved in accidents nor those who 
could prove financial responsibility 
as required by present Michigan 





Bohlinger also advocates a rating| plan which penalizes the careless 
plan which would lower the cost/driver, but added that “the need 
of automobile liability insurance|for a plan providing further recog-|syreq cars and would make for 
for careful motorists. He declared | nition to safe drivers is equally| easier collection of damages and 
in his annual report that insurance! necessary.” 


companies took a step in the right 
direction in 1952 when they put 


Also likely to be revived in 
New York is a proposal, backed 


into effect in New York State a’ this year by the Assn. of the Bar 


Your best automotive salesman— 


The Country-Side Unit 





YOUR BIGGEST MARKET — that’s the Country-Side Market, 
made up of the 19,000,000 families who live in towns of less 
than 10,000 people, in crossroads villages and on farms. These 
people buy more than half the nation’s cars, account for the 
biggest slice of the service business, support the majority of 
the nation’s dealers and repair shops. 





IT TAKES TWO KINDS of magazines to reach and sell the 
whole Country-Side Market—a farm magazine for the farm 
customers, a town publication for the non-farm customers. For 
years Farm Journal, America’s largest, most influential farm 
magazine, has been the biggest automotive salesman in the farm 


side of Country-Side America. 





THE TOWN INTERESTS of Country-Side America are served 
by Pathfinder, the Town Journal. This is the only dual appeal 
publication aimed at Main Street people. Together, as the 


Country-Side Unit, Town 


Journal and Farm Journal reach and 


sell over 4,200,000 of the best families in your biggest market. 





ay tee b eae 


we 


DEALERS GET WHAT THEY WANT from advertising sup- 
port in the Country-Side Unit—coverage among their own best 
customers and prospects like a local newspaper. Automotive 
manufacturers in turn get what they want—more of the best 
customers in the whole Country-Side Market. 


THE COUNTRY-SIDE UNIT... 


4,200,000 of the best customers 


SELLS THE WHOLE 
COUNTRY-SIDE MARKET 


in America’s biggest automotive market 


law. He said the bill would tend 
to increase the percentage of in- 


quicker settlement of damage suits. 

Virginia’s Advisory Legislative 
Council has recommended 
strengthening of the State motor- 
ists’ financial responsibility law 
in several respects, including a 
proposal that courts be permitted 
to impound automobiles of 
persons convicted of driving 
while their licenses are under 
suspension. 

The Virginia legislative interim 
study group also proposed that it 
be made a misdemeanor knowingly 
to lend a car to a person whose 
permit has been revoked and that 
impoundment of the loaned auto- 
mobile be permitted under such 
circumstances, 


Also recommended by the Vir- 
ginia council were: A _ provision 
permitting reciprocal action be- 
tween states in the enforcement of 
the security provisions of financial 
responsibility laws; that the se- 
curity provision of the financial re- 
sponsibility act be made applicable 
to the owner of the vehicle in- 
volved as well as the operator; and 
increasing the minimum bodily in- 
jury liability coverage required by 
security provisions of the act from 
$10,000 to $20,000 for each accident, 
and from $5,000 to $10,000 for each 
person injured. 
| Previously rejected bills for 
compulsory insurance and an 
unsatisfied judgment fund may 
be revived during the 1954 
session of the Maryland Legis- 
lature. 

A committee of the Maryland 
State Bar Assn. is currently study- 
ing the problem of dealing with 
the financially irresponsible driver, 
but its chairman, Joseph Sherbow, 
expressed doubt that the commit- 
tee’s recommendations would be 
ready in time for consideration by 
the state Legislature next year. 


Proposed compulsory insurance 
was rejected by the 1953 South 
Carolina Legislature, but may be 
brought up again there next year. 

Although an attempt to have the 
Massachusetts Legislature call it- 
self into special session to consider 
revision of the state’s compulsory 
motor vehicle liability insurance 
| laws met with failure, numerous 
bills to change the law already 
have been filed for consideration 
by the 1954 regular session and 
more will follow. 

Most of the bills headed for 
1954 Massachusetts legislative 
consideration have been proposed 
at past sessions, but will attract 
increased attention next year be- 
cause of increased insurance 
rates and efforts to make a politi- 
cal issue on party lines out of th« 
hole insurance problem. 

The Massachusetts bills will in- 
clude proposals to: Provide for a 
statewide referendum on repeal of 
the compulsory insurance law; re- 
place the compulsory insuran:e 
law with a financial responsibility 
act; create a State rating bure»u 
to determine compulsory insurance 
rates, instead of basing them on 
figures supplied by a private rating 
bureau; establish a state fund ‘or 
compulsory insurance; establish 
uniform insurance rates throug h- 
out the State, instead of bas 2 
them on area accident experier 
and to change in various resp 
the 1953 law providing for es- 
tablishment of a demerit rati 
system for compulsory insurance. 
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NOW 


IS AS EASY AS accelerating 





it is no longer necessary to lift the foot and exert leg 
power pressure fo bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort re- 
quired for braking. And by merely pivoting the foot 
on the heel, shifts from “go” to “stop” controls are 
made in far less time. 


Leotublt/ more DRIVING COMFORT, 
LESS FATIGUE AND GREATER SAFETY 


WG 
WaT 
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Specified by More Car Manufacturers 
Than Any Other Make 


Since the earliest days of the industry, car manufacturers have entered each 
model year with a host of new improvements that represent added value 
for the motoring public. ¢ 


While all of these advancements have contributed to greater motoring 
enjoyment, the “new car features” that have basically altered previous 
motor car standards of performance are relatively few in number. For 
example, four-wheel brakes, a Bendix development, brought new safety 
to the highways; automatic transmissions materially increased driving 
ease; and today another great new feature, Bendix* Low Pedal Power 
Brake, is recognized as a revolutionary advancement in motor car control. 


It is the only low pedal power brake that has met the test of millions of 
miles. In fact, Bendix Low Pedal Power Brake is specified by more manu- 
facturers than any other make. It is the product of Bendix —world’s largest 
producer of power brakes and leader in braking developments since the 
earliest days of the industry. 


To make your line more popular, it pays to equip with the performance 
proven Bendix Low Pedal Power Brake. Riera ane ‘end: 4 


Lg 






BENDIX ‘ivi::cn SOUTH BEND 
Bendix 


AVIATION CORPORATION 


Export Sales: Bendix International Division, 205 East 
42nd St., New York 17, N. Y. © Canadian Sales: x 
Bendix-Eclipse of Canada, Lid., Windsor, Ontario, Canada 
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AUTOMOTIVE WASHINGTON 


Fiscal Seas Still Rough, 
Treasury Aides Say 


AUTOMOTIVE NEWS, DECEMBER 14, 1953 


By William Ullman 


Washington Correspondent 


WO top Treasury officials last week cautioned American 
business leaders that it would take much time and 
‘patience for the Administration to solve the nation’s fiscal 
problems. Marion B. Folsom, undersecretary of the Treasury, 
said that 1954 tax relief could not be as big or as rapid 


as Many 
said that although real prog- 
ress had been made in getting 
control of Federal ding, a com- 
pletely balanced budget was not yet 
in sight. . 

W. Randolph Burgess, deputy to 
the Secretary of the Treasury in 
charge of debt management, said 
that the Administration was work- 
ing resolutely to get the Federal 
debt stretched out so as to remove 
“the tremendous inflationary pres- 
sure” of short-term maturities. 

This is just as vital to the wel- 








ple hoped. He@— ' 


fare of the Amer- 
ican people, Bur- 
gess asserted, “as 
housing or social 
security or em- 
ployment.” 

“It took us a 
long time to get 
into this mess and 
it will take a long 
time to get out,” 
he said. 

Burgess de- 
nied that the 
Administration was following 


William Ulitman 


what some critics called “a hard- | yields —through improved man- ;and making a start on getting te 


money policy.” 

“What this Administration has 
done in bringing more freedom to 
the money market is consistent with 
our general objective of encourag- 
ing the initiative of free citizens,” 
he said. 

Folson said the Administration 
felt justified in allowing the Jan. 1 
reductions for individuals to occur 
on schedule and dropping the ex- 
cess-profits tax, but it did not be- 
lieve the Treasury could stand the 
scheduled Apr. 1 corporation cuts 
and the reductions of excises set 
for the same date. 

The reduction in taxes which will 
take effect in January, he said, will 
result in a loss of $5 billion in a 


full year. 
* + 


Ike Eyes Spending Ax 
RESIDENT EISENHOWER 
hopes to present tax - revision 


proposals to Congress early in the| 


new year, but they will not be de- 
signed to produce additional rev- 
enue, he said in the course of a 
news conference. He expressed 
doubt that such an effort should be 
made. 

Rather, he explained, the effort 
of his Administration will be to 
bring expenditures more nearly 
into line with present revenue 















HY-LOAD 


800 sizes. 


Des 
heavil 
large 


BARREL 


ra 


DESIGNED 
FOR 
HEAVY 
DUTY... 


High-capacity, cylindrical roller 
bearin for heaviest radial loads 
and light or intermittent thrust 
loads. Produced in 3 diameter 
series, 2 widths and more than 


INDUSTRIAL INCH 


igned for slow-moving, 

loaded machinery where 
iameter shafts are the rule. 
Accordingly, it is available in 
fractional-size bores for shafts 
from 4” in diameter upwards. 


A series of angular-contact, 
self-aligning beari 
ona of sustaining both 
ial and thrust loads. 

Race and roller curvatures 
insure ideal distribution of 
load, not only for normal 
operation but also for 
conditions of misalignment. 


rings 



























TRUNNIONED 
ROLLER 


Ideal for industrial trucks, 
textile machinery, gear pumps, 
conveyors, hoists and agricultural 
equipment. Rollers 
trunnioned ends which fit into 
holes in the end rings. End 
rings are located and held 
parallel by spacing bars which 


agement and elimination of du- 

plicate functions. 

Asked about current proposals to 
reduce the Army by 10 percent, 
Eisenhower said he could not spec- 
ify a percentage, but it was ap- 
parent to him that personnel needs 
of the military establishment in a 
cold-war period were not as great 
as in times of active fighting. 

* * * 


For a Better America 


DDRESSING industrial leaders 
during a recent convention, 
Secretary of Commerce Sinclair 
Weeks promised them the full part- 
nership of Government in “building 
a better America.” 

At the same time, he bitterly 
excoriated those persons who have 
criticized the businessmen now as- 
sociated with the Eisenhower Ad- 
ministration. 

Weeks charged that such critics 
“never objected to associating 
with crooks and Communists.” 
He said that, in less than a year 
in o the Administration had 


ffice, 
“definitely substituted for the 
socialism of recent years a cli- 
mate more favorable to business.” 
| Weeks assured the manufac- 
turers that the Administration, 
;through removing controls, slash- 
ing spending, 


checking inflation 












WOUND 
ROLLER 


This is a three-part 
separable bearing 
available in various 
width classifications. 
The roller construc- 
tion provides 
maximum resistance 
to shock, abrasion 
and fatigue. 





have 


also guide and retain rollers. 


WATT ROLLER BEARINGS 


--e-and there’s a type and size for every need 


Hyatt’s complete line of radial and angular- 
contact bearings—more than 800 sizes in the 
Hy-Load series alone—makes the engineers’ job 
easier, because it makes possible greater design 
flexibility. For the equipment buyer, this means 
longer bearing life and lower maintenance costs 
—with just the right bearings designed into 
every vital load-carrying position. 


HYATT BEARINGS DIVISION © GENERAL MOTORS CORPORATION 


The next time you buy new equipment, or make 
a changeover, specify lower maintenance costs 
by specifying Hyatt Bearings! And if you need 
technical help in your selection of bearings, or 
desire information about particular bearings or 
their applications, ask for the services of a Hyatt 
sales-engineer. Call or write Hyatt Bearings 
Division, General Motors Corp., Harrison, N. J. 


Government out of business, hid 

laid the groundwork for the su:- 

cess of such a long-range prograin, 
s + * 


Drawing the Line 
the view of Rep. Noah Mascn, 
Illinois Republican, the Federal 
Government should get all revenue 
from taxes on incomes, liquor and 
tobacco, and the states should have 
exclusive rights to'taxation of gaso- 
line, amusement place admissions, 

and estates and gifts. 


Mason is a member of the House 
Ways and Means Committee and 
of the special commission studying 
duplication of Federal and state 
functions. 


He also recommended that 
states alone have retail sales 
taxes, with the manufacturers’ 
sales tax field left to the Federal 
Government. 


The Federal and state govern- 
ments would come out about even 
under such a distribution of tax 
collections, he estimated. 


The Federal Government does 
not now levy any general sales tax 
at the retail, wholesale or manufac- 
turing level. Retail sales taxes are 
in force in 33 states. 

+ . * 


Taxes and Politics 


HE House subcommittee which 

investigated tax scandals among 
Government revenue agents has 
recommended that the Internal 
Revenue Service be made virtually 
independent of Treasury control. 


It urged that except for high 
policy rulings, the tax service be 
less subject at the administrative 
level to the Treasury so as to wipe 
out what has been termed “political 
meddling” in tax cases. 

The subcommittee did not, how- 
ever, advocate complete divorce 
of the revenue service from the 
Treasury. It left open for future 
study the Treasury’s contention 
that because of its fiscal responsi- 
bilities, it must retain supervision 
of the tax unit. 

Most of the subcommittee’s views 
on giving the service a wider meas- 
ure of “independence” stemmed 
from half a dozen tax cases in 
which, it was charged, John W. 
Snyder, former secretary of the 
Treasury, and his subordinates in- 
terferred for political reasons. 

The subcommittee said that “po- 
litical meddling” cost the Govern- 
ment more than $10 million in 


revenue, 
* * * - 


Stull Believes in AD-X2 


ESS M. RITCHIE, manufacturer 

of battery additive AD-X2, who 
got the short end of the decision 
when a committee of scientists ap- 
proved the testing methods of the 
Federal Bureau of Standards, and 
at the same time declared his 
product. without merit, at least 
gained wide notoriety as a result 
of the matter. 


Much of that notoriety stems 
from his colorful expressions 
concerning the case. While he 
promptly dubbed the committee’s 
report “a whitewash of the 
Bureau of Standards by the 
National Academy of Sciences,” 
and said he would “stick by what 
my customers think,” he also 
added this one: 

“Tll be whipped on this when 
they pat me in the face with 4 
spade.” 

He said he would keep on mak- 
ing and selling AD-X2, but 4 
spokesman for the Post Office De- 
partment said the committee report 
was under study and that a de- 
cision would soon be made whether 
to reapply the department’s mail 
fraud order against the product. 

The order forbade use of the 
U. S. mails to advertise the battery 
booster. It was lifted in the early 
days of the fracas, at a period in 
the battle when no one seem 
quite sure just who was right in 
the matter. 

A final recommendation by the 
committee dashed Ritchie’s hopes 
for a long-term field test of his 
product. 

“The committee recommen«s,” 
its report stated, “that no d- 
ditional tests on the merit of 
AD-X2 be undertaken by it or 
under its supervision.” 

In effect, at least, the comm/ttee 
members concluded that if AI'-X2 
had any worth, that worth w ould 
have been uncovered by the  <sts 
already conducted—and it was: 't. 
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better a car can look in Genuine Leather 
‘ 
\ Genui 
1 Country Club, is used as a “ s 
‘ anel.-- seat bolsters - » © and as trim 
\ Leather 1s offered because it adds poth distinc- 
t tion and practicality toa distinguished car. 
| \\ The ¢ Genul Leath: ts nothi 
e huxury 0 enuime eather COS nothing 
t 
3 ei Nothing, absolutely nothing» 
te | i. . ee dresses up 4 t like Genuine Leather. 
Py ws At the same time, nothing is so prac- 
“& x tical. For, not only does leather look 
better with use and age» it is easy © 
' “ keep clean, hard to tear and flame- 
\ resistant. 
The amazing thing is that almost 
. a “ S y : : 
' , “ a Oo 
me x ; . Fo 
ae Sa show th f car buyers 
bee 9 SS purchase slip covers: And leather 
\: SV) costs only 4 little more than a good 
get of covers: What is mores used- 
car dealers claim that leather adcs 
a lot to the trade-in worth of a car! 
This fact ca meammuch in leather 
profits to both cat manufacturers and 
dealers- 
; 
i 
: 
In this Packard Caribbean Convertible genuine leather is 
standard equipment. Leather 15 not only peautiful when Time makes the heart grow fonder 
the car 1s new» put it will grow more peautiful as the car of Genuine Leather ; 
e grows older. No other upholstery can match genuine 
q Peg leather for wear-and-teat resistance + * * for easy cleame 
tee J for slideability' 
i ing --* 2” or siidea ality - 
‘ THE UPHOLSTERY LEATHER GROUP, INC., 141 East 44th Street, New York 17; N. Y.- 
American Leather Manufacturins Co., Newark, N. J. Blanchard Bro. & Lane, Newark, N. J. hae The Lackawanné Leather Co., Hackett} N. J. 
The Ashtabula Hide & Leather Co., Ashtabula, Ohio Eagle-Ottaw4 Leather Co., Grand Haven, Michiga® Radel Leather Manufacturing Co., Newark *" i 
Garden State Tanning Inc., Pine Grove, Pa. 
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heres what car buyers are 








Listen to th 
eng eee for they mean that 

wi ph ! me from your car sal a 
that now ies rit ero : ni 
eee bcomeapig e are willin sap 
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eee of those people who w tude 
r, 80% say they would ae oe ‘ 

to 
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you tell them these facts: l pay extra for leather if 
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: at > i 
slip covers oe little more tl 
eee > 
and it’s much more p ey good 
ractical 


tell ing us J 


much more disti 

clean Se ee Leather i 
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it actually looks — ... flame resistant a 

ca f ter with a ...and 

oe ge and us 

page ee ups the resale ae a 

oO your customers. Y oe 
. Your profits 


will soar wl 
yhen th 
Leather Costs Nothing mnow “The Luxury of 











Getting the Lowdown on Jeep— 


Roy Abernethy, Kaiser-Willys general sales manager, looks over the plowing 
capabilities of the commercial Jeep. Kneeling are Hickman Price jr. (left), president 
of the Willys export subsidiary, and Raymond R. Rausch, Willys general manager. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the | - 


—- industry, every week throughout the year. 








NEW YORK.—Prevention of de- 
flation rather than inflation is the 
problem confronting the nation, Dr. 
Marcus Nadler, consulting econo- 
mist to the Hanover Bank of New 
York, declares in a report issued by 
the bank. 

Entitled “The Course of Infla- 
tion,” the report said that under 
present conditions a renewal of 
inflationary forces can set in only 
through an event creating fear 
psychology, a Government deficit 
beyond reasonable expectations, 
or unreasonable labor demands. 


Dr. Nadler declared that since 
the country’s productive capacity 
now can provide both guns and 
butter, and the’demand for civilian 
goods has been met, “it is difficult 
to see what internal event could 
cause a fear psychology. Similarly, 
the dangers of war are receding 
. and therefore one cannot fore- 
see an international event that 


Inflation Peril Minimized 


Economist Says Nation’s Main Problem 
Is Preventing Deflation 
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might cause a renewal of the fear 
psychology.” 

Saying it is impossible to state 
what the fiscal position of the 
Treasury will be, Dr. Nadler added 
that it is known that the Adminis- 
tration is committed to and is work- 


|ing for-a balanced budget. 


“Should a sharper than expected 
decrease in business activity take 
place, causing a substantial de- 
cline in revenues,” he said, “it 
will be accompanied by an in- 
crease in unemployment and in 
idle plant capacity, and by a de- 
crease in the disposable income. 


“Under such conditions, no mat- | 


ter how large the Treasury deficit 
may be, the problem confronting 
the nation will not be inflation, but 
rather deflation.” 

Citing labor costs as an important 
part of the price structure, Dr. 
Nadler continued: 

“In a period of boom, an increase 
in costs c can be and often is shifted 





By the edge of the Pacific, approaching Torrey Pines Grade on Highway 101, near La Jolla, Calif. 


This is one 


Almost a million car owners have ordered E-Z-EyvE 
in their new cars. That’s extra profit for a lot of 
dealers. And you’re missing out on some easy 
money, if you don’t talk E-Z-Eye to your customers. 

They’ve read about.it in The Saturday Evening 
Post, Collier’s, The New Yorker and Time*. They’ve 
read how a shaded windshield of light blue-green 
E-Z-Eye Safety Plate Glass protects their eyes 
from the nagging strain of driving-glare. How un- 
shaded E-Z-Eye in side and back windows absorbs 
solar energy and keeps passengers cooler in summer. 

Let them know how easy it is for them to have 


in a million 


E-Z-EveE in their cars. E-Z-Eve is available in all 


General Motors models.. 


* In a recent TIME magazine survey, 41% of the readers 
who plan to buy new cars in 1953 said they intended to 


order “tinted glass” ! 


| speedy 


WHY NOT GET YOUR SHARE? 


WHEN YOU SELL CARS you’ll make extra commis- 
sions by selling the E-Z-Eye option. 


WHEN YOU REPLACE GLASS you'll turn routine 
jobs into extra profit by selling E-Z-Eye. 


LIBBEY -OWEN6- FORD GLASS COMPANY, TOLEDO 3, OHIO 


E-Z-EYE SAFETY PLATE) 


with the shaded windshield 


“Redueeo Glan, Eyestiain, Sun peat 





ee é 


te © oceans = em 


ALL L-O-F SAFETY GLASS IS GRADE-MARKED. 
If the word PLATE isn't etched on your car windows, 
they aren't safety Plate glass. 


| 


~ |eussion on the topic, 


to the ultimate consumer. In th 
period of a strong buyers’ marke 
and declining demand, this is no 
likely to take place. 

“Should labor under present 
conditions obtain wage increases 
beyond the growth of productiv- 
ity the increased costs could not 
be shifted to the consumer. 

“This would lead to smaller prof 
its for some employers,” the repor‘ 
said, “losses to others and ulti- 
mately to decreased output and in- 
creased unemployment. 

“In a period of declining demand 
stable wages accompanied by in- 
creased productivity lead to lower 
prices and higher real wages, and 
stimulate demand.” 


Sundberg Assails 
Close Copying of 


European Design 


DETROIT.—It is unsound think- 
ing to Europeanize the appearance 
ef American cars by allout copying 
of foreign styling, says Carl W. 
Sundberg, head of Sundberg-Ferar, 
Inc., industrial-design firm. 

Sundberg addressed the Detroit 
chapter of the Society of Automo- 
tive Engineers during a panel dis- 
“Will Ameri- 
| cans Trade the Family Car for 
European Styling?” 

“We are currently seeing an 
|attempt,” he said, “to popularize 
European styling through  ad- 
| vertising which overstresses its 
| supposedly superior differences. 
| Good design, however, knows no 
| international boundaries, and all 
| good designers have the same ulti- 
mate objectives.” 

“Misguided enthusiasm” for 
| European styling, Sundberg de- 
clared, overlooks two basic facts. 
One, he said, is that most European 
cars don’t meet American 
standards of comfort, maneuver- 
ability and safety. 

“The light sculptural look of 
European custom-built cars makes 
them dangerous on American high- 
ways, where both speed and traffic 
|conditions are more hazardous 
problems,” he said. 

Another difference, Sundberg 
said, is that the American car is 
essentially a multi-purpose vehicle. 

“Tt’s used as transportation for 
work, as taxi, school jitney, grocery 
|truck and for vacations,” he said. 
“It can be suitably designed for 
all these purposes, yet at the same 
time be the last word in style.” 


Hall-Scott to Make 


‘New Truck Engine 


BERKELEY, Calif.—The Hall- 
Scott motor division of ACF-Brill 
| Motors Co., will soon put into pro- 
duction a new high-powered engine 
|for truck and industrial uses, the 
| Model 590, according to J. D. 
|Towne, general manager of Hall- 
| Scott. 
| The new model, of 200-plus horse- 
power size, will be available in both 
upright and horizontal form for 
operation on either gasoline or 
liquified petroleum gas. 

Other features, Towne said, in- 
clude overhead valves; overhead 
camshaft; cylinder head with 
| hemispherical combustion chamber; 
“unit construction” for low - cost, 
replacement of cylinder 
block and pistons, and extra-size 
main and rod bearings. 

The engine will be six-in-line of 
590 cubic inch capacity with five- 
inch bore and five-inch stroke. Its 
weight will be under 1,400 pounds, 
complete with accessories, Towne 
said. 


Shell Chemical Division 


Receives New Name 
NEW YORK. —Shell1 Chemical 
Corp. is changing the name of its 





| Julius Hyman & Co. division to the 
| agricultural chemicals division ef- 


fective Jan. 1, it was announced 
last week by L. V. Steck, Shell 
Chemical’s marketing vice - presi- 
| dent. 

The division, with headquarters 
in Denver, will continue to market 
aldrin, dieldrin, endrin, DD and 
other insecticides and agricultural 
chemicals. F. W. Hatch will con- 
tinue as manager, with J. J. Lawler 
as sales manager. 

Steck indicated that the change 
in name affected only the sales or- 
ganization. The Denver plant will 
continue to be operated by Julius 
Hyman & Co. 
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automotive power transmission. 


Spicer has a record of 50 years of 
continuous experience in this field . . . more - 
than any other manufacturer. 


Spicer secures efficient production from 
10 modern plants at its command . . . more 
than any other manufacturer. 


Spicer has a range of proved products 
for almost every automotive power delivery 
need ...more than any other manufacturer. 


Spicer has the services you need—use them! 





te | 


we serve the industry fr 


Ambition to serve ... and zeal to produce 
. . - have built the famous Spicer line. 
We meet at the drafting board ... we 
meet at the machine . .. we meet at the 
service conference. There is a meeting 

of the minds and the constructive 

skills on every project. Each Spicer 
product is a visible demonstration of that 
cooperation. Use Spicer engineering 
ingenuity and manufacturing resource- 


fulness to serve your needs — better ! 


SPICER MANUFACTURING DIVISION 


of Dana Corporation + Toledo 1, Ohio 


Fo) 


49 YEARS OF 


AS 


SERVICE ENGINEERING 
© UNIVERSAL JOINTS + PROPELLER SHAFTS « BROWN-LIPE AND AUBURN 
pe FORGINGS + AXLES « STAMPINGS «¢ SPICER “BROWN-LIPE” GEAR BOXES 
WRAMES © TORQUE CONVERTERS » POWER TAKE-OFFS * POWER TAKE-OFF 
@ RAIL CAR DRIVES « RAILWAY GENERATOR DRIVES « WELDED TUBING 


MANUFACTURING 








Sales Conditions in Various Areas... 





Auto Market Reports 


Seattle 

New-car sales in King County 
(Seattle) in October totaled 1,929, 
about 1 percent less than for the 
same month of 1952. 

Ford was far in front in total 
sales with 580, followed by Chevro- 
let with 336. They were followed by 
Plymouth, 267; Buick, 146; Oldsmo- 
bile, 89; Dodge, 83; Mercury, 81; 
Studebaker, 76; Pontiac, 61; Chrys- 
ler, 35; Nash, 33; DeSoto, 28; Hud- 
son, 27; Packard, 20; Cadillac, 11; 
Lincoln, 10; Kaiser, 6; Willys, 5, 


Sconce.) 
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Delaware 

New-vehicle sales for November 
in Delaware totaled 1,600. 

Sales (combined cars and trucks) 
by makes were: Chevrolet, 461; 
Word, 440; Plymouth, 120; Buick, 
3; Dodge, 93; Mercury, 69; Pon- 
tiac, 65; Oldsmobile, 52; Cadillac, 
31; Chrysler, 28; Studebaker, 19; 
DeSoto, 14; GMC, 14; International, 
14; Hudson, 10; Nash, 10; Packard, 
7; Willys, 7; Mack, 4; White, 3; 
Lincoln, 2; Autocar, 2; MG 1, and 


Brockway, 1. 
* 


Columbus, O. 


November sales figures for Co- 
lumbus fell below October levels in 
all categories—new and used cars 
and new and used trucks. But in 
all cases, they were higher than for 
November, 1952. 

New-car sales for the month were 
1,861, compared with 2,073 in Oc- 
tober and 1,486 in November, 1952. 

Broken down by makes, sales 

were: Chevrolet, 460; Ford, 448; 
Plymouth, 229; Buick, 130; Mer- 
cury, 100; Pontiac, 100; Dodge, 98; 
Oldsmobile, 96; Chrysler, 48; De- 
Soto, 36; Studebaker, 27; Nash, 
26; Cadillac, 23; Hudson, 17; 

Packard, 11; Willys, 5; Lincoln, 
2, and miscellaneous, 5. 

New-truck sales in November 
were 185. A month earlier the turn- 
over was 253 and in November, 
1952, it was 155. 

Some 4,223 used cars were sold 
in November, compared with 5,021 
a month earlier and 3,474 in No- 
vember, 1952. Used-truck registra- 
tions for the month were 268, They 
were 370 in October and 240 in 
November, 1952.—(Bert Strang.) 

ad 
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Houston 
New-car sales in November in 
Houston totaled 3,270, compared 


with 3,604 in October. 

Chevrolet regained No. 1 position 
in sales after falling to second 
in the previous month, by selling 
914 units. Ford, with 862, fell back 
to second. 

Other makes ranked as fol- 
lows: Mercury, 263; Buick, 255; 
Plymouth, 227; Pontiac, 209; 
Dodge, 134; Oldsmobile, 90; 
Chrysler, 76; Cadillac, 53; DeSoto, 
46; Studebaker, 44; Nash, 25; 
Hudson, 17; Packard, 16; Kaiser, 
13; Lincoln, 8; Henry J, 4, and 
miscellaneous, 2. 

New-truck sales were 604, com- 
pared with 711 a month earlier. 





Ford remained in top spot in truck 
sales, with 249 units sold. Chevro- 
let sales totaled 206. They were 
followed by International, 52; 
Dodge, 31; White, 26; GMC, 12; 
Omnibus, 8; Studebaker, 6; Mack, 
4; Willys, 4; Autocar, 3, and Dia- 
mond T, Pontiac and Superior, one 
each.—(Ruby Fenoglio.) 


* * * 


Indianapolis 
New-car sales in Indianapolis in 


November, 1952. 

Total sales for the first 11 months 
were 28,023, compared with 20,278 
for the same period of 1952. 

Ford outsold Chevrolet for the 
month, 690 to 564, but Chevrolet 
still leads for the year, 6,613 to 
5,658. 

Other November sales were: 
Plymouth, 315; Buick, 207; Pontiac, 
183; Mercury, 162; Studebaker, 112; 


85; Chrysler, 61; Cadillac, 48; Nash, 
40; Packard, 35; Willys, 30; Lincoln, 








17; Hudson, 13; Kaiser, 6; Jaguar, 
3; Rolls-Royce, 2, and Mercedes 


| Benz, 1. 


Truck sales were 275, compared 


| with 274 in October and 265 in No- 


vember last year. 

Ford garnered nearly half of the 
truck market last month by selling 
135 units. Chevrolet, with 46, was 
second. The leaders were followed 
by International, 37; Divco, 20; 
Dodge, 17; White, 8; Willys, 5; 
Studebaker, 3; Reo, 2, and GMC 


and Mack, 1 each. 
aa 
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Clevelan 

Used-car sales in Cleveland held 
up along with a strong movement 
in trucks, but new-car turnover 

dropped for the last week of No- 
vember. 

According to Leonard Fuerst, 
clerk of courts, turnover of new 
cars went to 1,054, one of the low- 
est weekly turnovers in the year, 
holiday not withstanding. 

By comparison, used-car sales 
were 1,242, which, although a low 
week, considering a holiday peri- 
od, was nevertheless more than 
100 over the same period a year 
ago. 

New-car sales were 300 under the 
same week in 1952. 

Truck sales—112 for new and 89 
for used—were well above the same 
period in 1952, and the new-truck 
sales figure was above that for the 
full seven-day preceding week. — 
(Sanford Markey.) 

* * 


National Capital Area 

New-car sales in the national 
capital area in October totaled 
5,827. 

The area comprises the District 
of Columbia and five surrounding 
counties—two in Maryland and 
three in Virginia. 

Sales were as follows: Chevro- 
let, 1,417; Ford, 1,360; Plymouth, 
693; Pontiac, 389; Buick, 338; 
Mercury, 313; Dodge, 241; Olds- 
mobile, 220; Chrysler, 178; De- 
Soto, 135; Studebaker, 129; Pack- 





Purdom Chooses Circular Showroom— 


An eye-catching display of the .1954 Hudson models is offered by Purdom Motor 
Co., new Hudson dealership in Lexington, Ky., which built this unique circular show- 


room, with service facilities at the rear. Eimer R. Purdom is president. 


November totaled 2,755, compared | 
| with 2,478 in October and 2,109 in 
nd miscellaneous, 35.— (Robert | 


Dodge, 92; DeSoto, 89; Oldsmobile, | 





ard, 66; Nash, 64; Cadillac, 55; 
| Hudson, 55; Lincoln, 30; Willys, 
| 19; Kaiser, 14; MG, 13; Henry J, 
| 10; Austin, 8; Jaguar, 5, and mis- 
| cellaneous, 25. 
| Truck sales totaled 385, being di- 
vided as follows: Ford, 147; Chev- 
rolet, 142; GMC, 23; International, 
22; Dodge, 15; White, 10; Willys, 8; 
Diveo, 6; Mack, 6; Reo, 2; Stude- 
|baker, 2, and Brockway and Pon- 
| tiac, 1 each. 
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Amarillo, Tex. 


* 


as many units as its next two 
closest competitors combined. 

Sales by make were Ford, 18; 
Chevrolet, 9; Mercury, 9; Dodge, 7; 
| Pontiac, 7; Cadillac, 5; Plymouth, 
|3; DeSoto, 2; Nash, 2; Oldsmobile, 
2, and Studebaker, Buick, Chrysler 
and Lincoln, 1 each. 

+ a 
Milwaukee 

New-car sales in Milwaukee con- 
|tinue in high gear, according to 
|the Wisconsin Automotive Trades 
| Assn. 

Dealers moved 3,477 new cars 
in October, beating the Septem- 
ber mark by 1,069 and that of 
October, 1952, by 1,077. The gain 
in both categories was slightly 
better than 44 percent. 

Sales by makes were as follows: 
Chevrolet, 929; Ford, 828; Buick, 
330; Plymouth, 268; Pontiac, 204; 
Oldsmobile, 175; Mercury, 135; 
Dodge, 131; Nash, 120; DeSoto, 99; 
Studebaker, 82; Chrysler, 43; Hud- 
son, 39; Packard, 31; Cadillac, 29; 
Willys, 12; Kaiser, 11; Lincoln, 8, 
and miscellaneous, 3.— (John 
Hubel.) 


* 





* * 


Oo” 
Norfolk, Va. 

New-car sales in Norfolk totaled 
1,284 in October, with Ford leading 
Chevrolet, 323 to 280. Plymouth was 
mired in 11th place, with 16 sales 
for the month. 

Buick was No. 3 seller, with 83, 
and Pontiac was fourth, with 68, 
closely followed by Studebaker, 
with 60. 

Other sales by make were: Mer- 
cury, 59; Oldsmobile, 57; Dodge, 
41; Chrysler, 31; DeSoto, 21; Hud- 
son, 14; Cadillac, 13; Packard, 11; 
Willys, 9; Lincoln, 7; Kaiser, 5; 
Nash, 4, and miscellaneous, 32. 

Ford also led in truck sales for 
the month, with 60. Other sales 
were: Chevrolet, 41; Dodge, 8; In- 
ternational, 4; Mack, 4; GMC, 3; 
Studebaker, 3; White, 1, and mis- 
cellaneous, 76. Total truck sales 


were 200. 


+ * 


Manhattan, Kans. 


Both new and used-car sales 


* 
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New-car sales for the week ended | 
Nov. 28 totaled 68. Ford sold twice | 
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There are various | 
grades of burlap and, 
of course, variations 
within those grades. 
But there’s one sure 
way to get the quality 
of burlap you want for 
your automobile cush- 
ions—and the quality | 
you pay for: Rely on | 
Bemis.* 
You can always look 
to Bemis for the best 
in burlap! 

















*Producers and users 
alike accept Bemis’ 
grading of Indian bur- 
lap as the standard for 
the industry. 



































Bemis 


General Offices—St. Louis 2. Mo. + Sales Offices in Principal Cities 








slumped during November in Riley | 


County (Manhattan), Kans., com- 
pared with October sales, accord- 
ing to the County treasurer’s office. 

There were 104 new-car sales in 
November against 119 in October. 

Sales by make were: Ford, 27; 
Chevrolet, 20; Pontiac, 12; Plym- 
outh, 11; Buick, 7; Oldsmobile, 6; 
Studebaker, 5; Mercury, 4; Dodge, 
4; Chrysler, 2; Nash, 2; Cadillac, 
1; DeSoto, 1; Lincoln, 1, and 
Packard, 1. 

Used -car sales in November 
totaled 223, compared with 279 the 
previous month. 

New-truck sales were slightly 
higher. There were 13 new units 
sold—eight Fords and five Chevro- 
lets—compared with 11 in October. 

Used-truck sales slumped from 19 
in October to 14 in November.— 
(George M. Hunholz.) 

+ * : 


Sioux City, Ia. 

New-car sales in Sioux City for 
November totaled 220, an increase 
of 13 over-the same month of last 
year. 

Ford and Chevrolet were tied 
at 52 sales each. Other makes 
lined up this way: Plymouth, 21; 
Buick, 15; Pontiac, 15; Mercury, 
18; Dodge, 12; Studebaker, 9; 
Cadillac, 7; Nash, 6; DeSoto, 4; 
Oldsmobile, 4; Chrysler, 3; Hud- 
son, 3; Willys, 3, and Kaiser, 1. 

Truck sales for November totaled 
41, A year ago they were 42, Ford 
sales totaled 22; Dodge, 5; GMC, 5; 
International, 4; Chevrolet, 3, and 
White, 2. 






















Don’t Worry About 
Nuts In Hard-To-Get-At Places 


MIDLAND 
Welding Nuts 


THIS IS ALL YOU DO—Just insert collar of Mid- 
land Welding Nut in hole for bolt or screw, re- 













sistance weld the Nut in place, and the nut is there 
for the life of the job. Nuts can be automatically 
fed to the welder. No time wasted or trouble screw- 


ing-on nuts in hard-to-get-at places. Write for facts 





about these better connections at less cost. 







The MIDLAND STEEL PRODUCTS COMPANY 


6660 Mt. Elliott Ave. ¢ Detroit 11, Michigan 
Export Department: 38 Pearl &t., New York, N. Y. 
Manufacturers of 


AIR AND VACUUM AIR AND ELECTRO-PNEUMATIC 
POWER BRAKES DOOR CONTROLS 









AUTOMOBILE AND 
TRUCK FRAMES 
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New K-W Distributor in Midwest— 


Lawrence A. Miller (seated, left), president of Dyer Motors, Inc., St. Louis, signs a | 
Kaiser-Willys distributor franchise. The distributorship covers 51 counties in Missouri 
and 27 in Illinois. Seated with Miller is Myles P. Dyer, secretary-tretsurer. Standing 
are J. P. White (left), K-W regional sales representative, and Clayton L. Fraker, Dyer | 
Motors gencral manager. 





| opened two additional used-car lots, 
at 2757 Canal St. and at 696 Me- 
R. J. Young, of R. J. Young Mo-| +, i ie Rd. To attract visitors to the 


Young Opens Two Lots 























Coming Events= 


Dealer Conventions 


Jan. 9-13 — NADA convention, Miami 
Beach, Florida. 

May 10-11—Missouri Automobile Dealers’ 
Association Convention, Muehlebach 
Hotel, Kansas City, Missouri, 

Sept. 12-14—New York State Automobile 
Dealers’ Convention, Saranac Inn, Sar- 
anac, New York. 

ee: 


Dealer Auto Shows 


Jan. 15-24—Southern California Auto Show, 
Pan Pacific Auditorium, Los Angeles. 


Jan. 23-30 — Baltimore Automobile Show, 
Inc., Sth Regiment Armory, Baltimore, 


Md. 

Jan. 29-Feb. 7 — Portland Motor Show, 
Portland, Ore. 

Jan. 30- Feb. 7—Greater St. Louis Auto- 
motive Assn., Inc., Exposition Hall, Kiel 
Auditorium, St. Louis. 

Jan. 31-Feb. 6— Syracuse Auto Show, 
Syracuse War Memorial Bidg., Syracuse. 

Feb. 4-7 — Greater New York Autorama, 
Westchester County Center, White Plains, 


Ae & 

Feb. 6-13 — Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Feb. 6-13—Milwaukee Auto Show, Milwaw- 
kee Auditorium, Milwaukee. 

Feb. 9-13 — Elmira Auto Show, New York 
State Armory, Elmira, New York. 

Feb. 13-21—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 

Feb. 13-2i—Indianapolis Auto Show, Man- 








Feb. 17-21—4th Annual National Autorama, 
Connecticut State Armory, Hartford, 
Conn. 

Feb. 20-27 — Pittsburgh Auto Show, Hunt 
Armory, Pittsburgh. 

Feb. 20-28—4/st Detroit Auto Dealers Asso- 
ciation Auto Show, State Fair Grounds, 
Detroit. 

Feb. 20-28—Washington, D. C. Auto Show, 
D. C. National Guard Armory, Wash- 
ington, D. C. 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 13-20—Rochester Auto Show, State 
Armory; Rochester. 

March 13-2I—Chicago Auto Show, Inter- 
national Amphitheater. 

March 26-28—Lewiston Auto Show, Lewis- 
ton, Idaho. 

March 27 - 28 — Kansas Automobile Show, 
Hutchinson Sports Arena, Hutchinson, 
Kansas. 

April 3-7 — Canton City Auto Show, Can- 
ton Memorial Auditorium, Canton, 


Ohio. 
April 3-11 — Quad-City Autorama, Rock 
Island Armory, Rock Island, Illinois. 


April 17-25 — Seattle Auto Show, Seattle 
Civic Auditorium. 
April—Denver Auto Show, Denver Munici- 
pal Building, Denver. 
* * * 


1954 
Jan. 9-13—7th Annual NADA Shop Equip- 


Jan. 9-13— NADA Truck Equipment Ex- 
position, Miami Beach, Florida. (Held 
in connection with NADA convention.) 

Jan. 10-13—American Road Builders Assn. 
Annual Meeting, Chalfonte - Hadden 
Hall, Atlantic City, New Jersey. 

Jan. 11-13—Truck Trailer Mfgs. Assn. An- 
nual Convention, Boca Raton Hotel, 
Boca Raton, Fla. 

Jan. 11-15 — Society of Automotive Engi- 
neers (Annual Meeting and Engineering 
Display), Sheraton-Cadillac and Statler 
Hotels, Detroit. 

Jan. 23-31—Second Annual World Motor 
Sports Show, Madison Square Garden, 
New York City. 

Jan. 28-29—I5th Annual Meeting, National 
Council Private Motor Truck Owners, 
Inc. Conrad Hilton Hotel, Chicago, Ill. 

Feb. 8-ll—Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Chicago. 

March 2-4—Society of Automotive oe 
neers (National Passenger Car, Body, 
and Materials Meeting), Statler Hotel, 
Detroit. 

March 4-7— Pacific Automotive 
Seattle Civic Auditorium. 

April 5-7 — American Society of Lubrica- 
tion Engineers, Netherlands-Plaza Hotel, 
Cincinnati, Ohio. 

June 6-11 — Society of Automotive Engi- 
neers (Summer Meeting), Ambassador 
and Ritz-Cariton Hotels, Atlantic City, 


Show, 


August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 12-16—Society of Automotive Engi- 
neers (National. Tractor Meeting), 
Schroeder Hotel, Milwaukee. 





. Inc. (Dodge - Plymouth) 000 
ear Co, s y : new lots, $1, will be awarded to ufacturers Bldg., State Fair Grounds, ment Exposition, Portico Annex, Munici- Sept. 15-17— National Petroleum Assn 
1331 S. Broad St., New Orleans, has| visitors on Dec. 23. | Indianapolis. pal Auditorium, Miami Beach, Florida. (52nd Annual Meeting), Traymore Hotel, 
ae ey eae Hs ae 2 ; mre . Atlantic City, New Jersey. 


Week of Oct. 18 — Society of Automotive 
Engineers, National Transportation 





Meeting), Boston, Mass. 


Oct. 18-22—National Safety Council, Chi- 
cago, Illinois. 

Nov. 4-5— Society of Automotive Engi- 
neers (National Fuels and Lubricants 
Meeting), Mayo Hotel, Tulsa, Okla. 


22 Dealers’ Sons 
Among 50 Ford 


Sales Graduates 


DEARBORN.—L. W. Smead, gen- 
eral sales manager of the Ford 
division, awarded diplomas to 50 
young men—22 of 
whom are sons of 
Ford dealers — at 
graduation cere- 
monies for the 
40th class of the 
Ford merchandis- 
ing school. 

“Fundamental 
principles of busi- 
ness and selling, 
which have been 
taught here, are 
perhaps more im- 















L. W. Smead 
| portant today than ever before,” 


Smead said. ‘Competitive selling 
has returned to the automotive in- 
dustry, and every dealer should 
|}realize that courtesy and good 
| service are as essential to his suc- 
| cessful operation as is fair dealing. 
| “Public preference for Ford cars 
;and trucks has made 1953 an out- 
| standing sales year, and we confi- 
|dently look for continuing record 
| sales in 1954.” 

Included in the student group, 
more than half of whom were col- 
lege graduates, were three Ford 
dealers, Smead said. Courses given 
at Fair Lane, home of the late 
| Henry Ford, included instruction in 
|businéss management, new and 
used-car merchandising, truck mer- 
| chandising, parts and service sales, 
| and customer relations. 

John F. Heflin, manager of the 
|school, said the next class would 
| begin in January. 











Tried, and proved for over 
40 years, the performance 
of McQuay- Norris piston 
rings is assured...and they 
are specifically engineered 
to meet every requirement, 
no matter how exacting. 





25 Years With Ford— 

John F. Connors jr. (left), New York 
district sales manager for Ford Motor Co., 
receives a 25-year service pin from C. R. 
| Beacham, northeas’ regional sales man- 
ager. 
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oh F CMI MAC MULE 
au SAC Ce TAU 
longer trailers, 


bigger loads 
in any State! 


New Dodge 1%2- through 3%2-ton tractors — shortest 
in their field-—measure only 102” from bumper to rear 
of cab... let you pull bigger loads within 45-ft. limit! 

























With new shorter Dodge 11%-, 2-, 2%-, aut 
234-, 3-, 314-ton tractors you can actually iit 

; haul trailers up to 35 ft. in length, depend- 
ing on type and shape you use! 


FREE! New folder gives you valuable data 
on how you can haul longer trailers and 
thus boost profits. Write for your free copy 
today to Bedi. Dept. RO, Box 1239, 
Detroit 31, Michigan. 








re 


New maximum-efficiency V-8 engines featuring revolutionary 

| hemispherical combustion chamber—and time-tested 6’s, many 
with pores | pronenee bei 4 earn in - l4- and 4-ton models! 
Electric shift available with 2-speed axles. Power steering available 

NEW Dodge P ower in 4-ton models. All fuel tanks permanently installed at the factory 
comply fully with I.C.C. safety regulations. 


SEE YOUR FRIENDLY DODGE DEALER TODAY! 


DODGE Hm TRUCKS | 











Dealer's Own Economy Run— 


A sealed gas-tank key is handed to Robert M. Gardner as he starts out on a “baby 
Mobilgas run" from Cambridge, Mass., to Chicago and back. The car was furnished 


Dealer 


Doernte Motor Co. (Pontiac), 
Pittsburgh, in the auto business 
since 1927, has moved from Irwin, 
Pa., to a new 130-by-70-foot build- 





ing on US-30 on the edge of Pitts- | 


burgh. 


* * * 


Kenn Sponsors Broadcast 


Kenn Buick, Pittsburgh, is a 
member of the “Irish Football Net- 
work,” sponsoring broadcasting of 
the complete schedule of the Notre 
Dame football team over Radio 
Station WWSW. 


+ * * 


Stark Buys Holt Motors 


H. O. Holt Motors (Ford), Or- 
land, Calif., has been purchased by 
R. M. Stark, formerly sales man- 
ager for Ellsworth - Harrold Co., 
Sacramento, Calif. He will operate 
the firm under the name Stark 
Motors. 

+. * 

McKinney-Lindsay Builds 


Construction has been started on 


by John DeVincent (right), Cambridge Ford dealer. Gas consumption for the whole|q $125,000 building for McKinney- 


trip was 22.34 miles per gallon. 


Prec mereagneenaernrn nemo 
Wigk ? 4 
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GULISTAN CARPETS color page 


‘Lindsay Motors (Ford), at the 
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furniture and appliances. 


DAYSTROM FURNITURE color page 
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corner of Main and Houston, Kerr- 
ville, Tex. Owners of the firm are 
George McKinney and Ben Lind- 
say. 





* * * 


New Building for Bagler 

Bagler Ford Sales & Service has 
opened a new building at 434 N. 
State St., Girard, O. 


O'Neal Sells Deal 
In N. Little Rock 


To Eisenmann 


Dutch O’Neal, North Little Rock, 
Ark., former auto salesman who 
parlayed a used-car lot into a for- 
tune, has sold his DeSoto-Plymouth 
dealership to Louis Eisenmann, 

Eisenmann is president of Louis- 
Welling Motors (Nash), Little Rock, 
whose franchise will expire at year’s 
end. No replacement has been 
named by Nash. 

Eisenmann will operate the 


| 
| 
| 





We are advertised by... 


our advertisers ...These five advertisements from 
the November issue indicate the market that enterprising 
national advertisers have found among subscribers to 
SUCCESSFUL FarMING... Nine out of ten SF families are 
on farms—with an annual average cash income 
of around $10,000...a huge bloc of buying power! 


After twelve years of good prices and good profits, SF 
families are living better, and can afford new comforts and 
conveniences. The remodeling of farm homes on an 
impressive scale, and the high rate of new home building, 
afford an enormous new market for house furnishings, 


SUCCESSFUL FARMING offers not only a major class market 
... but balances national advertising schedules, supplies 
strength where general media coverage is weak. 


Ask any SF office for the facts! 


MEREDITH PUBLISHING CoMPANY, Des Moines... 
New York, Chicago, Cleveland, Detroit, 
San Francisco, Atlanta, Los Angeles. 





North Little Rock firm as Louis- 
Welling Motors, Inc. 

O’Neal has been a leading figure 
in the auto field in the midsouth 
since he established his first used- 
car lot in Little Rock in 1941. He 
previously had been a salesman for 
Union Motor Co. (Ford), North 
Little Rock, and eventually became 
a one-third owner and manager of 
that firm. 

Within 10 years he built a chain 
of used-car lots and new-car deal- 
erships for which he claimed an 
annual sales volume of $12 million. 
O’Neal’s first used-car lot was 
opened at Fourth and Broadway, 
Little Rock, in 1941, and he ob- 
tained the DeSoto-Plymouth fran- 
chise in North Little Rock in 1945. 

Meanwhile, he had established 
used-car lots at several other Little 
Rock and North Little Rock loca- 
tions and handled at least 90 per- 
cent of all appraisals, trades and 
sales personally until 1949. He also 
acquired a DeSoto-Plymouth deal 
in New Orleans and two used-car 
lots in Baton Rouge, La., and he 
will continue to operate both enter- 
prises. 

O’Neal, who lives on a 1,000-acre 
Hereford ranch five miles east of 
North Little Rock, will continue to 
operate his cotton plantation and 
to produce registered beef cattle 
there. He also will operate his one- 
remaining used-car lot, Big Three 
Motors, Inc., North Little Rock. 

> 7 * 


Murphy Buick Adds Lot 
Murphy Buick Co., recently es- 
tablished in Oakland, Calif., has 
opened a used-car lot at 315 
Twelfth St. it is announced by 
Gerald Murphy, owner. 
* + * 


Hudson Deal for Pair 


Gene Hawkins and Paul Ashburn 
have established a Hudson dealer- 
ship in North Miami, Fla., the first 
in that community. The firm, Dixie 
Hudson, Inc., is located at 12700 
W. Dixie Highway. 


Bear Wanted 
Reward for Intruder Posted 


By Idaho Dealer 


E. J. (Bear) Wills, a Nash dealer 
|in Twin Falls, Id., has turned an 
|unimportant news story into an 
| interesting promotional device. 

| Prompted by a newspaper story 
|that a bear had been seen in the 
|Twin Falls area, Wills placed an 
| ad in the paper, offering $50 to the 
| person capturing the bear. 

Wills acquired the nickname 
|““Bear” when he became lost in a 
| forest and discovered that he had 
|spent the night sleeping in a cave 
| inhabited by bears, 

| The one-column, 10-inch adver- 
|tisement said, “It may be one of 
|the* bears that slept with E. J. 
| several years ago when he was lost 
|in the Selway Forest. If so, he’s 
| gentle, so don’t be afraid.” 

Then the ad continued, “E. J. 
would appreciate it and Bob and 
Hank (Wills) readily concur (not 
required) that the winner use the 
$50 toward the purchase of one of 
their select used cars.” 

* * = 
| City Chevrolet Appoints 2 

City Chevrolet Co. of San Diego, 
Calif.. has promoted Edward P. 
Scott to general manager and ap- 
pointed H. Conrad Peck to the 
newly created position of sales 
promotion and advertising man- 
ager. Roy J. Miller is president. 

« o a 


Blackwood, Ex-Dodge Aide, 
Opens Florida Dealership 

E. W. Blackwood has pur- 
chased Conley Motors, Inc. a 
Dodge dealership at 225 King St., 
Cocoa, Fla. Name of the new 
dealership is Blackwood Motors. 

Blackwood has been in the 
automotive field for the past 30 
years, serving for the last eight 
years as Dodge regional truck 
manager in New York. 

+t = a 


Ashley Rounds 25th Year 


Don Ashley, Chevrolet dealer in 
Baltimore, has celebrated his 25th 
anniversary in business. 

* ” cg 





Imported Motors Sold 
Ownership of Denver Imported 
Motors, 2610 W. Alameda, Denver, 
has been transferred to Charles W. 
Fifield, who becomes president of 
the firm, and Temple Buell jr., who 

(Continued on Page 23, Col. 1) 
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(Continued from Page 22) 


becomes executive vice - president. 
Richard C. White, Greenwich, 
Conn., and Kurt F. Kircher, Den- 
ver, were the former owners. 
Kircher will continue with the firm 
in charge of the technical depart- 
ment. Robert Alkire will be sales 
manager. 
* * * 


Hildreth Takes Ford 


James C. Hildreth, who has been 
active in San Francisco area auto- 
motive circles, has acquired the 
Ford dealership in Martinez, Calif. 


* * x 


DeSoto Group Enrolls 2 


Mozart Motor Co., Los Altos, 
Calif. and Wager Motors, Reno, 
have been elected to membership 
in the DeSoto Dealers Assn. of 
Northern California, according to 
Allan R. Crockett, Fresno, as- 
sociation president. 

7 * * 


Haller’s Reviews 
Its 47 Years 
And 14 Makes 


Haller’s Mt. Lebanon Garage Co. 
(Ford), 611 Washington Rd., Mt. 
Lebanon, Pa., is celebrating its 47th 
anniversary and reviewing its sales 
of 14 different makes. 

In the past 46 years Haller’s has 
been the dealership for Cole, Oak- 
land, Stephens, Starr, Durant, Flint, 
Reo, Cadillac, LaSalle, DeSoto, 
Plymouth, Ford, Mercury and Lin- 
coln, 

During one period, starting in 
1927, the company handled Reo 
cars and trucks, Cadillacs, La- 
Salles, DeSotos and Plymouths. 

These franchises were all relin- 
quished in 1934, and Haller’s be- 
came the Ford representative, later 
adding Lincoln and Mercury. The 
latter lines were discontinued in 
the early °40s when_ separate 
dealerships were established for 
them. 

Employing 110 persons, Haller’s 
now consists of a three-story build- 
ing, a 200-foot used-car lot, an out- 
side body shop, a truck shop, a 
warehouse, and other parcels of 
vacant property nearby. 

Present officers are Fred E. 
Haller, manager and _ treasurer; 
John 8. Haller, vice-president; H. 
Joseph Mansmann, secretary; H. 
W. Breitweiser, sales manager; S. 
J. Kiefer, parts manager; LeRoy 
Burr used- car manager, and 
Michael Speer, new-car service 
manager. 2 ag 


Gearhart Opens Deal 
L. L. Gearhart has opened a Pon- 
tiac dealership in Redlands, Calif., 
under the name Gearhart Pontiac 
Co. He is assisted by his son, Dick. 


* * * 
Lester Chevrolet Buys 


Lot for Expansion 
Lester Chevrolet Co., Inc., Wells- 
ville, N. Y., has bought a 270-by- 
249-foot lot on S. Main St., accord- 
ing to Pat S, Lester, president. 
The property is now occupied by 
Wellesville Lincoln-Mercury Sales, 


Inc., which did not use its option 
to buy the lot. Extensive moderni- 
zation and expansion of the prop- 
erty is planned, 


* * * 


Mid-City Mechanics Cited 

Chrysler Corp. has awarded 
bronze plaques to six mechanics of 
Mid-City Sales Co. (Chrysler-Plym- 
outh), 509 E. Twenty-fifth St., Bal- 
timore. Cited for completing a 


five-year course in advanced auto} 
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mechanics were Bruce T. Stixx, 
Harry Lynn, Howard Fink, Rocco 
Rinaldo, Bernard Wheeler and Ed- 
ward Gohr. 


* * * 


|Marshall Fetes Purchasers 


After Winning Sales Contest 
Marshall Motor Co., Salina, 
Kans., has staged a coffee and 
doughnut party for its customers. 
The firm wished to show its ap- 
preciation to its customers for 


having purchased Chrysler cars. | 


The firm won a 10-week sales 
contest, and for Lee Marshall, 
head of the company, a trip to 
Bermuda, 


The firm sold 166.6 percent of 


its quota during September and 
October, according to Don 
McPhail, sales manager. 

+ + * 


Teters Drops Hudson Deal 


Teters Motor Co. (Hudson), Spo- 
kane, is liquidating its new-car 


shop manager. Harry B, Russell is 
head of the firm. 


x * * 


Holsobaker Heads C of C 


Hal Holsobaker, Greenville (Tex.) 
dealer, has been elected president 
of the city’s Chamber of Com- 


business, according to J. C, Teters, | merce, 


manager. Shop equipment has been | 


sold. Teters plans to remain in the | 
same location as a used-car oper- | 


ator. 
* * * 


Russell Expands Shop 


Russell Motor Co., Inc., Junction 
City, Kans., has constructed an ex- | 


* * * 


Harris Plans Building 


Harris Motor Co., Crawfordville, 
|Ga., has completed plans for a 
| 70- -by-250- foot storage building. 


* * * 


Gildersleeve Moves 





|tension to ‘the building at 237 W. | 
occupied by its body | baker), 


Seventh St., 








For Standout 
Identification 


land paint shop. Glenn Paxton is | moved to Johnson City, Tenn, 


Here’s the way to call attention 
to your.showroom and make it a 
standout along automobile row— 
use signs made of PLEXIGLAS 
acrylic plastic. 


Note how effectively these trans- 
lucent signs, lighted from behind, 
identify the names of cars and 
dealers. They have excellent, 
broad-stroke legibility; powerful 
impact without glare; colorful 
appearance without confusion. 
And they look just as well 
in daytime. 


In addition, they are durable— 
because P iexicias is highly 
resistant to weather, breakage, 
and discoloration. Design possi- 
bilities are unlimited, from three- 
dimensional letters to luminous 
backgrounds and large reproduc- 
tions of familiar trademarks. 


PLEXIGLAS will give your signs full 
a sales power, day and night. We will 
be glad to send you our illustrated 
brochure, “PLExicLas—the Out- 


door Plastic—for Signs’’, and the 
names of qualified producers of 
such signs in your vicinity. 


Gildersleeve Motor Co. 
Elizabethton, 


' PLEXIGLAS is a trademark, . U.S. Pat. Off. and other principal 
| countries in the Western Monies. 


Canadian Distributor: Crystal Glass & Plastics, Ltd., 130 Queen’s Quay 
at Jarvis Street, Toronto, Ontario, Canada. 


ROHM € HAAS 
COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreign countries 





Spokane K-W Franchise— 


Charles H. Sandifur (left), ceneral man- 
ager of Sandifur Motors, Inc., Spokane, 
signs his franchise for Kaiser-Willys dis- 
tribution in 21 counties of eastern Wash- 
ington and northern Idaho. Standing is 
C. Paul Sandifur, president. R. M. Hoen, 
K-W sales representative, is at right. 


+ 
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woods, Henry Campbell, manag- 
ing editor of the Milwaukee Jour- 
nal, sent me out to cover the 
annual junket of the Milwaukee 
Merchants and Manufacturers 
Assn. 

The first town we stopped at was 
Plymouth, Wis., where we were met 
by a reception committee headed by 
a big jovial German “burgomeister.” 


Jordan When I was introduced he asked, 






FRIENDLY hand-written letter 

on the stationery of Murphy 
Oldsmobile Co., Newark, N. J., and 
signed Bill Buchanan, sparked this 
idea. (I like that kind .. . they are 
always so sincere.) 

Bill, who says he always reads 
this column, enclosed a clipping of 
a headline telling how the Arabs 
tried to wreck the Jordan Agency 
in the Holy Land. He suggests that 
We run an ad saying, “Jordan re- 


“Vat vass der name, p-l-l-s-s-s?” 

“Jordan,” said I, “the river was 
named after my father.” 

The big boy watched me covertly 
while he was shaking hands with 
the other guests. Then he came 
back chuckling, “Dot’s funny, boy. 
Vat vas your vatter’s business?” 

“He was a river pig, on the Jor- 
dan River, rafting the Cedars of 
Lebanon down to the Red Sea.” 

“Ha! Ha! Ha! ... Boy, le’s you 
an’ me go over and have a big 


schooner ’a beer.” 
” a * 


fuses to accept orders without] All About Bicycles 


trades ... etc... etc.” 

Listen, Bill, when I was a fresh- 
man at the University of Wiscon- 
sin in 1902, working my way 
through as a newspaper corre- 
spondent, fresh from the lumber 


BRB you were talking about the 
men in the automobile industry 
who used to be in the bicycle busi- 
ness, and since I once mentioned 
how Thomas B, Jeffery originated 
the G & J tire, you’d like to hear 
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Used-Car Dealer's Dreamboat— 


After spending nine months building this vehicle, the Downing brothers, Jim and 
Tom, of Atlanta, decided to leave car building to the car builders. Variously called 
the Aztec Jet and the Pride of Peachtree, the car is 233 inches long, 37 inches high 
and cost $6,000, not counting labor, which the Downings don't like to think about. 
A wrecked Oldsmobile 98 provided the foundation. Jim Downing is honorary president 
of the National Used Car Dealers Assn. 


more about what automobile men’ bicycle riders literally “walked sit- 
learned from the bicycle business. | ting down.” 

Bill, long before you and I knew| There were no pedals on the orig- 
anything about the business of in-|inal bicycles, and the rider made 
dividual transportation, the pioneer , the machine go by pushing his feet 


Why not double your gasoline volume? 





Large market area 


We all know that the bigger a dealer’s market, 


the greater his potential. Our dealer policy 
guards against overlapping. Sun dealers com- 
pete with other brands, not with each other. 


One grade—one price 


Our continuing emphasis on “high-test at 
regular gas price” has led to a customer 
loyalty that other gasolines cannot match. 
Once a motorist switches to Blue Sunoco, 


he stays switched. 


Strong sales support 


The company backs up the Sunoco dealer 
with millions of dollars worth of merchan- 
dising and advertising. Market experts keep 
him way ahead of competition. 


SUN OIL COMPANY 


Sunoco dealers sell 
more gallons by ¢to| 






YOU BELONG IN THIS PICTURE 





PROOF! 















“Sold three brands of gaso- 
line. Then the first year 
after changing to Blue Sun- 
oco ... increase of about 
300%,” says Theodore H. 
Benoit of Coventry, R. I. 


“I doubled my former gal- 
lonage when I switched to 
selling Blue Sunoco. And 
new customers keep com- 
ing in,” says L. H. Bowing 
of Richmond, Indiana. 

















PROOF! 





incl 










Why not put yourself in this 
picture? There’s money in 
it. Contact the local office 
of Sun Oil Company or 
write to Philadelphia 3, Pa. 


“Within less than a year I 
doubled my former gallon- 
age when I switched to 
Sunoco,” says Louis L. Ja- 
neski of Alpena, Mich. 









against the ground. The longer and 
more rapid his “steps,” the faster 
he went. 

Two million bicycles were pro- 
duced in the United States in 1950 
and 18 million are in use today, 
yet 100 years elapsed before the 
bicycle evolved from the early 
ones, which couldn’t even be 
steered, to the models now used. 
Ball bearings, the differential 
unit, free wheeling and gear shift- 
ing devices were developed for 
the bicycle before 1890, and later 
adopted by the motorcar engi- 
neers. Some day, Fill write the 
story of the tires. 

The first bicycle was built by a 
Frenchman in the latter part of the 
18th century. Although it had to be 

|“walked,” it was called the “celeri- 
fere” from a French word, mean- 
ing “speedy.” In 1816, another 
Frenchman improved it by mount- 
ing the front wheel in a fork, which 
could be swiveled in the direction 
the rider wanted to go. 


A few years later the English ad- 
vanced the rider’s comfort by pro- 
viding an adjustable saddle and a 
cushioned rest for the forearms. 
This improved version was known 
as the “Dandy Horse.” 


Then a Parisian inventor (in 
1860) fitted pedals to the front 
wheel. Known as the “boneshaker,” 
it was heavy and hard to handle— 
requiring an awkward thrust on the 
pedals because the driver sat so 
far behind them. 

7 w € 


The Cycling Era 


MERICANS were introduced to 

the high-front-wheel bicycle 
when its English producers ex- 
hibited it at the Centennial Exposi- 
tion at Philadelphia in 1876. It be- 
came popular almost over night. 
|The rider pushed downward on the 
pedals instead of pushing forward 
as with the “boneshaker.” 


| In 1878 Col. Albert A. Pope, 

| Boston, became the first Amer- 
ican manufacturer of bicycles. 
Boston soon became the cycling 
capital of the country. By the 
turn of the century, improvements 
had continued until we had such 
features as the chain drive, 
coaster brake, spring cushion and 
pneumatic tires. 


Bicycling reached its peak of pop- 
ularity at the end ef the century. 
About one quarter of a million were 
|built in 1889, while more than a 
million were built in 1899. The 
champion racers were the heroes 
|of the day. In 1899 Charlie Murphy 
pedaled 60 miles an hour on a 
| board track, between railroad rails, 
keeping up with an express train. 
He was known as “Mile-a-Minute 
Murphy.” 





|Honeymoons in Those Days 


P S. AND yet, Bill, nothing has 
* been said about romance—an 
outdoor activity from which I 
| gracefully retired long ago, holding 
the diamond-studded championship 
belt. (You are too young to have 
even heard rumors. Well, I like to 
talk to myself about it, anyway.) 


What a boon to romance in the 
Gay Nineties ... Ah-h-h that “bi- 
cycle built for two.” Does Mr. 
Murphy know he’s selling that 
“Merry Oldsmobile” which was 
lubricated by the wine of my 

| youth? 

Imagine a honeymoon trip 
through Europe in 1896 on a 
swanky Columbia bicycle which 
“set a guy back” 125 bucks .. . 
when the dollar was worth 100 
cents. 

Oh!, James! Gimme a stiff ginger 
ale. Old age? Tuh Hell with it. 


San Antonio Gets 
*55 Jobber Show 


DALLAS. — Directors of Seuth- 
west Automotive Show, Inc., have 
voted to return the show in 1955 to 
San Antonio. Elmer T. Miller. 
Straus-Frank Co., San Antonio, was 
elected show president. 

Appointed to the 1955 show com- 
mittee were Herbert Whitis jr. 
WW Auto Parts Co., San Antonio: 
J. T. Davis, Motor Parts Co., Cor- 
pus Christi, Tex.; William J. Ed- 
wards, B. B. Burk Co., San Antonio: 
Coy Kerr, Raybestos division, San 
Antonio, and Ben Reininger, Motor 
Parts & Machine Co., San Antonio. 


| 





| The back pages of every issue of AUTO- 

MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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By Bob Sheldon 
Associate Editor 

DETROIT. — The customer looks 
over the display of new models, 
picks one out, uses it for a fraction 
of its functional life and then re- 
turns to trade it in on another 
new model. 

The dealer grants an overal- 
lowance to make the sale and 
now has a used unit on his hands 
that he must dispose of. Mean- 
time, he frets about “razzle 
dazzle” advertising in the trade, 
and maybe about the discounts 
being offered by competitors, 

Sound like the new-car business? 

It isn’t. The man behind the 
counter is a camera dealer—per- 
haps the only retailer whose day- 
to-day sales problems so closely 
match those of the auto dealer. 

Despite the striking similarities 
in the two lines of business, there 
also are some important differ- 
ences, 

For instance, credit deals are 
made only infrequently by Jim 
Aboud, genial proprietor of Guild 
Camera Shop on Detroit’s east side. 
But when the market goes to pot, 
Jim has no dealer association to 
which he can turn for advice and 
a solution to mutual problems. 


Factory “pressure” in the cam- 
era business is virtually nil, says 
Aboud, who holds a number of 
franchises for both imported and 
domestic makes. A camera manu- 
facturer may require that a rep- 
resentative assortment of his 
models be displayed, and he may 
cancel a franchise if the dealer 
fails to move at least a few units 
during the year. 

But Aboud says he is not pressed 
to accept any merchandise which 
he doesn’t actually order. Some 
makers even will send. him “leads” 


for potential sales in the form of | 


names of persons who have written 
to the factory or distributor after 
reading national ads. 


Tradeins, a mainstay of the new- 
ear business, also are a vital factor 
to the camera dealer—more so than 


Auto Shipments 


Slip in Canada 
For 2nd Month 


OTTAWA. — The Canadian 
Government has announced that 
factory shipments of Canadian- 
made vehicles declined in Septem- 
ber from a year ago for the second 
straight month, but _ substantial 
gains in the earlier months raised 
shipments for the first nine 
months above the same period last 
year. 

September’s shipments amounted 
to 35,021 units, compared with 41,- 
065 last year and 22,640 in the pre- 
ceding month. Cumulative ship- 
ments for nine months amounted 
to 390,050 units, compared with 329,- 
829. 

Shipments of beth passenger and 
commercial vehicles were lower in 
September than last year, although 
commercial vehicles declined most. 
Car shipments were slightly lower 
at 27,300 units compared with 27,- 
622. Nine-month shipments rose to 
289,207 units from 215,434. Com- 
mercial vehicle shipments dropped 


to 7,721 units in the month from | 


13,443, and nine-month shipments 
were off to 100,843 from 114,395. 


Cars shipped for the domestic 
market tapered off in September to 
23,611 from 24,957, but those for ex- 
port climbed to 3,689 from 2,665. In 
the nine-month period, the number 
for use in Canada was up to 258,- 
883 units from 186,180 and export 
vehicles increased to 30,325 from 
29,254. 

September’s shipments of com- 
mercial vehicles for the Canadian 
market dropped sharply to 5,532 
units from 11,277, but export vehi- 
cles were slightly higher at 2,189, 
compared with 2,166. In the nine- 
month period, trucks and buses 
shipped for use in Canada declined 
to 84,812 from 86,204, and export 
vehicles dropped to 16,031 from 
28,191. 


The AUTOMOTIVE NEWS ALMANAC is 


a year-long friend. Use it often for statis- | 
tics, buyer information and personnel data. 


Auto Dealer’s Twin 


Here’s a Retailer Whose Sales Woes Parallel 
Those of New-Car Business 


in the case of household appliances, 
where a buyer normally does not 
trade in an article, say a refrigera- 
tor, until it conks out for good. 


Aboud sells at retail all the used 
cameras he takes in, reserving a 
prominent showcase for their dis- 
play. He may refuse to accept an 
antiquated or unpopular model in 
trade, but will offer to take it on 
consignment. He has no wholesale 
outlet for used goods. 

Like the new-car dealer, Aboud 
sometimes complains about unfair 
competition from nonfranchised 
dealers. 

Today, many of the so-called 
“discount houses” that have mush- 
roomed in recent years handle 
camera equipment as well as ap- 
pliances and jewelry. Those unable 
to obtain franchises for any par- 
ticular line of merchandise will buy 
what they need from franchised 
dealers at a small markup, it is 
whispered. 

Some discount houses offer cam- 
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eras, projectors and accessories at 
up to 25 percent off the list price. 
Aboud’s defense against this is to | 
give service and photographic ad- | 
vice to his customers that they| 
can’t hope to get in quick, over- | 
the-counter transactions. As a, 
franchised dealer, he also can pro- 
vide a factory warranty with every 
| camera he sells. 
| “Razzle dazzle” ads are a thorn 
| in the side of the camera dealer, 
| says Aboud, Loss-leader items are | 
| offered, and combinations of | 
name cameras and discontinued | 
| accessories are advertised at | 
what seems to be a bargain price. 

Some camera makers try to cir- | 
|}cumvent the discount problem by | 
|requiring dealers to sign a fair- 
trade contract. When a certain 
}model is discontinued, however, 
| fair-trade provisions are waived in 
order to facilitate cleanup of a 
dealer’s stock. Many dealers take 
| advantage of this to advertise well- 
known products at eye-popping 
prices. 

Aboud sells a high-priced product 
and must maintain a high-priced 
inventory. But he owns his stock 
| outright; there’s no floor-planning 
for him. 
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Somerville Plant's Millionth Ford— 


C. Ryder (left), service manager of Harr Motor Co., Worcester, Mass., takes delivery 
of the millionth Ford assembled at the Somerville (Mass.) plant. With him is Robert 
F. Leonard, Boston district sales manager. Ryder ordered the unit specifically almost a _ 
year ago. 
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| Wary Attitude Cuts Financing.. . 
Haske Mo. Lenders, Buyers 
\Hold Tight to Purse 


JEFFERSON CITY, Mo.—A| prices, reduced overtime employ- 
slowing of credit demand in Kan- | ment and that many industries 
| |sas City, St. Louis, Springfield and| re battling for sales. 
|other Missouri cities indicates, ac-| Reports from 50 eg hl 
|cording to financial experts, that | banks to the Federal Reserve Bank 
the consumer may be curtailing his|im Kansas City indicate a steady 
| own credit. Outstanding consumer | pe an on tn Sen oe oe 
Announcing the Nash Rambler— |financing are” for the first | alt au ath Sankt ‘Cancber. 
Bank reports show consumer Collections generally over the 
nouncing the Farina-styled Nash Rambler four-door sedan, according to J. B. Huntress, | credit is decreasing, indicating | state are considered either good or 
advertising manager. the impact of lower agricultural ladequate by credit men, and de- 


This poster is now going up on more than 5,000 boards across the country, an- 


GREY IRON CASTING 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 1866 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 


partment store 30-day accounts are 
being paid in a satisfactory man- 
ner. 

Spotting where the buyer refuses 
to sign is easy—buyers are cold to 
new and used cars, installment 
home repairs and appliances. 

Not all of the tightening-up proc- 
ess can be laid to the consumer, 
however. Loan officials in most 
banks report they have gradually 
tightened up and marginal risks 
are carefully checked. 

Most credit managers in all 
lines of businesses, particularly 
finance company and auto credit 
checkers, also admitted watching 
carefully to avoid acquiring any 
doubtful paper. 

One sign that buyers are not go- 
ing overboard for new chrome was 
the report of a dealer near a site 
where defense activity in construc- 
tion is going forward at a wartime 
pace. 

“None of these workers is much 
interested in new cars,” he said. 
“They have late models, they don’t 
know how long their jobs are going 
to last, and they hang on to their 
money. Deals are to be made with 
those who have need for a new car 
or even a truck, but the fantastic 

| deals are gone forever.” 


‘Inventor of AD-X2 
Blasts Report of 
Investigating Unit 


WASHINGTON.—Jess M. Ritchie, 
| California businessman and inven- 
|tor, last week opened another 
|round in his five-year battle with 
the Bureau of Standards by pre- 
senting Secretary of Commerce 
| Sinclair Weeks with what Ritchie 
|calls a “point-by-point” refutation 
|of the adverse report on battery 
|additive AD-X2 released recently 
|by a special committee of the 
| National Academy of Sciences. 

In his reply, Ritchie charged that 
| the committee, headed by Dr. Zay 
| Jeffries, retired vice-president of 
| General Electric Co., ignored the 
| secretary’s directive to make an 
| objective appraisal of the bureau’s 
| work on battery additives, includ- 
jing an order that the study was 
“to include tests, both in laboratory 
}and field.” 
| The academy’s report itself, 
| Ritchie declared, shows conclusive- 
|ly that the committee “gravely 
| violated its responsibility” by not 
|making tests of any kind, and by 
| replying solely on evaluation of 
Bureau of Standards tests. 
| By “whitewashing” the bureau, 
| Ritchie said, the Jeffries commit- 
| tee contradicts its own report, 
| which states the bureau’s test prior 
|to 1952 “appear to be meager.” 
Ritchie wrote, “If we were 
| phonies and frauds, we would have 
|scooped up our profits and disap- 
peared into the night. Instead, for 
5% years, we have thrown every- 
| thing back into the fight.” 


Plastic Packard 
To Make Bow 


NEW YORK.—The unveiling of 
Packard’s first plastic sports car 
will be a highlight of the second 
annual World Motor Sports Show 
Jan. 23-31 at Madison Square 
Garden, according to Fred Pittera, 
managing director. 

Another feature of this year’s 
show will be the introduction of 
a “mystery sports car.” Designed 
by Ghia, of Italy, the car will be 
produced in the United States to 
sell for $2,500, it is said. 

Among the 100 new inventions 
for automobiles will be a device 
to cut down drunken driving. In- 
vented by Alfons Siedenhans, of 
Munich, Germany, the device, a 
meter attached to the car’s dash- 
board, will not allow the motorist 
to start his automobile if he is 
intoxicated. If he has been drinking 
only lightly, the gadget allows him 
to proceed at not more than 35 
miles per hour. 

Also to be shown is a Russian 
Pobeda. This car, according to 
Pittera, was smuggled from behind 
the iron curtain and is the only 
Russian-built automobile in the 
U. S. It is said to be the only Rus- 
sian car not copied from other 
makes. 

Besides the United States, other 
countries represented in the show 
are the Netherlands, Germany, 
France, Spain, Czechoslovakia, 
Italy and Great Britain. 
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missions; the week before $19. 
You can’t live on that,”. he de- 
clared. 
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business,” he says, “is the repeat 
customers. 

“There’s only one way to get ’em: 
Treat ’em right, treat ‘em honest, 
don’t ever forget ’em.” 

McKenzie, who has been at his 
present stand for three years, esti- 
mates he has built up his repeats 
| there to 25 percent of his total. 


* * * 


Credit Another Problem 





In the Storm Cellar 

“Crazy” ads, which have been 
blamed for confusing customers 
and demoralizing the market, have 
scared one Detroit dealer out of 
advertising. 

“We had been planning to do 
some limited advertising offering 


With the Staff... 
ALONG DETROIT'S AUTO ROW 


suburb of Ferndale. | McKenzie says, “I put in 70 hours 
McKenzie’s personal record backs | a week. Work. Plain, hard work. 


Here’s the Key... 


Many more new-car sales could 





up his claim. 


be salvaged, the sales manager for 
a Detroit dealership believes, with 
a return to the demonstration ride. 

“Man buys a $20 pair of shoes, 
he tries them on,” says the dem- 
onstration-ride booster. “He 
wouldn’t think of taking home a 
ready-made suit that costs $65 
without trying it on. 

“But most salesmen and a lot of 


In the eight months of 1953 
that he has worked, McKenzie 
has wrapped up 173 deals for 
himself. Working 10 months in 
1952, he sold 158—“all the cars I 
could get my hands on,” he says. 
In 1951, he sold 187 units, and in 
eight months of selling in 1949, 
he moved 200. 


“I put in my own money. I have 
a dozen bird dogs and I pay them 
good. I’ve got them in filling 
stations, auto plants, in tool and 
die shops.” 

Before the war, when the average 
salesman in the Detroit area re- 
putedly sold 50 cars a year, Mc- 
Kenzie consistently topped the 100 
mark. 


Another salesman blames the 
drop in used-car sales on credit 
curbs. 

“This credit business is getting 
tougher every day,” he said. One 
day you can’t put through any 
deal. The next day you can put 
through the same deal without 
any trouble. 


special deals for our cleanup,” 
says Thomas Geraish, sales man- 
ager for Buchanan Highland 
Chevrolet Co., “but we pulled out 
when the crazy stuff came on.” 
Geraish says his firm felt any ad- 
vertising it might do, featuring spe- 
cial deals, would be misinterpreted 
by buyers conditioned by recent 


“The real gravy in _ this “Last week I made $20 on com- | “gimmick” ads and give away prices. 


“You don’t just get that way,” 
dealers apparently think the same 
guy will buy a $3,000 car without 
‘trying it on’.” 

A salesman’s strongest weapon, 
he feels, is the ride around the 
block. 


* * * 


Word Wisdom 

The sales psychology of a De- 
troit new-car sales manager is 
based largely on word values. 

“The word “sell” is on his black- 
list. 

“I train all my salesmen to 
think in terms of ‘buy’,” he said. 
“I want them to get the customer 
to ‘buy’ a car, not to ‘sell’ it to 
him.” 

He also places strong emphasis 
on the value of the words “serv- 
ice,” “attention” and “confidence.” 

of of * 


No Place for Tyros 


George Reid, sales manager for 
Clark Auto Sales, Inc. (Pontiac), 
puts his faith in the veteran sales- 
man. 


New men, he believes, lack ex- 
perience in handling the public and 
often drive away more customers 
than they wrap up. 

“Salesmen too often get a neg- 
ative attitude,” he says. “An ex- 
perienced man is less likely to 
misjudge a prospect. 

“The main thing is to instill con- 
fidence in the customer. If he is 
confident that he'll get service, if 
he likes you and likes your place, 
you’re all set.” 

og 


I was having a heck of a time. Couldn't get the match | wanted 


in black spot-or-panel painting. You know, either "too light—or too 
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enamels—exclusively! No more re-done work. 


* BS 


From Essex to Ethics 


The veteran chuckled as he re- 
membered his tenure as a sales 
manager for a dealer whose chief 
competition in the late ’20s was 
supplied by Essex. 

“Whenever we had a customer 
who said he was thinking about 
buying an Essex,” the veteran said, 
“we had our own little routine. 

“ ‘Essex?’ we’d ask in shocked, 
hurt tones. ‘Buy an Essex? Why 
we have an Essex right on our 
used-car lot that a man traded 
in on one of our new jobs, Doesn’t 
even have a thousand miles on it.’ 

“Then we'd say if he wanted to 
buy an Essex, there was no point 
in spending a lot of money on a 
new one. He could buy the one off 
our used-car lot very cheap. We'd 
give him a ride in it. And almost 
always he’d buy a new car from us 
instead. 

“Of course, we got our ‘used’ Es- 
sex right from an Essex dealer, 
buying it ourselves at the regular 
retail price. Funny thing. Once it 
got on our lot it never did run 
quite right.” 

* 
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blowing your top—to end customer complaints— 


switch to Martin-Senour BLACKS, right now! 





PERFECT MARTIN-SENOUR BLACKS FOR EVERY PURPOSE 


M-S 6069—Ultra Jet Black Lacquer. High quality, 
dense black with beautiful natural lustre for use on 
all-over custom lacquer jobs or spot repair work on 
original lacquer finish. 


M-S 6092—Black Lacquer. Dual purpose, high gloss, 
non-lifting lacquer. It primes—it seals—it finishes! 


war era who now headquarters at M-S 6100—Hi-gloss Black Lacquer. Wonderful for 

Ed Lawless Buick, in the Detroit complete refinishing. Recommended for spot-repai 

: Sak ing original baked enamel finish. / 
American Airlines Issues 


New Calif. Travel Film 

DETROIT.— American Airlines 
has produced a movie on travel to 
and within California called “The 
Big Vacation,” and is making it 
available to clubs and other groups, 
Detroit District Sales Manager 
J. A. Tompkins has announced. 

The 24-minute movies, in sound 
and color, describes a combination 
plane-auto trip to the Sierra Ne- 
vadas, the desert at Palm Springs, 
Yosemite National Park, San Fran- 
cisco and other areas on the Pacific 
coast. 





Work Works Wonders 

“A man that works can always 
move new cars,” says M. McKenzie, 
a veteran salesman from the pre- 
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And it’s available now at your 
N.A.P.A. jobber. This complete 
color service in Martin-Senour 
enamels and lacquers includes 
colors for aii cars through 1954. 
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High ways & Safety ces 


By Gerhardt Neumann 
Staff Writer 


some lighter stor- 
ies—light at least 
in retrospect. 
Among the 
queer happenings 
in 1953 are not 
only expensive 
but otherwise 
harmless acci- 
dents caused by 





They Don't Mind Being Roped— 


George Harrison, retail sales manager of Packard's New York zone, ropes in these 
five—not too unwilling—rodeo riders before giving them a ride in a Caribbean, which 
was selected as the official car of the rodeo at Madison Square Gardens. A cavalcade 
of Caribbeans carried rodeo stars over a long parade route, and during the show 
were displayed at the garden. 


6-Level Parking Garage Is Opened in Buffalo 


A six-level parking garage for the front. The parking court is 
250 cars has been opened in down- |the first of its type in the east. 
town Buffalo. It cost $250,000. Other such buildings are in Madi- 


| with it, if not very far. 

Ba dog in Lincoln, Neb., left in 
| the car by his mistress, Mrs. 
| Jewell Norman, with the motor 
idling, jumped from his back seat 
| into the driver’s seat, shifted the 


All sides of the skeleton-like steel | son, Wis.; Phoenix, Ariz.; Spokane, 
frame building will be open except | and Calgary, Alta. 
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Torque converter 


A§ THE year draws to a close, 
the National Safety Council 
dusts off its files and comes up with | 


i 





two-year-old children with an urge | 
to drive a car, but also the fact |fey and Ben Pott ran into each 


~ |that a smart animal can get away 





Freak Accidents in *53 
Yield Miles of Smiles 


into one behind it. 
Adults, too, contributed heavily 
|to the oddities department. 
When Eugene Duda’s car jumped 
| the curb and knocked down a lamp 
|post in Windsor, Ont., his girl 
|friend took the blame. “It was not 
his fault,” she told police. “I kissed 
him.” Her name: Betty Loveless. 

= * * 

Grounds for Gratitude 

PEAKING of names, in Santa 

Barbara, Calif., Thomas F. Cof- 


| gear and backed the car right 


| other accidentally, so to speak, but 
|were not ticketed, because police 
| had ne—grounds. 

| Holland (Mich.) police were 
speechless, however, when a row- 
boat crashed into an auto, High 
winds hurled the boat out of Lake 








Cutaway view of Long torque converter 
shows compactness and clean, functional 
design of assembly units. 


It combines simple design, low-cost manu- 





trial applications. 


facture and high performance. Fabricated 
almost entirely from stampings. Direct 
air-cooled for simplicity. Torque multi- 
plication of 2.1 to 1 at stall. Now in 


production for passenger cars and indus- 
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Michigan into the side of the car 
on a lakefront road. 


And David Causey, of Tuscaloosa 
Ala., has deep-seated cause for 
gratitude, indeed. When his car 
went out of control and came to 
rest over a railroad overpass, he 
was thrown out, but his trousers 
snagged on the car and Causey 
was left dangling 60 feet above the 
tracks. 


* * * 


No Improvement Seen 


THE more serious side, the 
Council reports that while the 
accident picture has not worsened, 
it neither has improved. In the 
first four months of 1953, traffic 
deaths increased 5 percent over the 
1952 period, but in the next six 
months—May through October- 
they decreased one percent. 


This leaves an overall increase 
of one percent for 1953 in the first 
10 months, when 31,060 persons 
died in traffic accidents against 
30,670 in the like period of 1952. 


Decreases in traffic deaths were 
reported in 17 states. Utah leads 
with 21 percent, followed by Oregon 
with 15 percent. Lowest on the list 
are Kentucky and Idaho with one 
percent each. 


The causes of accidents, mean- 
while, continue to be a topic of 
discussion by the experts. Twelve 
basic causes were listed recently 
by T. Elmer Transeau, director of 
the Pennsylvania Bureau of High- 
way Safety. 

* + + 


Why There Are Accidents 
|. are topped by “rugged in- 
dividualism,” disrespect for the 
law, lack of driving skill and lack 
of regard for the value of human 
life. Military experiences aggravate 
these attitudes, Transeau believes. 


Transeau then names “reckless- 
ness” on the part of some commu- 
nity leaders and other “important 
persons” who should set a good 
example, and the “fixing of traffic 
i as accident catalysts. 


He further lashes out against 
the “worthlessness of the old- 
fashioned coroner system,” add- 
ing that in Pennsylvania not one 
operator in 25 involved in traffic 
deaths ever faces a judge and 
jury, and a “lack of understand- 
ing by many judges of the need 
for strict judgment in cases in- 
volving serious traffic offenses.” 


His last three points refer to the 
|“failure of various groups to pin- 
point traffic problems and find the 
proper remedies”; the failure of 
most states to set up an adequate 
inspection system, and the “flat re- 
fusal of certain groups of experts 
| to recognize the menace of speed,” 
jin view of the condition of most 
| existing highways. 





Forfeiture of Bond 
Ruled Equal to 


|Conviction in Va. 


| Virginia’s Supreme Court of Ap- 
|peals has upheld the State’s con- 
‘tention that forfeiture of collateral 
| constitutes a conviction under Vir- 
| ginia’s second-offender speed law. 


| The court ruled unanimously that 
| forfeiture of bond “is as distinctly 
|a@ conviction for the purpose of the 
| revocation as a conviction on a plea 
|of guilty or not guilty.” 


The court ordered dissolved an 
|injunction granted last March to 
| William A. Parsons, by the Alex- 
|andria Corporation Court to pre- 
| vent the acting State commissioner 
|of motor vehicles from revoking 
his driver’s permit. 


| 

Parsons had failed to appear for 
trial on a charge of speeding—his 
| second such charge within a year— 
| and forfeited $10.25 posted with the 
|court. Chester H. Lamb, as acting 
|commissioner of motor vehicles, 
|issued a revocation order against 
Parsons for 60 days, but the Alex- 
andria court granted Parsons an 
injunction. 

Parsons contended that forfeiting 
the collateral without a trial or 
plea did not constitute conviction. 

The State Supreme Court, how- 
ever, said: “No reason is found in 
the letter or spirit of the statutes 
|involved for construing them so as 
to provide a violator of the speed 
laws a door of escape from revo- 
cation of his license by the ex- 

|pedient of forfeiting his collateral 
instead of appearing to answer the 
charge.” 




















NEW YORK.—“About 10 percent 
of the national income is spent in 
the United States each year for 
the purchase and operation of auto- 
mobiles,” says 1,258-page report, 
“World Population and Production,” 
issued by the Twentieth Century 
Fund. 

This includes expenditures for 
gas, repairs, insurance and taxes, 
the study states. 

“Moreover,” it continues, “the 
automobile industry is the chief 
consumer of steel, rubber, plate 

glass, gasoline and many other 

products.” 

The report, written by W. S. and 
E. S. Woytinsky, presents the re- 
sults of their research into man’s 
physical and social surroundings, 
the needs of the world and the re- 
sources with which to meet them, 
and the earth’s production in agri- 
culture, energy and mining. 

The U. S. produces more ma-| 
chinery than all the rest of the 
world together and is the :eading 
manufacturer of almost every) 
product, says the report. 

Machine tool output in this| 
country soared during World War 
II, when in four years the in- 
dustry produced tools equivalent to 
more than 20 years’ production at) 
the prewar rate. | 

One: chapter discusses, the | 

world’s machinery and trans- 
portation equipment industries, 
comparing the records of many 
countries in a map, charts and 
tables, 

The authors found that as of 
1948 these industries employed 20 
to 22 million workers, or about 
one-seventh of all the factory 
workers in the world. The trend 
continues upward in most 
countries, says the report. 

Although the United Kingdom 


Carter Promoted 
In Dodge Sales 
On Pacific Coast 


DETROIT.—B. M. Carter has 
been appointed Dodge assistant 
sales manager for the Pacific coast, 
it was announced | 
last week by R. C. 
Somerville, sales | 
vice-president. 

Carter, former- 
ly manager of the 
Los Angeles re- 
gion, has 31 years 
of experience in 
the automotive | 
and related fields. 

Born in New- 
ark, N. J., he at- 
tended New York 
University and later was an auto 
salesman in New York City. Join- 
ing Dodge in 1935, Carter served as 
district manager of the Syracuse, 
Albany and Newark districts and 
was Los Angeles city manager. 

Carter replaces George A. Orphal, 
who has been assigned new duties 
in the Dodge truck division in 
Detroit. 


Clark Reorganizes | 
Sales in South | 


BUCHANAN, Mich. Clark| 
Equipment Co., manufacturer of | 
materials-handling equipment, has | 
revamped its dealer organization in 
the south to handle the newly ac- 
quired Ross straddle carriers and 
fork truck lines, according to W. 
E. Schirmer, vice-president. 

Dealers affected by the plan are 
Industrial Truck Sales & Service 
Co., Greensboro, N. C.; Lukas 
Equipment Co., Columbia, S. C.; 
M-H Equipment Co., Birmingham, 
Ala.;- Dempster Bros., Inc., Knox- 
ville, Tenn.; Whitmore Industrial 
Trucks, Tampa, Fla. and Equip 
Co. Inc., Miami. 

Under the new plan, Clark) 
dealers will add Ross products to 
their sales and service activities. 


Mount Vernon Deal Sold 

Mount Vernon Motors, Inc. 
(Pontiac), Mount Vernon, O., has 
been purchased by Carroll Pon- | 
tiac Co. C. J. Soloman is the new 
general manager. \ 











B. M. Carter 


Cars Take 10% of Income 


Economic Study Also Cites Auto Industry’s Role 
As Top User of Steel, Rubber, Gas 
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was the birthplace of the ma- 
chinery industry, productivity is 
greater in the United States, partly 


because the average American | 
worker has two or three times) 


more electric power at his disposal 
than the British worker. 

The authors estimate that 
Western Germany has already 
regained a portion of the lead it 
had before the war over the other 
Western European countries in 


| output of specialized tools. Its 


index of output in 1950 for elec- 
trical machinery was 236.3 and 
for transportation equipment 
153.8, with the year 1936 repre- 
senting the base figure of 100. 
Special strides have been made 
in the world’s production of agri- 
cultural machinery, particularly in 
tractors, says the new report. In 
the course of a few postwar years, 
tractor production more than 


|doubled compared with 1937, and 


in 1951 world output approached a} 
million units. 
The United States ranks first in 





tractor production, but the share of 
European countries is rising—the 
United Kingdom ranks second, fol- 
lowed by Soviet Russia and 
Western Germany. 

| In the field of transportation 
| equipment, the authors found 
| that “in 1950, the world put about 
10.1 million new vehicles on the 
road, of which 8 million were 
built in the U. 8S.” 


The authors predict 


| portation equipment industries are 
among the most complicated 
branches of manufacturing, they 
can reasonably be expected to grow 
and spread throughout the world.” 
| The continue: “In the long run, 
| such development may be ad- 
vantageous to the old strongholds 
of these industries, because of the 
demand abroad for machinery 
and transportation equipment of 
more exacting 

The industrialized nations will 
also benefit from the greater eco- 
nomic and political stability of the 
world that will result from such 
improvements in welfare and great- 
er economic independence as are 
brought to the underdeveloped 
areas by the growth of the ma- 
| chinery and transportation 
equipment industries. 





that | 
“although the machinery and trans-| © 








Walt Gets Dodge Dealership 


D. B. Mooney (left), Dodge regional 
manager, shakes hands with Frank Walt, 
new Dodge dealer in Palo Alto, Calif. 
The firm will be known as Frank Walt 
Motors. 


Fire Strikes Girard 


PHILADELPHIA. — Three autos 
were destroyed and 11 others were 
damaged by flames which swept 
the paint and body shop of Girard 
Chevrolet, Fifty-ninth and Lan- 
caster. 








JF No. 55 
LIST—$4.05 


Exclus Y 


SELF-ADHERING GASKET 
ACTS AS TEMPLATE FOR 
HOLE ALIGNMENT 







SO AMAZING . 


Save yourself costly “come-backs” of mirror heads that 
never stay put. You make a happy customer every time 
when you install the JF BODY- 
MOUNT. It locks the mirror 
head in any desired position 


— yet is fully adjustable. 


. SO BEAUTIFUL .. 


Ward Appoints 
Toledo Dealers 


To Committees 


TOLEDO. — Jim Ward, president 
of the Toledo Automobile Dealers 
Assn., has announced the following 
committees for the coming year: 


Lasor Re.ations—Arch O’Rourke, 
Don Wearley, Matt Tank, Bod Ed- 
dy, R. H. Roth, Nelson Banham 
Laurel Worman and Art Seltzer, 

Grievance — O’Rourke, Seltzer, 
Dave Smith, John Davis, Dick 
Moore, Wearley and John Grimley. 


Pusiic Re.ations—Don Whitfield, 
George Kopf, Jim Cobley, E. H. 
Kalmbach, Banham and Wearley. 

SpreciaL Activities—Whitfield, Bob 
Reese, Carl Weissenberger, Jim 
White, Ed Keller, Harold Hertzfeld 
and Vern Guilford. 

Insurance—W hitfield, Earl 
Bauer, Merve Lownsbury, Willis 
Brown jr. and Bob Johnson. 

ADVERTISING AND Souicrrinc—George 
Wagner, Smith and Dick Kopf. 

Joint APPRENTICESHIP—Smith, Dick 
Kopf, Ed Trepinski and Cliff 
O’Rourke. 


FOB Factory — for a behind-the-scenes 
view of factory news. 


os er “they 3 


here's the NEW 
BODY=MOUNT 













ANY POSITION 


—FULLY ADJUSTABLE 


Replacement of the mirror head is never a problem — 

you never need disturb the bracket mounting. Simply 
loosen the positive-locking turret screw and replace with 
a new mirror head. It’s as easy as that! 


. SO PRACTICAL! 
Adds the look of smartness to your showroom cars! 


The JF BODY-MOUNT is truly a sleek beauty — custom- 
contoured — triple chrome plated — a 414” mirror head 


of selected optical glass that gives you wide angle vision 
at all times. 


Available in non-glare or clear 


a JF exclusive! 


a MIRRORS 4, Hischor 


——- LIST $4.65 


If not available thru your Jobber, 


0 ike for catalog. 





JOMA MANUFACTURING CO., IN 


NEW YORK 72, 


c. 
NEW YORK 











L-M Deal Reassigned— 
Ralph Grooms and Fred Goad sign the 


Lincoln - Mercury franchise to operate 
Downtown Lincoln-Mercury, Inc., Atlanta. 
Glenn H. Schricker, district sales man- 
ager, stands in the background. The 
dealership formerly was known as Ed- 
munds Motor Co. 


The AUTOMOTIVE NEWS ALMANAC is 
a@ year-long friend. Use it often for statis- 
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Pa. Dealer’s Staff Drilled in Finer Points... 


Extra Know-How Builds Sales 





By Leon M. Leffingwell 
Staff Correspondent 

TURTLE CREEK, Pa. — Two 
possible approaches toward ending 
dealers’ selling problems are train- 
ing salesmen to explain the quality 
points in the car they are selling, 
and training salesmen to take con- 
fident advantage of early op- 
portunities to close the sale, re- 
ports Jack Huffman, sales manager 
of Cunningham Auto Co, (Lincoln- 
Mercury). 

“Our sales volume on both new 
and used cars is very satisfactory,” 
says Huffman, whose salesmen are 
taught to work in this fashion. 


Dealers today offer a variety of 
reasons for lack of sales, and 
among them is the excuse that 
sales are difficult to make, Huff- 
man said. The excuse that the 
market is down generally and 
that other auto dealerships are 
not selling sufficiently is not 
valid, Huffman declares. 


“The fact that other firms are 


ties, buyer information and personne! data. |not reaching their expectations in 





Th the great laboratory 


And then in the great 


self, ideally located for “on-the-doorstep” serv- 


Rubber Company plant at Fort Wayne, scien- 
tists and engineers are working on problems in- 
volving rubber-to-metal parts and plastic parts 
for the automotive industry. They have at their 
command one of the most modern and exten- 
sive laboratories in existence — equipped with 
all the latest research and development facili- 
ties. “U.S.” RESEARCH PERFECTS IT. 








in the United States 


Fort Wayne plant it- 


ice to the automotive industry, skilled men pro- 


UNITED 


STATES 





RUBBER 





sales volume does not mean we 


should base our efforts on that) 


premise,” he said. 

Today’s difficulty, Huffman con- 
tinued, is that the average sales- 
man becomes depressed when he 
feels he cannot sell easily. Then 
he goes out “cold turkey” and 
misses his mark. In possessing the 
feeling that he can’t sell, he is 
fortunate to make any sale. 


The average salesman, Huffman | 
said, has to realize that selling| 





European Cars 
Sell in Canada 


OTTAWA.—Canadian dealers sold 
1,856 cars and 116 commercial ve- 
hicles of European origin during 
September, according to Govern- 
ment reports. 

In the first nine months of 1953, 
according to the Government, such 
sales totaled 23,133 cars and 1,279 
commercial vehicles. 


|today requires the personal ap- 
| plication of providing sufficient in- 
formation for his own problem and 
‘for the needs of his prospect, and 
|that if he doesn’t sell the prospect 


| another salesman will get that sale. 


Actually, as so much edu- 
cational material points out, 
Huffman continues, success in 
selling comes in good measure 
upon knowing two points well: 
That the salesman often must 
attempt to close the sale several 
| times, and that the salesman 
| should know more about the car 
he is selling than does the aver- 
| age car salesman. 
| The salesman must talk with the 
prospect to determine model for 
him, and each person is a problem, 
Huffman said, adding that the lack 
of knowledge of the car is a defi- 
|nite reason salesmen are having 
difficulty selling. 


Salesmen are selling price, not 
quality, he said. Any salesman can 











the ordinary about the car in order 
to sell quality. 

In order to do a good job of 
closing a sale, Huffman said, one 
must know when to stop talking 
and close, for one may sell a car 
in a few minutes and then lose 
the sale by continuing to talk. 


For example, when the sale is 
about to be accomplished, some- 
times the salesman does not 
recognize the condition and 
launches into a description of the 
component parts of an auto 
engine when—since the salesman 
is talking to a prospect who 
knows little about an engine any- 
way—there is no need of enter- 
ing into that presentation. 

Secondly, one sells quality by 
knowing enough about one’s 
product. Huffman believes the 
average salesman knows less than 
50 percent of what he should about 
a car. His ability to learn the ad- 
ditional material depends in part 
upon how well his company’s train- 
ing program is set up. 

Sales-training programs can pro- 
vide the extra knowledge that 
salesmen need. Huffman believes 
the average training program skill- 
fully presented should require 


cut the price and take a loss. But! apout one-half hour in the morn- 
one must know something above ing, three days a week, and would 





“U.S.” Research perfects it... 


duce the rubber-to-metal parts and precision 
molded rubber and plastic parts, and precision 
extrusions that make equipment last longer, 
ride more comfortably, more economically. 
“U.S.” sales engineers are right on your 
doorstep—at New Center Bldg., 7430 Second 
Ave., Detroit 2. They are your contact with 
the Fort Wayne laboratory and plant. And re- 
member, the “U.S.” experts have solved many 
and many a problem when all others had given “U.S.” Research perfects it 
up. For full information, write to address below. “U.S.” Production builds it 


COMPANY 


Automotive Sales, Mechanical Goods Division, New Center Bidg., Detroit 2, Michigan 


run three months for new men. 

“We use factory films and liter- 
ature which is well-organized and 
well-presented and costs consider- 
able money,” Huffman said. “Since 
it is well presented, it should be 
used advantageously to be effec- 
tive. The instructor cannot waste 
company time at the start of each 
training session nor can the in- 
structor leave his assigned plan a 
few times for something that 
catches his fancy and have trainees 
know their stuff at the end of the 
training program.” 

y salesmen, according to 
Huffman, feel unsafe about 
venturing out “cold turkey” after 
sales. They should know what to 
do. “I walked into a home ‘cold 
turkey’ the other evening where 
the prospect had just built a new 
home,” he said. Possibly other 
salesmen had felt as did this 
home owner; that he didn’t have 

| enough money to buy the car I 
| was selling.” 

Huffman put selling skills to 
work, got the prospect out into 
Huffman’s new Mercury, and 
pointed out all its features. 

“When I had finished,” said Huff- 
man, “this prospect knew more 
about the Mercury that he wished 
to know without necessarily asking, 
than he knew about any other car. 
He appreciated the values of the 
Mercury. But he didn’t purchase. 

“So I became so interested in his 
new home that he took me through 
it. He pointed out all the lovely 
extra features about his home that 
he was proud of and had cost him 
extra. He showed me how these 
features would make his home last 
longer, make his home more at- 
tractive, and make his home a 
more refined place in which to live. 

“His appreciation of his home 

was such that eventually as we 
talked he came to realize how 
much the extra features I had 
told him of in the Mercury 
would be an advantage to him in 
the long run.” 

Huffman sold the car. 

When salesmen go out to seek 
sales, Huffman said, they must be 
well trained, and must be able to 
discover relevant things about their 
prospect of immediate interest. 

Adequate training, the salesman’s 
appreciation of that training, and 
the salesman’s own ability to keep 
closing until he makes the sale are 
three answers to today’s retail sell- 
ing problems, Huffman said. 


Nashville Plans 
February Show 


NASHVILLE.—Preliminary plans 
are under way for staging—early in 
February —the first auto show in 
Nashville in 14 years. 

Profits from the show will be 
split between the Davidson (Nash- 
ville) County Council for Retarded 
Children and the American Legion 
Milk Fund. 

The show will be staged at the 
| Fairgrounds Coliseum. 


Kilde Gets Studebaker 
A. B. Kilde Co. has received a 
Studebaker franchise at Fergus 
Falls, Minn. A, B. Kilde is the 
dealer, 
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By Leo T. Parker 
Attorney at Law 
OHN T. MULVIHILL, of 1014 
Diamond Ave., South Bend, 
writes as follows: 

“You are undoubtedly a very 
busy man, Mr. Parker, with your 
double duties as a columnist for 
AvuTomotTive News and a practicing 
lawyer, but I believe that you could 
give me the very valuable advice 
few, if any, other lawyers in the 
country could. 

This problem deals with my fu- 
ture in the automotive world. 

My problem is: Do you feel that 

the time and expense of a three- 
year study of law would be com- 
pensated in returns from this 
financing and in addition to han- 
dling the legal problems a dealer- 
ship would incur over a period of 
years? 

If an affirmative answer is given, 
would you advise that I attempt to 
complete the law studies before I 
enter service or go into service 
before I study law? 

“Your position as a dealer con- 
sultant, who is familiar with law 
schools and undoubtedly very 
aware of the proximity of military 
service to a college senior makes 
you a natural source of aid.” 

2 * * 


Law Knowledge Practical 


ANSWER is: I would advise, | 


M*: such is possible, without 
detrimental effects to the U. S. 
Government, that you complete 


your law studies before you enter | 


the service. 
Further I advise you to continue 


and complete the study of law. The | 


field is somewhat overcrowded but 
so are other fields, and a good 
lawyer generally earns a good liv- 
ing and many amass fortunes. 
Especially with your background 


you have added inducements, not | 


SBA Loan Policy 
Eased to Include 


More Businesses 


WASHINGTON. — Wholesalers, 
distributors, retailers and other 
businessmen in need of money 
which they cannot get from banks 
are now eligible to apply for help 
from the Small Business Adminis- 
tration as the result of new rules 
adopted by SBA’s loan policy board. 

Previously, loans were limited to 
producers of military or civilian 
goods essential to defense. 

The new loan policy was dis- 
closed by Wendell Barnes, acting 
SBA chief, who said: 

“The Small Business Adminis- 
tration will give preference to 
granting financial assistance which 
will expedite, increase or maintain 
the production necessary to meet 
military, defense or essential ci- 
vilian requirements.” 

From now on, Barnes stressed, 
his agency will grant “no prefer- 
ence as between types of American 
small business in applying for fi- 
nancial aid.” All, he said, can ex- 
pect to have their applications con- 
sidered by SBA on an equal basis. 

The policy shift followed criti- 
cism by Senator Edward Thye, 
Minnesota Republican, and other 
legislators, of the restricted lend- 
ing policy adopted by former Ad- 
ministrator William Mitchell, who 
resigned suddenly after Thye dis- 
cussed the matter with President 
Eisenhower. 

While SBA’s loan policy was 
broadened, no change was made in 
the previous requirement that the 
applicant must prove he cannot 
obtain funds from private lenders, 
and that repayment of the loan 
must be “reasonably” assured. 


Manchester (N. H.) Dealers 


Sponsor U. C. Newscasts 


A total of 42 five and 10-min- 
ute newscasts on WMUR are 
sponsored by 11 Manchester 
(N. HL), new-car dealers to ad- 
vertise their “gold seal” used 
cars. 

Each newscast is sponsored by 





Lawsuits Affecting Dealers ... 
Court Decisions 











generally accorded new graduates 
in law. 

The important point for your 
consideration is this: 

Any man who selects his future 
occupation should be interested 
in it especially as a guide to his 
future aspirations and mental 
desires. 

In other words, what to an out- 
law who steals $1 million or so, is 
merely money to be spent at ran- 
dom and without regard to con- 
servation, is much less than $1,000 
to an ambitious law student who 
loves the law, and whose goal is a 
respectable annual income suffi- 
cient to enable him and his family 
to live in, at least, moderate com- 
fort. 


* * * 
Revocation of Franchise 
oes ESTES, of Estes and 

Felton, attorneys-at-law, 111 E. 
Second St., Moscow, Id., have this 


problem: 
“We are representing an auto- 


~ 
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The Seattle Times—as always —is 
the best advertising medium in this 
important market of 675,699 people 
(latest A.B.C. City Zone Population). 
By all means, include The Seattle 
Times on your 1954 ‘‘A” schedules. 
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motive dealer who advises that 
from time to time, in AUTOMOTIVE 
News, you have referred to law- 
suits filed by dealers when their 
franchise has been revoked by an 
auto manufacturer, without just 
cause. 

“We are wondering if you 
would be able to direct our at- 
tention to a few of the cases in 
which law suits have been filed 
by individual owners for dam- 
ages, or for an injunction, in in- 
stances where such an unjust 
revocation of a franchise has 
taken place. 

“We find some authority to this 
effect, but would appreciate having 
any supplementary citations you 
might be able to give us.” 

After reviewing my records and 
listed higher court decisions the 
higher court cases are as follows: 
Wood, 22 S. W. (2d) 773, Meyers, 
178 Fed. (2d) 291. 

* x 


Dealer Must Read Contract 


tu and other higher courts, 
hold that all auto dealers are 
held strictly to the exact contents, 
clauses and restrictions in fran- 
chise contracts. 

A reading of the above cited and 
other new and leading higher court 
decisions, involving franchise con- 
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Scott's Keeps Packer ‘Rolling’— 

These trucks are the latest delivery made by Scott's Service Co. (Chevrolet), Bur- 
gettstown, Pa., to Delfrate Packing Co., Slovan, which recently observed its 27th anni- 
versary. The modern refrigerated trucks carry meat throughout the area. 





tracts, disclose that the courts hold 
auto dealers strictly accountable 
for the exact and detailed meaning 
of such contracts. 


Also, these higher courts hold 
that verbal promises, statements 
and guarantees made by agents of 
the manufacturer are not evidence, 
and will not be considered by the 
courts when deciding legal contro- 
versies. 

In other words, both the manu- 


» 


aL Every Market 


ONE 


contracts in all details. 


facturer and the dealer are held 
accountable for the legal meaning 
and construction of the various 
clauses in the written contract, ir- 
respective of special or contradic- 
tory promises or statements made 
by agents or officials of the manu- 
facturer. 


In view of this information, it 
is apparent that dealers must read 
and abide by the written franchise 
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Appointment of Arthur C, Haines | 
as director of manufacturing inte- | 
gration planning for Ford Motor 
Co., has been announced by D. S&S. 
Harder, manufacturing vice-presi- 
dent. 

The newly formed office which 
Haines heads will conduct special 
studies and formulate objectives 


fore being recalled to Dearborn for 


Washington office. 


ems 
4, 





“| Crean a Vice-President 
Of Ingersoll Products 


Appointment of R. B. Crean as 

a vice-president of the Ingersoll 
Products division of Borg-Warner 
Corp. has been announced by R. 
8S. Ingersoll, divisional president. 

| Crean will retain his title of as- 


Schmitt Heads Wool havens sistant general manager of the 
division. 


Max F. Schmitt, an advertising | South African, Australian and New 
executive of New York, has been/| Zealand wool interests. Schmitt is Howard A. Schmeal has been 
named president of the Wool Bu-|an executive of Foote, Cone &| named secretary and treasurer of 
reau, which represents American, | Belding. 


a — 


Holloway Moves Into New Building— 


More than 19,000 square feet of floor space are contained in this $150,000 building 
recently opened by Holloway's, Inc. (Chevrolet), Sterling, Colo. Well lighted and 
ventilated, the structure places all operations under one roof. Daily specials in the 
used-car lot are displayed on a concrete turntable. Hayes B. Holloway, owner, has 
been associated with Chevrolet since 1929. 
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THAT OUTSELL 
ALL OTHERS! 


FOR CHEVROLET, FORD, PLYMOUTH, 
MERCURY, PONTIAC, DE SOTO, CHRYSLER 


















°53, °52 Ford and 
Mercury Front Fen- 
der Shield. For that 
extra de luxe look. 
Highly polished stain- 
less steel. Stock No. 
F56. 
© Beautifkl 


GLa GTS 


waGs 


54, ‘53 Chrysler and 
De Soto Flared Bot- 
tom Custom Skirt. Ex- 
clusive dual locking 
device gives snug, rat- 
tle-proof fit. Stock No. 
FS64. 


THAT SLEEK RAKISH CUSTOM LOOK 


om $4285: 


(Price Maintained) 


The Spectacular ERIE 
* Continental - type 
Rear Deck Kit. 
* Same fine workman- 
ship and materials 
as expensive custom 
jobs. 
* 15 minute simple in- 





*53 Chevrolet Front 
Fender Shield. For 
that extra deluxe look. 


Stallation by car Highly polished stain- 
owner. Does not less steel. Duplicates 
rattle. original Chevrolet ac- 


* NOT designed 
carry spare tire. 


to cessory. Stock No. 


Tks 





No. 52C De luxe Model on Mercury. Finished in 
semi-gloss grey prime with chrome ring and chrome 
hubcap. Furnished with combination license bracket 
and chrome license light. 


Now AVAILABLE: NEW Custom fitted Kits contoured to 
each of these 1954 cars: Chevrolet, Ford, Plymouth. | 
ALso AVAILABLE — Universal Type. ONE Stock-keeping 
number perfectly fits these 27 late model cars: 





Buick (all models) 53. Nash (Ambassador & 
Chevrolet (except Fleet- Statesman) 53, "$2 
line) 53-49 Olds 98 (All ae 
De Soto "$3 $3,432 
Dodge °53 Olds Super 88 (Convert. 
Ford (all models) ‘°53-'49 & Hard Top) "3, oe 
Mercury (all models) Plymouth 53 ; : 
"53,52 Pontiac (except torpedo | Highly polished stainless steel front and rear fender 
body) __ "53,49 shields also available for some earlier models of Chev- 
Order from your jobber or write for further information — rolet, Chrysler, De Soto, Dodge, Ford, Plymouth and 


today. 
*Slightly higher west of Rockies 


ERIE MANUFACTURING DIVISION 


PRESSED STEEL CAR COMPANY, INC. —-> 
ge 


Pontiac. Universal fender skirts also available for many 
earlier car models. 


General Sales Office: J & H Sales Company, 75 E. Wacker Drive, Chicago 1, Illinois 


Auto Personnel 


relating to company purchasing | 
and manufacturing activities. Be- 


his new assignment, Haines was | 
assistant director of the company’s | 


was treasurer and _ controller. 
Robert F. Schutz, assistant treas- 
urer, has added the title of as- 
sistant secretary. 

* * + 


| 
Riley Promoted to Treasurer, ine 
|southwestern Illinois. 


Assistant Secretary of Lyon 

Election of William J. Riley as 
treasurer and assistant secretary 
of Lyon, Inc., Detroit auto parts 
manufacturer, has been an- 
nounced by George A. Lyon jr., 
vice-president, 


Riley joined the corporation as 


controller last September. He 
previously was treasurer of 
Gemmer Mfg. Co., where he 


served for 10 years, and before 
that was with Price Waterhouse 
& Co. 





Ingersoll Products. He previously 


FENDER SKIRTS— 


Matousek, Scovil Promoted 


On Baker-Raulang Staff 


Two: executive appointments in 
Baker - Raulang Co., Cleveland in- 
dustrial truck and tractor manu- | 
facturer, have been announced by 
William A. Bauer, chairman. 


John A. Matousek, former manu- 
facturing vice-president, has been 
named vice-president and general 
manager, while Ernest R. Scovil, 
formerly secretary, has been named 
secretary and treasurer. 

Matousek joined Baker-Raulang 
in 1949 as manager of manufactur- 
ing, while Scovil has been with the 
firm since 1918, 

a as s 


Tinnerman Installs MacNall 


As Detroit Sales Chief 


Arthur E. MacNall has been 
named Detroit district sales man- 
ager for Tinnerman Products, Inc., 
according to Laurence H. Flora, di- 
rector of sales. 


Prior to joining Tinnerman as a 
sales representative in 1948, Mac- 
Nall was divisional sales manager 
for Adel Produce, Inc. 

« * . 


Thomson Succeeds Ross 


As Torrington President 


Walter C. Thompson has been 
elected president of Torrington Co., 
Torrington, Conn., to fill the va- 
cancy created by the death of Les- 
ter J. Ross. Ray B. Nichols was 
elected executive vice-president to 
succeed Thompson. 


N. Russell Clarke, president of 
Westfield, Mfg. Co, Westfield, 
Mass., a subsidiary, has been elected 
director for the unexpired term of 
Ross. Byron T. Virtue, chief engi- 
neer of Torrington’s bearings divi- 
| sion, has been promoted to general 
sales manager. 

7 + a 


Rockwell, Prentis Elected 


By American Locomotive 


Col. Willard R. Rockwell, chair- 
man of Rockwell Spring & Axle 
Co. and Rockwell Mfg. Co., and 
Henning W. Prentis jr., chairman 
|of Armstrong Cork Co., have been 
| elected to the board of directors of 
American Locomotive Co. 


Rockwell has served as a special 
assistant to Defense Secretary 
Charles Wilson, making three trips 
abroad this year to investigate 
sources of supply for NATO na- 
tions. Prentis was a member of the 
Citizens Committee on reorganiza- 
tion of the Federal Government. 
| 7 * + 


F; irestone Boosts Olivarri 


To Houston Manager 


W. H. Olivarri has been appointed 
Houston district manager for Fire- 
stone Tire & Rubber Co., according 
to H. D. Tompkins, trade sales vice- 
president. He succeeds C. L, Lar- 
gent, who has been named eastern 
| division manager for the company. 

Olivarri joined Firestone in 1935 
as a serviceman in San Antonio. 
In 1947 he became manager of deal- 
er sales for the Houston district. 

+ ” a | 
|3 Territorial Chiefs Named | 
| For Lempco Equipment 

Lempco Products, Inc., Bedford, 
|O., has announced the appointment 
of. three new territorial managers 
|for the equipment division in the 
| east, west and midwest. 

Ralph Taylor, Ocean City, N. J., 
is the new manager of the territory 
including Delaware, District of 











Columbia, eastern Maryland and 
southern New Jersey. Taylor joined 
Lempco in September. 

Albert B. Lapic, Seattle, is the 
new Lempco equipment manager 
for Oregon, Washington, Alberta 
and British Columbia. He joined 
the company in August. 

Frank M. Parker, St. Louis, who 
joined Lempco in November, is the 
new equipment manager in Kansas, 
issouri, western Kentucky and 


+ * * 


McRay Products Opens 


New Los Angeles Offices 


McRay Products of California, 
suppliers of the McRay Protecto 
rod and other automotive parts, has 
announced the opening of new of- 
fices at 6808 Melrose, Ave., Los An- 
geles 38, Calif. 

7 * a 


B. €. Automotive Retailers 


Hand Gavel to Hammond 


Thomas D. Hammond, of North 
Vancouver, B. C., has been elected 
president of the Automotive Retail- 
ers Assn. of British Columbia. He 
succeeds Colin Virteau, of Vancouv- 

(Continued on Page 33, Col. 1) 


HOT ITEM for 
COLD WEATHER SALES 





_ Now in its third year 
of success. The wonder cloth 
that keeps fog, mist, steam from 
forming on windshields and windows. 
Big size—full 15 x 18 inches. In reusable 
plastic bag—one dozen on attractive dis- 
play card. Wonderful value at 39c retail. 


ORDER NOW FROM YOUR JOBBER 
SHOO-FOG 
CLOTH 
LAS-STIK MFG. CO., HAMILTON, O 
If jobber can't supply, order direct 
from ry. 





9 SYSTEMS 


| Underfloor disappearing heavy duty—4” 
(for trucks and buses). 


|* Overhond hanging heer, dety—4” 
Write for our new Illustrated catalog. 
“The World's Finest Exhaust System" 
ENGWALD CORPORATION 


357 Lafayette Ave., Brooklys, N. Y. 
Ream: cereeciapenON samen ES 
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Van Sickle joined the Ford organi- | 


(Continued from Page 32) 


er, who had headed the organiza- 
tion since it was established two 
years ago. 
Cliff Horwood, of Victoria, was 
elected vice-president. 
+ . * 


Truarc Appoints Petrie 


Factory Representative 
John A. Petrie has been appointed 
a factory representative for the 
Truarc division of Waldes Kohi- 
noor, Inc., Long Island City, N. Y., 
manufacturer of retaining rings, 
grooving tools and other products. 
Petrie, former assistant to Harold 
F. Bower, Truarc sales manager, 
has been succeeded by John C. 
Parry. Petrie will be in charge of 
industrial accounts in Ohio, West 
Virginia, eastern Kentucky and 
western Pennsylvania. 
* : = 


Yale Rubber Names Lee 
As Canada Sales Boss 


Eldon H. Henderson, president of 
Yale Rubber Mfg. Co., Sandusky, 
Mich., has announced the appoint- 
ments of Noel Lee as manager of 
sales and service for Canada. 

Lee, a former B. F. Goodrich Co. | 
salesman for extruded and molded | 
rubber products, will conduct his| 
operations from Kitchener, Ont. | | 

ee ¢ ¢ 


Francis Joins Board | 
Of Bendix Aviation | 
Election of Clarence Francis to | 
the board of directors of Bendix 
Aviation Corp., Detroit, has been 
announced by Malcolm P. Fer- 
guson, president. 
Francis has been board chair- 
man of General Foods @orp. since | 
1943. He is a director of several | 
other corporations and is active | 
on committees concerned with 
long-range government - industry 
policy. A director of the Federal 
Reserve Bank of New York, he 
recently was named chairman of | 
the. Citizens Committee for the 
Hoover Report. 
s 2 


| South Bend Superintendent 


Named by Studebaker 


Clarence H. Smith has been ap- 
pointed general superintendent of 
Studebaker’s South Bend plant by | 
P. O. Peterson, executive vice-pres- | 
ident. 

Formerly assistant general su-| 
perintendent, Smith succeeds the) 
late George E. Westphal. He is a 
veteran of 28 years with Stude- 
baker. 


| 


7 + * 
Pantasote Names O’Toole 


Exclusive Sales Agent 


Donald L. O'Toole, of D. L. 
O’Toole Co., Detroit, has heen 
named exclusive selling agent for 

a Pantasote Co., 
Passaic, N. J., 
vinyl upholstery 
and vinyl coated | 
fabrics manufac- | 
turer. 

O’Toole for- 
merly was with | 
the Chevrolet’s 
central office for 
13 years. 





D. L. U’ Toole 
> + # 


Rowe Elected Vice-President 


Of Yellow Mfg. Acceptance 


Harold Rowe has been elected | 
a vice-president of Yellow Mfg. Ac- | 
ceptance Corp., a unit of General | 
Motors in Detroit, according to | 
Arvid E. Kallen, president of 
YMAC. 

Charles F. Sturz jr. has been 
elected to succeed Rowe as comp- 
troller and assistant treasurer. 

YMAC handles financing of. 
wholesale and retail sales of GMC 


trucks and coaches. 
* * * 


Ferguson Promotes Hooker 
And Lane to Sales Posts 

Harry Ferguson, Inc., Detroit, 
has announced the appointment | 
of several executives to new mar- | 
keting posts, 

J. L. Hooker, formerly prod- 
uct education manager, has been 
appointed sales manager. 

Earl Lane was named assistant 
sales manager, a newly created 
position. Lane was formerly 





western regional manager and 
purchasing agent. 

Regional sales appointments 
are Vernon Cashman, western re- 
gional manager, formerly prod- 
uct education manager for the 
western region, and E. J. Lat- 
kowski, north central regional 
manager, formerly regional parts 
sales supervisor. 

E, L. Barger became product 
education manager and Stanley 
S. Roberts, advertising and sales 
promotion manager. 

* 


* + 
Gilman Hangs Up Shingle 
Earl R. Gilman, resident attorney 
for Kaiser Motors at Willow Run 
for seven years, is opening law 
offices at 18401 James Couzens 


Highway, Detroit. Gilman was sec- | 
retary-treasurer of the Kaiser-| 


Frazer UAW -CIO social security 
and retirement funds. 


* * * 
Ford Appoints Van Sickle 


E. A. Van Sickle, Seattle, has | 


been named assistant sales man- 
ager of Ford’s Salt Lake district. 





zation 16 years ago at Portland, 
Ore. z 
* * 


Brennan Named Manager 


Of K-W Budget Control 


| Appointment of S. E. Brennan as 
|manager of budget control for the 
| Kaiser-Willys sales division of 
| Willys Motors has been announced 


by Roy Abernethy, general sales 


manager. 


Brennan started in the auto busi- | 


ness in 1928 with a Cadillac dis- 
| tributor in Brooklyn, After serving 
| with Hudson as zone business man- 
|ager in New York, he operated his 
own dealership in Montclair, N. J. 
He was zone business manager for 
Packard in Syracuse prior to join- 


| ing Willys as business management 


| manager in 1950. 
* * * 


| Wagner Electric Appoints 
|Labor Relations Manager 

Wagner Electric Corp., St. 
Louis, has announced the ap- 
_pointment of Truman L,. King as 
labor relations manager. 

King has been engaged in per- 
sonnel work since he joined Wag- 
ner in 1937. He is succeeded as 
personnel relations manager by 
R. A. Weiskopf, formerly super- 








Copyright New York Herald Tribune, 


_The Great Auto Scramble Begins = the technical director of production 





visor of men’s employment, train- 
| ing and welfare. 
* 


Hall Moves Up 

George Hall has been appointed| William A, Karl, president of 

| Oakland-East Bay district manager | Firestone Textiles, has been named 

| of Chanslor & Lyon Co., California a member of the board of trustees 
| wholesale distributor of automotive of the Textile Research Institute. 
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parts and equipment, according to 
Roy D. Adams, president. Hall was 
formerly assistant manager in the 
Oakland district. Orin Kinkade 
succeeds Hall. 


Firestone Names Wright. 
Cyril Wright has been. appointed 
manager of office and salary ad- 
ministration of Firestone Tire & 
Rubber Co. He joined the organiza- 
tion in 1919. 
* 


Pennsalt Picks Stoddard 


W. J. Stoddard has been named 
Michigan district supervisor for the 


<3 metal processing department of 


Pennsylvania Salt Mfg. Co., it is 


<}announced by J. J. Duffy jr., sales 
7) | manager. Stoddard has been with 


Pennsalt for 23 years. 
* * * 
Nelson Retires 
William G. Nelson, consultant to 


of U. S. Rubber Co.’s tire division, 
has retired after 39 years of service 
| with the firm. 

* 


x * 


Karl Made Textile Trustee 


TO 9 OUT OF 10 
CAR BUYERS 


3-step selling program shows you how 


3M “UNDERSEAL” Rubberized Coating is' more’ than a product... it’s a complete 
selling program! In fact, 3M “UNDERSEAL” offers you the only program in the indus- 
try that’s designed specifically to increase your undercoating sales. Here’s the story: 


A 3M salesman will hold name. Also you will get booklets, posters and dem- 
a sales meeting with your onstration easels on selling “UNDERSEAL” for your 
¢ @ new car and service sales- use in your show-room and service department. 


men to show them how to se// “‘UNDERSEAL”. 
With a sound slide presentation he will show them 
in detail how “UNDERSEAL” is important to the 
dealer, the salesmen, and the car owner. And he'll 
explain the “UNDERSEAL” service floor plan—a 
tested business booster for your service department. 





3 And finally, 3M’s Service 
@ Program, right in your serv- 
ice department, will educate your 
’ undercoating applicators on care 
? Then, 3M will supply of equipment, better spraying techniques and the best 
@ you with a complete se- car-masking methods —all ne you make more 
lection of direct mail pieces profit, keep the shop cleaner and build customer 
imprinted with your company good will. 





Write today for more information. 










“on, Saag] “UNDERSEAL” . .: the undercoating product with a Selling Program 


H a SEA L S08 se ee ee eee 


MINNESOTA MINING & MFG. CO. Dept. UAN 1, St. Paul 6, Minn. 
RUBBERIZED COATING 






Ges! I'd like more information about 3M's “UNDERSEAL" selling program. 
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COMPANY. 
Made in U.S. A. by Minnesota Mining & Mfg. Co., St. Paul 6, ADDRESS 
Minn.—also makers of “Scotch” Brand Pressure-Sensitive Tapes, e 
“Scotch” Sound Recording Tape,‘‘Scotchlite” Reflective Sheetitg, city ; 


“Safety-Walk’’ Non-Slip Surfacing, “3M” Abrasives, 
eS “3M” Adhesives. General Export: 122 E. 42nd St., 
New York 17, N. Y. In Canada: London, Ont., Can. i linhieidiieneiidinhieianaat ieniatean ae; et ee es ee am ae ae oe eel 
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HEADLIGHT RIMS —Trim-Rims fit over 
present rims and in addition to giving a 
one-piece effect, make it possible to cover 
old and worn rims. The maker says they 
reflect light from the car headlights, beam- 
ing it downward and thus preventing 
glare. Jeffrey-Allan Industries, Inc., 3249 
S$. Morgan St., Chicago 8, Ill. 

* # * 





BORING BAR—Special features of these 
new bars, which range in capacity from 
1.375 to 8 inches, include automatic re- 
tractable tool bit, fast down feed for 
centering, quick locking anchor and me- 
chanical reverse. Lempco Products, Inc., 
Bedford, O. : 





FENDER PROTECTION—An Erie Kargard 
is offered for the 1954 Plymouth. Stock 
No. 5390 (top) gives fender-to-fender pro- 
tection to grille, lights and front fenders, 
and Stock No. 5490R protects trunk, rear 
lights and rear fenders. J & H Sales Co., 
75 E. Wacker Drive, Chicago 1, Ill. 





Martin-Senour Matches 


Paints for °54 Nash 


Development of 13 factory-pack- 
aged lacquers and synthetic enam- 


Nash has been announced by the au- 
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tomotive division of Martin-Senour 
Co., 2520 S. Quarry St., Chicago, Il. 

The colors include Caribbean 
blue, willow green, anniversary 
gold, Spanish red, Brussels blue, 
collegiate maroon, Croton green, 
Malibu ivory, mist gray, Parisian 
blue, Pinehurst green, Remington 
gray and sherwood green. 





GEAR LUBRICANT—LU 242, for lubri- 
cating gears and bearings, is described as 
stable in consistency, resistant to tem- 
perature changes and protective to finely 
finished surfaces. It does not, however, re- 
place LU 241, which is of heavier con- 
sistency and used for permanent lubri- 
cation of Bosch magneto and generator 
ball bearings. American Bosch Corp., 
Springfield 7, Mass. 


* * * 


Auto Chrome Preserver 
Marketed by Chromaloy 


Chromaloy, a chrome and metal 
preservative which has been used 
industrially for 40 years, is now be- 
ing marketed by Chromaloy Corp., 
10 Witherell St., Detroit 26, Mich. 


Chromaloy is said to protect auto 
chrome and all ferrous metals 
against rust caused by salt, snow 
and moisture for long periods of 
time. It can be removed with any 
common solvent or synthetic thin- 
ner, the maker says. 





DELAYED LIGHTS—A_ delayed - action 
switch keeps auto lights on up to 1% 
minutes to illuminate the driver's path 
after he leaves his car. After turning off 
the headlights, the driver presses the de- 
layed action switch, which turns the lights 
on again. It can be mounted on the dash- 
board or attached to the bottom of the 
dashboard with an accompanying mount- 
ing plate. Bakelite Co., 260 Madison Ave., 
New York 16, N. Y. 





MOBILE OVEN—This infra-red automo- 
bile baking oven is mounted on tracks. 








LP-GAS ADAPTER—Conversion of four- 
barrel carburetors is made possible on 
Cadillac, Packard, Oldsmobile and Buick 
cars with this adapter and idle plate. The 
equipment permits the motorist to use his 
own carburetor and convert to a combina- 
tion system using either gasoline or LP- 
gas simply by throwing a switch, accord- 
ing to American Liquid Gas Corp., 1109 
Santa Fe Ave., Los Angeles 21, Calif. 

oe 3 





AIR COMPRESSOR — Model 45 is a 
heavy-duty ‘-horsepower portable air 
compressor with electric motor which is 
said to deliver 4.5 c.f.m. at 45 pounds 
pressure. Four new replaceable valve as- 
semblies contribute to the efficiency of 
the device, and service is simplified in 
that the same valve unit may be used 
in either intake or exhaust ports. Sharpe 
Mfg. Co., 1224 Wall St., los Angeles, 
Calif. 





PARTS WASHER—Developed for clean- 
ing metal parts, paint stripping, rinsing 
and similar cleaning operations. Each of 
the three compartments is equipped with 
a@ rack upon which spare parts are placed. 
By pushing a switch, the rack is lowered 
to the bottom and agitates the parts in 
the solution. D. C. Cooper Co., 1467 S. 
Michigan Ave., Chicago 5, Ill. 

-. 2 - 





CATALOG ON JOINTS—This new il- 
lustrated catalog covers applications, engi- 
neering data, models and sizes and 
proper joint selection. Gear Grinding 





duction, according to Roll-A-Talk, | 


Inc., 2237 Book Tower, Detroit 26, 
Mich. 


Controlled by a pushbutton in the 
speaker’s hands, the machine flips 
the text before the speaker. The 
prepared talk must be written or 
typed on a continuous length of 
standard-width, fan-folded paper. 










FOOT REST—The small pedal at the 
left side of the floorboard is a device 
which enables the right foot to take a 
rest on long drives. It is an auxiliary 
accelerator which, in automatic-drive cars, 
fills the place of the absent clutch pedal. 
In manval-transmission autos, it is in- 
stalled next to the clutch. R. V. Lehner, 
Ness City, Kans. 





Sr 


FLASHER SIGN—This portable neon sign 
can be mounted on. tops of used cars to 


attract shoppers. The sign _ eliminates 
wiring or installation costs. One six-volt 
battery will operate the sign up to 400 


hours. Available wordings are “A Real 
Buy,” “Bargain,” and “Special.” Light 
Products, Inc., 407-c Commercial Center 
St., Beverly Hills, Calif. 


* * + 
Sheets Printed to Bring 


Title Book Up to Date 


Stephens-Peck, Inc., has prepared 
new loose-leaf sheets bringing its 
Peck’s Title Book up to date. 


The book contains speciman cop- 
ies of titles and registrations for 
each state, and also explains laws 
pertaining to liens and replevins. 
Costing $15, the book is published 
by Stephens-Peck, Inc., P. O. Box 
1826, Salt Lake City 10, Utah. 


—VUes 


POWER STEERING—Power Guide is now 
available for jobber distribution. Described 
as the simplest installation yet devised, it 
features direct-action hydravlic power 


When in operation, it moves slowly from| Machine Co., 3901 Christopher St., De-| steering. Valve and cylinder are contained 


|one end of the car to the other, drying 


the paint from the inside out as it moves 
along the track. The unit is wired in 
with three control switches for lamp 
banks and one for the motor to permit 
stationary baking when required. lL. S. 


Atlante, Ga. 


troit 11, Mich. 
* 8 *@ 


| Roll-A-Talk Offers Device 
That Flips Speaker’s Text 


| in one compact unit, minimizing hose and 
| fitting 
| model Buick Roadmaster, Ford, Mercury, 


requirements. Available for late- 


Cadillac, Packard, Oldsmobile and Pontiac. 
Six auto makers now are using Power 


Roll-A-Talk, a lightweight device| Guide as optional equipment. Monroe 
els to match all colors for the 1954| Taylor Mfg. Co., 1091 Zonolite Rd. N.E.,|for bringing a speaker's text into| Auto Equipment Co., 1426 E. First St., 
view as he needs it, is now in pro-| Monroe, Mich. 

















PAINT MIXER—An electric motor-driven 
device for mixing quarts or gallons of 
paint, Moto-Mix is designed for use with 
the agitating and pouring lids furnished 
with the base colors. The unit also may be 
used with lids already in service by re- 
placing the handle or gear. Ditzler Color 
Division, Pittsburgh Plate Glass Co., 632 
Fort Duquesne Bivd., Pittsburgh 22, Pa. 

e:.- 2's 









MUFFLER CATALOG—This 60-page book 


contains up-to-date listings of mufflers, 
tailpipes, exhaust pipes, parts and ac- 
cessories for cars, trucks and tractors. In 
addition, it lists three Maremont lines: The 
new tough-duty mufflers for trucks, Holly- 
wood-type mufflers and dual-exhaust sets. 
Maremont Automotive Products, Inc., 1600 
S. Ashland St., Chicago 8, i. 


Voltage Regulator Is Aimed 
At Prolonging Battery Life 

A mechanical voltage regulator, 
called Acutrol, is now being sold 
which, according to the manufac- 
turer, will double the life of most 
batteries because it compensates 
for outside temperatures. 

Acutrol, it is said, eliminates the 
need for adding water to the bat- 
tery. It is easily installed and one 
unit is suitable for most charging 
circuits, according to Franklin 
Products, Inc., 805 S. Fifth St., Mil- 
waukee 4, Wis. 

” * 


* 
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AUTOMOTIVE CHEMICALS—A new line 
of 16 chemicals includes puncture sealant, 
piston power seal, chrome treatment kit, 
radiator sealer, water pump lubricator, 
power restorer, body finish restorer and 
others. A national promotional campaign 
has been launched by the maker, Safe-? 
Gard, Inc., 432 Fourth Ave., New York, 
N. Y. 

—_ 


Jack Floor Display 


A floor display for automotive 
jacks is being marketed by Auio 
Specialties Mfg. Co., St. Joseph, 
Mich, It is lacquer-finished in black, 
yellow and grey. Shelves are easily 
attached through a simple hanging 
arrangement. Jack handles are 
stored in back, 
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Used-Car Notes 





BERKELEY, Calif.— George 
Shomar was leaving his used - car 
lot at 1399 San Pablo Ave., when 
two men, one with a gun, slugged 
him and made .off with his 1953 
Cadillac convertible. 

Two days later, John L. White, 
operator of a lot at 1719 University 
Ave., saw two men park a Cadillac 
in his lot and drive away in a 1953 
Oldsmobile. He checked up and 
learned that the Cadillac was the 
one stolen from Shomar. 

White called police, and the two 
men were seized after they re- 
turned to claim the Cadillac. Both 
the men were found to have crimi- 
nal records. 

- * * | 
Georgia Bill Would Require 
$5,000 U. C. Dealer Bond 

ATLANTA, Ga.—A bill requiring | 
all Fulton County (Atlanta) used- 
car dealers to post $5,000 bonds and | 
obtain operating permits from mu- 
nicipal and county authorities was 
passed by the Georgia House of 
Representatives and sent to the 
Senate. 

The measure was sponsored by 
Muggsy Smith, Fulton, who said it | 
would help stop “fly-by-night” op-| 
erators from defrauding the public | 
and also help law enforcement 


agencies to find stolen vehicles. 
* * * 


Dealers in El Cerrito 


Honored by City Club 


EL CERRITO, Calif.—Used-car | 
dealers here were honored at a | 
“Used Car Night” program of the | 
Cerrito City Club. 

Dealer Raymond Morris was | 
chairman, assisted by William 
Patterson, Carlo Fara, Leo Van- 
Sistine, Leland Adame, James 
Drinnon, John Forrette and Wal- 
ter Sivachenko. 

* 





* * 


Wills Buys Elkhart Site 


ELKHART, Ind.—Wills Motor'| 
Sales has bought a lot on S. Main| 
St. for its used-car business. James | 
M. Wills is owner. 

* * = 


Rhode Island Dealers 


Eye State Title Law 


PROVIDENCE. — (UTPS) — The 
Rhode Island Independent Auto| 
Dealers Assn., threugh its presi-| 
dent, Sheldon H. Stiegel, of Provi-| 
dence, has expressed the opinion) 
that Rhode Island eventually may | 
recognize the need for an auto 
title law. 

The group also announced its 
support for a proposed amendment 
to the State sales tax which would 
allow adjustments for a person 
buying a car with a tradein allow-| 
ance. A commission has been ap-| 


pointed to investigate this situation. 
- * > 


Denver Unit Changes Name 


To Embrace All Colorado 

DENVER. —The Denver Used | 
Car Dealers Assn. has changed 
its name to the Independent | 
Automobile Dealers Assn. of | 
Colorado, although it will retain 
the same assets, properties, of- 
ficers and members, 

The change was made to 
broaden its objects and purposes, 
increase the number of its di- 
rectors and expand the territory 
in which it may be active. By- 
laws of the organization have 
been slightly revised. 

* * 


Venig Elected President 


Of Cleveland Dealers 


CLEVELAND. — Mort Venig has| 
been reelected president of the) 


Sales-Incentive Firm 


Starts Auto Division 

CHICAGO.—A new premium di-| 
vision geared to meet the selling) 
needs of the automotive industry | 
has been established by Cappel, | 
MacDonald & Co., Dayton (O.), 
sales incentive firm, it was an- 
nounced by Elton F. MacDonald, 
president. 

The new division, equipped to 
coordinate all necessary planning, | 
purchasing and campaign oper-| 
ations, for a sales _ incentive| 
program will headquarter at 1737 
North Michigan Ave., Chicago. | 


Harold H. Heisler, vice - president, | 


will head the division. 


Cleveland Used Car Dealers Assn. 
Also reelected were John Chicker, 
vice - president; Harry Halpert, 
treasurer, and Manny Weiser, sec- 
retary. 

Elected chairman of the board 
was Irv Rubin. Directors are An- 


thony Yanuzzi, William Mather, 
Anthony F. Vallejo, Larry Skall, 
Ben Hart, Cy Bornstein, Manny 
Berk, William Scher, Sam Messer- 
man, Kenneth Cohen, Ben Glass- 


man and Leonard Deren. 
. aa > 


Miami Valley (O.) Group 
Names Hudson President 


DAYTON, O.—William M. Hud- 
son 1 has been elected president of 
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the Miami Valley Used Car Dealers 
Assn. He is a partner in Gem Mo- 
tors. 

Other officers are Paul Poeppel- 
meier, first vice-president; William 
Hyatt, second vice-president; Mor- 
ris Patterson, secretary; Herb Wep- 
rin, treasurer, and Paul Mosrow, 
sergeant-at-arms, 

New trustees are Al Siewe, Ken 
Smiley, William Meltz and Vern 
Chatterton, 


* x * 


Riggs Motors Tells of Moving | 


407 Cars in Sales Contest 


LOUISVILLE.—In a signed state- 
ment appearing in advertising of 
Riggs Motors, used-car concern, 
Toby Riggs stated Nov. 20 that, in 
a salesmen’s contest started Oct. 16, 
a total of 407 used cars was sold. 

The organization operates. used- 





San Francisco Buys Chevrolet Fleet— 
A 36-car fleet of 1953 Chevrolets is delivered to the City and County of San 


car lots at Sixth and Broadway and Francisco by Ernest Ingold Chevrolet Co. On hand (from left), are W. F. Bovard, fleet 
Eighth and Broadway, Louisville, | sales manager; George H. Olsen, general manager; Harold H. Jones, City and County 


and at 501 N. Ww. 36th 8t., Miami. 
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The performance of the car you build and sell today may very 
well be the deciding factor in some future automobile sale. 
It is just good business, therefore, to choose your engine 
components on the basis of long-range economy. In carbu- 
retors, the name Stromberg is famous for better performance 
—it is also a fact that Stromberg Carburetors last longer. 
Judge value as your customers will and you will agree— 
opmberg* Carburetors are the logical choice. 


ECLIPSE MACHINE DIVISION OF 


« Standard Equipment Sales: Elmira, N. Y. 
* Service Sales: South Bend, Ind. 


Sales: Bendix international Division, 205 East 42nd St., New York 17, N. Y. 


purchaser of supplies, and John P. Gogan, | sales manager. 














*REG. U. S. PAT. OFF. 


Bendix 


AVIATION CORPORATION 
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New Name for Chieftain 

Cadillac. Paul Seifert is president- 
treasurer, and Arch Warder is vice- 
president. 


Chieftain Pontiac-Cadillac, 1615 
E. Colfax, Denver, is now operating 
under the name of Seifert Pontiac- 
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to offer your customers the best at no extra cost 
















DESIGNERS AND. 
MANUFACTURERS 





of 


Special Tools 


for 


AUTOMOTIVE 
SERVICING 


MANZEL 
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DETROIT.—Efficiency and engi- 
neering know-how learned in the 


Assembly-Line Defense 


Kyes Tells Detroiters How Auto Plant Techniques 
Are Improving U. S. Services 


Army inter-depot shipments from 
60,000 to 25,000 tons a month, 


automobile industry are now being | Kyes said. 


used in the De- 
fense Department 
to give the Nation 
a@ more powerful 
Army, Navy and 
Air Force for less 
money. 

This was the 
gist of an ad- 
dress at a dinner, 
marking the 48th 
anniversary of the 
Adcraft Club of 
Detroit, delivered 
by Deputy Defense Secretary Roger 
Kyes, formerly general manager of 
GMC Truck & Coach. 

Standardization and the subse- 
quent mass production of a rel- 
atively small number of items, a 
trademark of the auto industry, 
is being extended throughout the 
service, Kyes said. 

“We hope to reduce the present 
four million different items to ap- 
proximately 1,500,000,” he said, 
citing these examples: 

1, There were 800 different screw 
drivers. Now there are 100. 

2. There were 5,000 different 
electronic tubes. Now there are 192. 

3. There were 74,000 different 
bearings. Now there are 21,000. 

The Defense Department is 
now using improved buying 
practices and inventory control, 
largely borrowed from the auto 
industry, which have already cut 


Government Ends 
Last Control on 
Oil Industry 


WASHINGTON. — The last re- 
maining order of the Petroleum 
Administration for Defense was 
revoked last week. It was Order 
No. 3, issued Oct. 19, 1951, to in- 
crease production of aviation gaso- 
line. 

The revocation became effective 
Dec. 1. The order had been sus- 
pended since Oct. 1 of this year 
because industry capacity for 
“avgas” had been built up to a 
level adequate to meet both mili- 
tary and civilian requirements for 
the foreseeable future. 

PAD Order No. 1, limiting the 
use of tetraethyl lead in the manu- 
facture of automotive gasoline, was 
revoked Oct. 1, 1952, No. 2, which 
slowed down extension of natural- 
gas uses in areas of threatened 
shortage, passed out last March 1. 

No. 5, which imposed inventory 
and export restrictions on automo- 
tive gasoline and kerosene, was 
revoked May 23, 1952. 

No. 4 and No. 6, having to do 
with acquisition, were killed in 
June, 1952, and last Oct. 1, re- 
spectively. 





Roger Kyes 


He reported that six of the 
nation’s leading accounting firms 
are devising a new property ac- 
counting system for the Army that 
will result in adequate and accurate 
control-of the Army’s huge supply 
of weapons and supplies. 


Kyes said the “life-expectancy” 
technique, an old auto principle, 
has enabled the Air Force to save 
$100 million by the elimination of 
enormous inventories of airplane 
engines and parts which would 
never be used. 

Discussing another economy, 
Kyes said, “In Great Britain, it 
cost $6,000 a year to keep an 
American airman on a job that a 








Dealers tell me... 


British civilian could do for much 
less money. At the Burtonwoo:i 
Air Base in England, approx'- 
mately $11 million is being saved 
for the U. 8S. by the utilization «f 
British civilian personnel. 

Although he is concentrating on 
economies now, Kyes said, “I want 
to make it perfectly plain that your 
Defense Department is clearly 
aware that its real job is to provide 
our Nation with a completely aciec- 
quate defense system. 

“Neither we nor you have the 
slightest intention of trading 
national safety for dollars untaxed, 
unappropriated or unspent.” 

Because of improved Air Force 
methods, Kyes proudly revealed, 
“we can now see our way clear 
to provide 115 wings instead of 

110 in 1954, and 120 wings by 1955 

instead of 115.” 

Master of ceremonies at the 
dinner was William G. Power, 
Chevrolet advertising manager. 


(Continued from Page 3) 


your town, there is one in a nearby 
larger town. But continuity and 
repetition is important. Work with 
a small list in the beginning if 
you want to test out the plan for 
yourself. 

It is better to send cards to 1,000 
owners six times than give 6,000 
owners one shot. Copy for such 
cards is not difficult to develop 
when one has made up his mind 
the kind of appeal to make. Fol- 
lowing are suggestions to be run 
over your signature, for six cards 
that can be adopted for any dealer’s 
business: 

* x + 
3 KEYS 
TO GOOD LUBRICATION 

1. A complete knowledge of all 
the places that should be lubri- 
cated and the lubricants that 
should be used. 


2. Freedom to select the kind 
and grade of lubricant the car 
manufacturer recommends. 

3. A keen, abiding interest in 
the good performance of the car. 
As dealers selling the make of 
car you drive, we, more than 
anyone else except yourself, want 
your car to deliver the maximum 
of good performance built into 
it. The future of our business 
depends on your good will and 
the car’s good behavior. 

Our complete, correct lubrica- 
tion costs you no more. 

aa * oa 
WHY WE WANT 

TO LUBRICATE YOUR CAR 

We sell cars—the make you 
drive—and we do not want the 
good name of that car to be tar- 
nished by the kind of “lube” 
treatment you may get elsewhere. 

It costs you no more and is 
well worth driving a block or so 
to get your car lubricated by an 


Changing Percentage Shares in Business Proceeds 


PROPERTY SHARE 
(RENTS, INTEREST & DIVIDENDS) 


THE REMAINING SHARES 


1929 1939 


(#) 


1952 
(%) 


Labor's Share 
Business Taxes 


Retained by 
Business 


Other Shares 


Prepared by NAM Research Deporiment 
from Statistics of U.S. Department of Commerce 





Setback for Property Owners— 


A drastic reduction over the last 20 years in the relative share of business proceeds 
going to property owners is cited by the National Assn. of Manufacturers. Of the 
amount received by business from the sale of its output in 1929, according ‘to 
Government figures, 16.8 percent was distributed in the form of rents, interest or 
dividends. By 1952, the figure had declined to 7.6 percent. The decrease in the 

share is due chiefly to taxation, NAM says, although the percentage share 
paid out to labor increased in spite of the greater tax take. 





operator who knows the what, 
where, and how of your car’s 
lubrication needs. . 

* * 


ARE YOU GETTING WHAT 
YOU PAY FOR? 

When you have your car lubri- 
cated you pay for special knowl- 
‘edge, special skill, modern appli- 
cation tools, the grade and kind 
of oil and grease that your car 
should have, and the conscien- 
tious care that lubricates every 
place that should have lubrica- 
tion. 

Do you get all this? 

You do, if it is done here. 

* * - 


TAKES MORE THAN OIL AND 
GREASE TO LUBRICATE A CAR 
It takes know-how—a knowl- 
ge of the structure of your car. 
It demands the proper kind and 
grade of lubricant for your car. 
It must be done with scrupulous 
care—not missing any place 
where oil or grease should be 
applied—taking time to do it 
right. Merely getting it done in a 
hurry is not fair to your car. Get 
it done here, where lubrication is 
regarded with the respect it de- 
serves. It costs you no more. 
* 


CAREFUL LUBRICATION 

Do you know the location of 
every place on your car where 
lubrication is required? 

Do you know the kind and 
grade of lubricant that should be 
used in each instance? 

Do you know for sure that 
your car has been completely and 
properly lubricated when you 
have that service rendered? 

Fact is you have to trust the 
knowledge and facilities of the 
operator. 

That’s why we consider a lubri- 
cation as seriously as a major 
service operation, and do it as 
carefully. It costs no more to 
have it done here. 

a e 


It doesn’t take long to lubricate 
@ car. 
It doesn’t take much oil and 


grease. 

It doesn’t cost much. 

It doesn’t take much money for 
the one who does it. 

BUT. 


Nothing else that is done to a 
car means more to car perform- 
ance and length of life, or to the 
safety and satisfaction of the car 
owner. 

That’s why we are so careful 
—use only approved oils and 
greases—make sure that every 
place is treated — give it all that 
it needs. 

¥ * s 
Ls get started on retrievirg 
more of the total service busi- 
ness by increasing the traffic in 
the lubrication department. 


Larson Hurt in Wis. Blast 


STEVENS POINT, Wis. — Ole 
Larson, owner, and three employes 
were hospitalized after an explo- 
sion rocked North Motor-Sales Co. 
here, raising the showroom floor 18 
inches. The basement supply room 
was destroyed when the building 
caught fire. 


i 


Ts. Foo we 
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week, the second gain in three weeks. It was the biggest hike the DoS 
index had shown since mid-August. “ $570; S630. ome, a (3) soaad, yee, 
Lion’s share of the overall increase was credited to ’53 models, 2 at $600, $560", $525: coupe, $510. '47 


which zoomed upward $116. They had plunged $148 the previous week, 


Used-Car Auction Prices 


Market Trend (8) sedan, $1,810*, $1,700*; ‘Victoria, 
$1,800*, $1, 740*, $1,650°, 51 Vietoria 
The overall average price of wholesale used cars increased $4 last sedan, $1,085*, $805; Custom (8) sedan 


, 





sedan, $560 
$700, '$450, $440. 


FORD — '53 %-ton piekup, $1,050; tom 


$1,005*, 3900," 


: conv., $500. 


however. The only other gain was shown by ’46s, which added $10 luxe (6) sedan, 


to their average. 


sedan, $250. 


NASH — '52 Rambler, $705. '51 Rambler, 


Biggest decline was pegged on ’52s, which fell $33. Other losses 2 at $775. 


were sustained by ’48s, which dropped $19; ’51s, a $18; ’49s, down | OLDSMOBILE — ’52 (88) sedan, $1,600*, 
$9; ’50s, down $8; and ’47s, down $4. 

Activity was somewhat improved, with the sales nite hitting an 
average of 66 percent at 10 representative auctions. Some 1,059 cars Savoy, $870; Cranbrook sedan, $750, 
were moved out of 1,600 offerings. A week earlier, the activity at nine $660. 


$1,550*. 


auctions was 61 percent. There were 1,009 cars sold out of 1,661 wagon, 9700 


offerings. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


DENVER 


(Denver Auto Auction. Sale every Tues- 

day. Prices are for sale of Dec. 1.) 
(Steady on new cars, used cars slightly 
off. 80 cars sold out of 148 offerings.) 

BUICK—’53 Riviera 2-dr., $2,269. '51 RM 
coupe, $1,155. "50 RM coupe, $915. 

CADILLAC—’53 (62) 4-dr., $3,535* (ps). 
’51 (62) 4-dr., $2,035%, °50 (62) 4-dr., 
$1,585*. 

CHEVROLET — '53 Bel Air sport coupe, 
$2,045; conv., $1,810; 4-dr., $1,795, $1,- 
780, $1,715; 2-dr., $1,730, $1,660, $1,- 
615; (210) 2-dr., $1,450; %-ton pickup, 
$1,115. '52 4-dr., $1,000. 

CHRYSLER — ’54 Windsor 4-dr., $2,555*. 
’53 NY 4-dr., $2,500*,. °51 Windsor club 
coupe, $1,000*. °49 Royal 4-dr., $765*, 
$215. '47 NY 4-dr., $240. 

DeSOTO—’51 Custom 4-dr., $905. 

DODGE — ’53 Meadowbrook 4-dr., $1,330*; 
club coupe, $1,125. °51 Coronet 4-dr., 
$780, $530. 

FORD—’53 (8) ranch wagon, $2,035*; Vic- 
toria, $2,005*, $1,765, $1,350; conv., $1,- 
955*; Custom (8) 4-dr., $1,665, $1,230. 
pd Victoria, $1,440. 51 ‘Custom (8) club 

, $935; 4-dr., $900; 2-dr., $835. 
Y¥—'53 Custom sport coupe, $2,- 
375, $2,230; 4-dr., $2,200, $2,125. ‘51 
4-dr., $955. °50 4-dr., $780; club coupe, 
$670. °49 sport sedan, $500; station 
wagon, $410; 2-dr., $405. 
ASH —’51 Ambassador 4-dr., $755. ’50 
Statesman 2-dr., $515. 
a yr "53 (88) Holiday, $3,110* 


ritiosas $2,490 

—'54 Plaza suburban, §$2,- 
025°; a coupe, $1,615; Belvedere 4- -dr., 
$1,875*. ’51 Cranbrook 4-dr., $630. '48 
Special Deluxe 4-dr., $335. ‘47 4-dr., 


$275. 
PONTIAC—’'53 Chieftain (8) 4-dr., $2,374* 


(ps). '49 Deluxe 4-dr., $605*. 
STUDEBAKER—’48 Commander (6) 4-dr., 


$245. 
MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every | 


Monday. Prices are for sale of Nov. 30.) 

(Activity and attendance off, prices 
lower than previous week. 40 cars sold 
out of 93 offerings.) 

BUICK — ’53 Special 2-dr., $1,890*. ’51 
Special 2-dr., $1,000*. °50 Super 4-dr., 
$645*. °47 Super 4-dr., $460. 

CHEVROLET—’53 (210) 2-dr., $1,350. '51 
FL Deluxe 4-dr., $765*. '50 FL Deluxe 
2-dr., $690. ’48 SM 2-dr., $340. °47 FM 
aerosedan $350; SM 2- dr., $250; Deluxe 
sedan, $190. ’46 SM club coupe, $320. 

CHRYSLER—’47 Windsor conv., $210. 

FORD—’53 Custom (8) 2-dr., "$1,620. "52 
Custom (8) 4-dr., $1,150. ’51 Custom (8) 
4-dr., $770*. '50 Custom (8) 4-dr., $700*; 
Deluxe (8) 2 at $650, $615, $575 ,$465. 
"49 Custom (8) 2-dr., $500, $475, $465, 
$420. '47 Deluxe 2-dr., $350. 

FRAZER—’48 4-dr., $105*. 

MERCURY—'49 Custom 4- dr., $500*. 

OIL. DSMOBILE—’50 (88) 4-dr., $730, $705. 

PLYMOUTH — ’51 Cambridge’ club coupe, 
$705, $655, $650. '50 Deluxe 4-dr., $670. 

PONTIAC—’51 Chieftain (8) 4-dr., $1,015*. 
*50 Chieftain (8) 2-dr., $615*. 

STUDEBAKER —’50 Champion 2-dr., 
$575*. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every | 


Friday. Prices are for sale of Dec. 4.) 
(100 cars offered for sale.) 

BUICK—’50 Super Riviera sedan, $895. 

CADILLAC—’53 (60) Special sedan, $4,- 
250* (ps). '50 ($2) sedan, $1,710*. 

CHEVROLET—’53 Bel Air sedan, $1,380. 
’52 SL Deluxe sedan, $1,175, $1,030*; 
Bel Air, $1,180. °51 SL Deluxe sedan, 
$660. ’°50 SL Deluxe sedan, $590, $560, 
$545. °49 SL Deluxe sedan, $575; conv., 
$440. °48 FL sedan, $340; Aerosedan, 
$410; SM, $400. 

DeSOTO — ’52 Custom sedan, $1,120. ’51 
Custom sedan, $905. '50 Custom sedan, 
$805. '49 Custom sedan, $580. 

DODGE—’53 Coronet (8) sedan, $1,545*. 
*50 Wayfarer coupe, $490. 49 Coronet 
sedan, $375. '47 Custom sedan, $360. ’46 
Custom sedan, $175. 

FORD—’51 Deluxe (8) sedan, $715*. '50 
Custom (8) sedan, $570. '49 Custom (8) 
coupe, $475; conv., $450. '48 Custom (8) 
sedan, $320. 

LINCOLN. ’50 Cosmopolitan sedan, $840*. 

MEROCURY—’52 sedan, $1,390*, $1,370*. 

NASH—’53 Ambassador sedan, ‘$1,980, *50 
Ambassador sedan, $580. 

OLDSMOBILE—’49 (98) conv., $690*. '48 
(78) sedan, $350. 

PLYMOUTH — ’52 Cranbrook club, $925, 
$860. °51 Cranbrook club, $790; sedan, 
$700; Belvedere, $895. '°50 Deluxe sedan, 
$530. °49 Special Deluxe, $505, $435. 

PONTIAC—’53 Chieftain (8), $1,800*. '51 
(8) Catalina, $1,225*. ‘50 (8) sedan, 
$710. °48 (8) sedan, $475. 

STUDEBAKER — '51 Commander sedan, 
$710*. °50 Champion sedan, $580. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Thursday. Prices are for saie of Nov. 27.) 
(Sold 105 cars out of 205 -) 
BUICK—’51 Super sedan, $1,200; Riviera, 

$970. °50 Special sedan, $575, $550; RM 


sedan, $525. 

CADILLAO — '52 (62) sedan, $3,075*. '50 
(62) sedan, $1,850 

CHEVROLET — '53 Bel Air sport coupe, 





390°, $1,276°, $1,200; Custom (6) sedan 


Super Deluxe (8) conv., $225. '46 De- 


PLYMOUTH—’'54 Savoy sedan, $1,725*. 52 
Cambridge sedan, $900. '51 Concord 


WILLYS — '50 Jeepster, $390. °51 station 


dowbrook sedan, 


"ie lee ape “es:|| Average Used-Car Prices 


*46 Deluxe sedan, $130. (Compiled by Automotive News) 


60, $690, $675, $600; 
$725; Custom Deluxe 
"49 Custom (8) sedan, 


$330. °41 Deluxe (6) 


(ps). °52 (62) 4-dr., $3,200 
S) 





Dec. 1953 Nov. 
To Date 1953 
$1,910 $1,937 

1,181 
876 


| usazelel? 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


(ps); (62) coupe, $3,765* ashe’ eS tnns; perial 4-dr., $1,185*; Windsor 4-dr., 


$965*°. °50 Windsor coupe, $995*; 4-dr., 


coupe, $2,955°*; (60! 4-dr., $3,170* $855*. '49 Windsor 4-dr., $670*. 
LOS ANGELES Cpah, $8,045" (ps). "61 coupe deville, | posomo-— sa Fire Dome 4-dr. $2,625°, 
(Los Angeles Auto Auction. Sale every $2,725*; conv., $2,400*; (60S) 4-dr., ’52 Fire Dome 4-dr., $1,430* ’ (ps) 51 
Tuesday. Prices are for sale of Dec. 1.) $2,375; (62) 4-dr., $2,215*. ’50 conv., Deluxe club coupe, $740. ’47 Deluxe 4- 
$1,800°, $1,735*; (210) sedan, $1,300°.|  (whetesale volume remains steady $2,045*; (61) 4-dr. ,$1,640°, "49 (62) | ar. $260. : 
SL. Deluxe gy tg 51! Price held even on most models this | °OnV., $1, A-dr., $1,280°. 48 (62) | nonGE—'53 Meadowbrook Suburban, $1, 
@ se ; *? + 
uxe | week. Sold 239 cars out of 418 offer- coupe, $685°. ‘at (62) 4-dr., $635, $580, 600. ’52 Diplomat, $1,100*. ’51 Coronet 


sedan, $800; SL Deluxe conv., $690; ings.) 
%-ton pickup, $505. '50 SL Deluxe sedan, BUICK—’53 Super 


$620, $550, $535. °49 FL Deluxe sedan, os ¥ 
$610, $530, $500. 48 FL aerosedan, $500, | $325 59 °4, Suber Riviera, 2-dr., $1,250", 
$410, $420. ‘47 FL sedan, $390, $375. "46 $695*. °49 Super sedanet : 


CHEVROLET—’53 (210) club coupe, $1,- 4-dr., $940*; Diplomat, $910*. ’50 Diplo- 


Riviera 2-dr., $2,750*, 500. '52 SL Deluxe 4-dr., $1,120, 


$920; FL 


$1,100; mat, $875*. 


2-dr., $1,050; SL Special 2-dr., $940. '51 
sedanet, | conv., *ios". ‘50 Bel Air, 2 FORD—'53 Victoria, 7 320* (ps), 2 


$650*, $405; Deluxe 4-dr., $920; SL Deluxe, 2-dr., 


$2,110*, $2,095*, $2,055, $1,880; 
(8) station wagon, fairs 4-dr., $1,630; 


eM sedan, $285. °41 station wagon, $400. *. i ° * * ee - : 
conv., $515*; RM 4-dr., $515*, $505*. $810*, $805*. '49 SL Deluxe 4-dr., $725; (6) £-100 pickup, $1,255. ’52 ‘Victoria, 


"39 sedan, $280. ’48 RM _ conv., 


$400*; Super sedanet, 2-dr., $700; FL Deluxe 2-dr., 


CHRYSLER — '50 Windsor sedan, $700, $315. '47 RM 4-dr., $250; Super 4-dr., $655; SL Special 4-dr., $580. 
$205. °45 Super 4-dr., $245. CHRYSLER — '53 Windsor Newport, $2,- 


$680. 
DeSOTO — ’52 Fire Dome (8) sedan, $1,- 'CADILLAO — '53 coupe deVille, $3,915* 500°. 


$670; 4-dr., 


51 Saratoga 4-dr., $1,250*; Im- (Continued on Page 40, Col, 2) 


$1,465, $1,455, $1,445*. '51 Victoria, 2 at 
$1,160, $1,100*; Custom (8) 2-dr., $935; 


i-t-h-a-c-a—can spell Profits..... 


where can you sell most per dollar? 


WE DOUBT that Cornell stu- 
dents are responsible—couldn’t be, 
really—but only one other city in 
New York State of as large or 
larger population does as much au- 
tomotive service station business 
per capita ... that means gas, oil, 
tires, etc. . . . as does Ithaca. 


Actually 2.7 times as much is 
done in Ithaca as in the New York 
City area including Westchester 
and Long Island; 75% more than in 
Buffalo; 55% more than in Syra- 
cuse. In fact only 5 smaller cities 
in the State where local news- 
papers are published, do as well. 


Experienced automotive men 
know big cities lag behind small 
ones in sales potential per capita 
—and isn't it per capita that 
counts, so long as you must pay 
more for 50,000 circulation than 
for 30,000 or 20,0007 


Many of these high-potential 


smaller cities are overlooked in 
the rush for highly competitive, 
high cost, big cities where big 
totals are permitted to over- 
shadow big profits. 


That’s why newspaper advertis- 
ing is so important to the automo- 
tive business. It’s “Every Family” 
advertising! The automobile of the 
mass family and the farm family 
burns as much gasoline, wears 
tires as fast as that of the rich 
family—often requires more serv- 
ice and replacements. 


Yet great names like Cadillac 
and Esso Extra .. . leaders in 
their fields . . . advertised in news- 
papers consistently from the very 
beginning, in newspapers more 
than in any other medium... 
have always enjoyed the im- 
portant economy of advertising 
where they have dealers who can 
sell — avoiding waste where they 
do not. 


NNO FORM of advertising that 
is limited in appeal only to those 
who like certain entertainers, or 
certain "shows" or certain types 
of periodicals . . . none of these 
can be “Every Family Advertis- 
ing." None of these can assure you 
of reaching, at best, more than 1 
in 3 or 4 of the people . . . usually 
less than 1 in 10. That's why suc- 
cessful automotive dealers and 
distributors have always preferred 
newspaper advertising in their 
markets, reaching their people . . . 
ALL of their people. 


Ask any J. P. McKinney office 
about automotive sales figures 
on a per capita basis. Or about 
“The Nationwide Newspaper 
Formula’ which shows the 
means of obtaining essential 
newspaper coverage in every 
county, sectionally and 
nationally. 


J. P. McKINNEY & SON 


30 Rockefeller Plaza 
New York 20, N. Y. 


400 N. Michigan Ave. 
Chicago 11, Ill. 


REPRESENTING: The Hartford, Conn., Times @ The Danville, Ill., Commercial News 
®@ and in New York State: The Albany Knickerbocker News @ The Beacon News 


© The Binghamton Press @ The Elmira Advertiser @ The Elmira Star-Gazette ® The Elmira Sunday Telegram @ The Ithaca Journal ® 
The Malone Telegram @ The Massena Observer @ The Newburg News ® The Ogdensburg Journal @ The Ogdensburg Sunday Advance News 


The Williamsport, Pa., Sun, Gazette & Bulletin 


@ The Olean Times - Herald @ The Potsdam Courier & Freeman @ 
The Rochester Times-Union @ The Saratoga Springs Saratogian 


681 Market Street 
San Francisco 5, Calif. 


The Plainfield, N. J., Courier News @ 


The Rochester Democrat & Chronicle @ 
@ The Utica Observer- Dispatch @ The Utica Daily Press 
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and Construction .. . 





Toll-Highway Activity 


To Reach Peak in °54 


— highway financing and, 
construction will reach a peak 
in 1954, with an increasing number 
of states figuring in such de- 
velopments and studies of possible 
future projects, reports from state 
capitals indicate. 

Among the latest current and 
prospective developments are the 
following: 

ARKANSAS: A study of the 
state’s highway financing 
problems is being conducted by 
the State Legislative Council. 

Connecticut: Plans have been 
announced for the sale of $50,000,- 
000 to $60,000,000 in bonds as part 
of the financing of the 125-mile 
toll highway being constructed 
across eastern Connecticut. The 
entire project is expected to cost 
more than $200,000,000. Bonds will 
be secured by gasoline taxes as 
well as toll receipts. 

Friorma: The acting governor has 
asserted that he wants to con- 
struct a “bob-tailed” toll highway 
extending 103 miles northward 
‘from Miami. Engineers have esti- 
mated such a road could be con- 
structed with a $62,000,000 bond 
issue. 

Georaa: A bill to authorize a 
cross-state, $225,000,000 toll super- 
highway is pending. The measure 
“would create a new Georgia Bridge 
and Turnpike Authority, which 
could finance and construct the 
much-discussed Georgia section of 
a ‘projected north-south toll super- 
highway, as well as other toll road 
and bridge projects. ‘ 


LuNoIs: Evan Howell, chairman 

of the Illinois Toll Roads Com- 
mission, has revealed plans for 
completion within two years of a 
toll road in the Chicago area to 
tie in with a projected Indiana 
link in a toll road system to the 
Eastern seaboard. 

INDIANA: State Toll Road Com- 
mission announced a -$280,000,000 
revenue bond issue to finance con- 
struction of the projected toll 
superhighway across northern In- 
diana would be marketed Dec. 17. 

KANSAS: port 


: A preliminary re 
on a Kansas City-Topeka-Wichi- 
ta toll highway is expected to be 
ready by mid-January. 
Kentucky: Plans for the financ- 
ing and construction of a $30,000,000 
toll highway between Louisville and 


Dealer Ad Flays 
‘Overproduction’ 


At Year’s End 


WORCESTER, Mass.—FitzHenry 
Cadillac-Chevrolet has publicly de- 
nounced what it describes as over- 
production of cars at the end of 
the year and has urged the public 
to take advantage of depressed 
prices in a “disturbed” used-car 
market. 

In a display ad in the Worcester 
Sunday Telegram, the firm said 
that factories “perennially provide 
a surplus of outgoing models im- 
mediately prior to new model an- 
nouncements,” which “is particu- 
larly maddening to most dealers, 
who have vainly requested, and 
been denied, extra cars during the 
production year, and never can be- 
come quite reconciled to the fac- 
tories’ remarkable last-minute abil- 
ity to ship such cars when the need 
for them is long past.” 

“This year, in addition,” the ad 
continued, “we have witnessed a 
mad production race in which one 
of the ‘Big Three’ has callously 

a quantity of cars far 
in excess of the resources of his 
dealer organization to merchandise 
x ” 


The ad said that this production 
“has brought on a rash of hysteri- 
cal ‘giveaway’ sales across the 

of which have been 
as phony as the proverbial ‘three 
bil’—in order to clear the 
decks prior to. their new model 






company pre- 
(in 1954) to 
the part of the principal 


Elizabethtown are being deferred 
pending the outcome of litigation 
to test the validity of the 1950 
state toll road enabling act. 

Maine: Construction work 
is under way on the $55,000,000 ex- 
tension of the Maine Turnpike 
from Portland to Augusta, with a 
1955 completion target date. Plans 
are to open the Portland-to-Lewis- 


ton link sometime next year. 
+ ” * 


ASSACHUSETTS: Bonds to finance 

construction of the projected 
$200,000,000 cross-state Massachu- 
setts toll highway are expected to 
be offered early in 1954. 


MICHIGAN: After receiving a | 


preliminary report indicating the 
feasibility of a proposed 176-mile 
toll road running west from De- 
troit toward Chicago, the Michi- 
gan Turnpike Authority named 





an underwriting group to pre- 

pare a revenue bond issue of 

some $215,000,000. 

Meanwhile, feasibility surveys of | 
a proposed $100,000,000 turnpike 
running 102 miles from Detroit to 
Bay City are being made. 

New Jersey: Recent marketing 
of $135,000,000 in state-guaranteed 
bonds completed financing for the 
$285,000,000 Garden State Parkway, 
construction of which is scheduled 
for completion in 1954. The new 
extension will run from the Newark | 
Airport interchange to the Hol- | 
land Tunnel plaza in Jersey City. 

New York: Although it is still) 
too early to estimate the final cost | 
of the new toll superhighway being 
constructed from New York City 
to Buffalo, the State Thruway 
Authority announced it had already 
spent or obligated on the project 
approximately $506,000,000 or $6,- 
000,000 more than the original 
authorization. Completion of the 
427-mile route is scheduled by 1955. 

The thruway authority also is 
committed by law to construct four 
feeder routes totaling 108 miles as 
well as a five-mile link from the 
thruway interchange at Nyack to 
the northern terminus of the New 
Jersey Turnpike. While no official 
estimates of the cost of the ex- 
tensions have been announced, it 
previously was unofficially esti- 
mated that such connections with 
the main route would cost at least 
$150,000,000. 5 

Under authority of a new law 
enacted in 1953, the Jones Beach 
State Parkway is expected to 
market a $40,000,000 bond issue 
before April. 

. = o| 
Or: State Turnpike Commission 
hopes to open 22 miles of the 





eastern end of the Northern Ohio 
Turnpike by Nov. 30, 1954, nearly a 
year before the rest of the 241-mile 
project is completed. 

State Highway Department funds 
are being sought to finance a 
survey of a proposed 300-mile toll 
road between Cincinnati and Con- 
neaut. 

PENNSYLVANIA: State Turn- 
pike Commission officials have in- 
dicated a quarter - billion - dollar, 
125-mile northeast extension of the 
Pennsylvania Turnpike system is 


being scheduled for financing in 





January and construction early 
in 1954, 

Engineering surveys also are 
under way for another projected 
Pennsylvania Turnpike extension, 


| which will run to Erie. 


Texas: Following its approval of 
a tentative route for a toll highway 
between Dallas and Fort Worth, 
the Texas Turnpike Authority 
named a committee to negotiate a 
contract with an engineering firm 


|to make an economic feasibility 


survey of the project. 
* * + 
yo: A meeting of highway 
planning officials of Virginia, 
North Carolina and West Virginia 
is scheduled Feb. 6 in Roanoke for 
further consideration of the traffic 
load to be dispersed in Virginia 
and North Carolina when West 
Virginia completes construction of 
its 88-mile toll highway now being 
built between Charleston and 
Princeton, 

WEST VIRGINIA: An official 
estimate of how much more 
money it will take to complete 
the West Virginia turnpike was 
delayed, but figures made public 
indicated that original construc- 
tion cost predictions already have 
been exceeded by more than $20,- 
000,000. 

Construction contract commit- 
ments thus have passed the $80,- 
000,000 mark that ranges about 
$20,000,000 higher than the $60,- 
000,000 set out as construction costs 
two years ago. 

Wisconsin: Constitutionality of 
Wisconsin’s new toll road enabling 
act was upheld by the State 
Supreme Court. Enacted by the 
1953 legislature, the law provided 
for the creation of the State Turn- 
pike Commission to study and 
construct, if found feasible, a cross- 
state toll highway running from 
the Minnesota to the Illinois border. 


NADA Convention 
To Dramatize 


Road Dilemma 


MIAMI BEACH.—One of the 10 
major business sessions scheduled 
for the NADA convention Jan. 9-13 
will be a dramatic presentation to 
focus attention on the nation’s 
highway and parking needs. 

Alton M. Costley, chairman of the 
convention committee, said the spe- 
cial program will outline what 
dealers can do to help their cus- 
tomers to get out of the “traffic 
muddle.” It will be presented in the 
Miami Beach Auditorium at 11la.m., 
Jan, 13. 

Entitled “It’s Your Future,” the 
skit will portray the extent to 
which inadequate highway and 
parking capacity is preventing mo- 
torists from enjoying the maximum 
benefit of their cars. 

“American motorists are paying 
for good roads and parking facili- 
ties,” Fribley said, “but they are 
not getting them. Instead, they are 
paying inereased costs for products 
transported by trucks, lost time on 
the highway because of congestion, 
and in accidents and death.” 

Walter B. Cooper, NADA director 
for Colorado and a Chevrolet dealer 
in Fort Collins, will narrate the 
presentation. In the past year, 
Cooper has addressed hundreds of 
dealers on the highway problem. 
He formerly served on the Colorado 
Road Commission. 


Packard Deal in Detroit Suburb— 


Ross H. Schroeder (left), Detroit zone manager of Packard, congratulates Myron D. 
he doesn’t in- | Martin, president of Martin Bros. Packard, Inc., Birmingham, Mich., upon his new 
franchise. Standing is Harold G. Martin, vice-president. 





Cadillac's Oldest— 


November Sales 


Best for Ford 
In 28 Years 


DEARBORN.—The nation’s For< 
dealers sold 103,399 new cars las 
month—the largest November sale 
total since 1925. 

L. W. Smead, Ford divisio: 
general sales manager, said No 
vember new-truck sales, totalin; 
27,672, were the highest for an; 
November by 4,000 units. 

He added that November used 
car and truck sales were also thx 
highest since Ford division began 
keeping used-car and used-truck 
records in 1947. 

“An indication of the sound po- 
| sition of the 6,400 Ford dealers is 


Joseph L. Malachinski (right), Detroit, a|the fact that the supply of new 


craftsman at Cadillac for more than 50 
years and the division's oldest employe 
in length of service, receives special recog- 
nition from Don E. Ahrens, general man- 
ager, at a banquet of the Cadillac 25-Year 
Club in Detroit. The club has more than 
1,113 members. 





and used cars and trucks on hand 
at the end of November remained 
at approximately the October 
level,” Smead said. 

Smead stated that the present 
selling pace indicates that 1953 will 
be second only to 1950 in postwar 
Ford car and truck sales. 





Affecting Factories and Dealers... 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 

Harold Jaeger, general manager 
of Geyer Advertising, Inc., told the 
Hartford (Conn.) Advertising Club 
last week that the present era of 
mechanical selling has given the 
“real advertising practitioner his 
greatest, goldenest, most heaven- 
sent opportunity in the history of 
advertising.” 


“When very little depends on 
the selling influence of the clerk 
behind the counter, and every- 
thing depends on the ideas the 
customer already has in his head 
when he walks up to the counter, 
who could ask for a sweeter setup 
for advertising?” Jaeger asked. 


Discussing the history of ad- 
vertising, Jaeger pointed out how 
both money spent on advertising 
and overall sales have increased 
in the past 20 years. 


“In 1935,” he said, “personal con- 
sumer expenditures were worth 
$56,200 billion and the advertising 
to move it was $1,690 billion. Last 
year, personal expenditures were 
$218,100 billion, and advertising 
was $7,149 billion. 

“There has never been more op- 
portunity for advertising than 
exists today to prove its place in 
the economic or social or political 
scheme of things,” Jaeger declared. 
“This is the period that should 
weed the hucksters from the 
craftsman — the personality boys 
from the businessmen.” 

Salesmanship has slipped bad- 
ly, he said, offering this ex- 
ample: “Look in your drugstores. 

Related selling by the salesperson 
has gone to pot. Instead, you have 
two-for-one banded deals because 

the manufacturer can’t depend on 
the clerk to suggest the second 
item any more. The giant self- 
service supermarkets are a monu- 
ment on the grave of personal 

salesmanship. 

“Too many people back of retail 
counters aren’t salespeople—they’re 
order takers. And many of them 
condescend to take your order only 
if you'll be patient enough to wait 
until they finish swapping the dope 
among themselves about last 
summer’s vacation or tonight’s big 
date.” 

That is the reason, Jaeger said, 
why “we in advertising have got to 
deliver a product to a client that 
produces results, just as he delivers 
merchandise profitably, and to 
proper specifications, to his custom- 
ers. This requires precise and 
meticulous organization of our 


}|people and their efforts to make 


sure that we are working in con- 
cert — and without deviation — on 
any given subject.” 

* = 7 


Ryan Gets Silver Tribute 
Barry Ryan, president of Ruth- 
rauff & Ryan, New York advertis- 
ing agency, was honored by the 
firm’s vice-presidents in observance 
of his 25 years with the firm. 
More than 20 of the agency’s 
New York staff attended the party 
held in the firm’s officies at 405 
Lexington Ave. Ryan was presented 
with a silver cigaret case, on which 





was engraved the signature of each 
of the host vice-presidents. 
* * x 


Record in Automotive Ads 

The Progressive Farmer re- 
ports an alltime high in both auto 
and total advertising during 1953. 
Automotive advertising amounted 
to 292 pages. 

The 68-year-old publication also 
announced that the January 
issue will carry 11 percent more 
advertising than the alltime high 
for that month, set in January, 
1953. 


* * * 


Post Film for Dealers 

A 16-minute film, turned out by 
the Detroit office df the Saturday 
Evening Post, tells “The Story of 
Magazines in Auto Advertising.” 


Ed Chapin, manager of the De- 
troit office, said the film’s purpose 
is to answer a perennial question 
of auto dealers: “Why do factor- 
ies spend so much on magazine 
advertising?” 

The film, which utilizes a semi- 
animated technique, will be made 
available to dealer advertising com- 
mittees and to field personnel of 
various auto manufacturers. The 
film points out that Post readers 
and new-car buyers fall very nearly 
into the same income segments. 

* * = 


Reiss Joins Collier’s 

Jack Reiss has been named ad- 
vertising sales manager of Collier’s, 
it is announced by Shepard Spink, 
Crowell-Collier Publishing Co. vice- 
president. 


Reiss, who formerly was publish- 
er of Quick, is giving up a partner- 
ship in Oakes Publishing Co., a 
Chicago catalog firm, to join Col- 
lier’s. 

+ * » 


Ford Milestone Hailed 


Ford dealers of New England 
ran ads in 222 dailies and week- 
lies, commemorating production 
of the 1,000,000th vehicle at the 
Ford division plant in Somerville, 
Mass., and expressing thanks to 
the public for the support that 
made the milestone possible. 

Combined circulation totaled 4,- 
514,504. Ad size ranged from 590 
to 1,350 lines. 


* * ? 


Dealers’ Eyes on Safety 


Detroit Plymouth dealers are 
sponsoring a new television pro- 
gram—the “Plymouth Safety Eye” 
—a picturization of actual traffic 
incidents involving drivers and pe- 
destrians as they make their way 
about the streets of the city. 

The program is designed to pro- 
mote traffic and pedestrian safety 
education in the Detroit area. 

To increase and localize the im- 
pact of the program, a “Safety 
Man,” Orrin Griswold, also will be 
available to talk before various 
groups. 

Powell-Gayek Advertising, Inc., is 
the agency for the Plymouth dealers. 
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Belgians Study C.I.T. Operations— 


The role of industrial financing was studied by 15 industrialists from Belgium 
during a visit to C.I.T. Financial Corp. offices in New York. Douglas Brown (right), 





By H, Bowden Fletcher 
Staff Correspondent 

YDNEY, Australia. — (UTPS) — 

New - vehicle sales for October 
were the highest since April, 1952. 

They totaled 15,329, compared with 
14,904 in Septemebr and 13,012 in 
August. 

The October total included 10,- 
627 cars, 2,985 utilities, 365 panel 
vans, 1,157 trucks, 26 buses, 159 
station wagons and 11 other vehi- 
cles. Metropolitan areas took 6,- 
599 and rural districts 8,730 of 
the sales. 

New service stations are spring- 
ing up all over Australia under the 
scheme for one-brand stations, The 
average unit being erected costs 


about $20,000, excluding the cost of 


the land and pump installations. 
*€ * * 


Streetcars to Buses 


.— New South Wales De- 
partment of Road Transport 
has decided to replace all street- 
cars in the City of Sydney with 
buses. Lower operating costs and 


Auto News from Australia 


New-Vehicle Sales Total 15,329 in Month, 
Best Figure Since April, 1952 








The Government of New Zea- 
land has agreed to increase im- 
port licenses by 50 percent for 
the year of 1954. 

Duly & Hansford,. auto spare 
parts manufacturer, says it is ex- 
porting to New Zealand, Singapore, 
Malaya and India in the face of 
competition from overseas manu- 
facturers. 

The chairman of directors said 


|that the export trade was steadily 


increasing and that general trading 


|conditions are better than they 


have been for two years. 
- *- + 


Holden Forecast 


. production for 1954 is 
expected to be 54,000 units. 
The company is making special 
efforts to reduce costs so that an 
export market can be developed. 
The Holden has maintained its 
| place at the head of domestic sales, 
but is closely challenged by Ford 
and Austin in the commercial class. 
+ - + 


Crackdown on Drivers 





Department, has canceled 1,041 
driver’s licenses and refused 823 
licenses in a 12-month period. 

During that period, 663 persons 
were killed and 12,459 were in- 
jured in 24,382 accidents in the 
state. There are approximately 
900,000 licenses in force in New 
South Wales, 

Caravan Park, Ltd., which last 
year passed dividend, is back on 
the dividend list with 8 percent, 
compared with 10 percent in 1951. 

Directors reported that sales of 
domestic-type caravans were main- 
tained, but that there was a drop 
in sales to Government depart- 
ments due to restriction in public 
works. 

A new section for spare parts 
and accessories has been added and 
the results, the directors said, have 
been satisfactory. 


Pennsylvania Dealership 


Closed Down by Munch 


Munch Sales & Service (Stude- 
baker), Swissvale, Pa. has been 
disbanded. 

Emil Munch is planning to lo- 
cate in Florida. His shop foreman, 
Bud Moreau, has set up Bud 


Moreau Auto Repairs at 2006 S. 
| Braddock Ave. 


flexibility of service are credited to 
the buses, 


executive of C.I.T., shows F. C. Allegoet (left) and A. J. Verboomen some models of 


ge ITS road safety drive, the New 
products financed by the firm. 


South Wales Road Transport | 


New Commarea Car Registrations, All States for October, 1953-1952 











































Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 


Truck registrations by states are re- 
leased here weekly, as compiled by 
R. L. Polk representatives in state 
capitals. 
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The following advertised-delivered prices $2,207.25. Belvedere—4-dr. , $1,953.25; 


include the retail list price suggested by 
the factory, provision for Federal taxes, 
and suggested delivery and handling 
charges. They do not cover transporta- 
tion costs, state and local taxes, op- 
tional equipment or any other charges 
that may be passed on to the retail buyer. 


BUICK — Special 4-dr. Deluxe sed., 


$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 
Super — 4- -dr. Riviera, $2,696. 17; Riviera 
epe., $2,610.56; conv., $3,001. 59; stat. 
wag., $3,429.73. Roadmaster — 4-dr. Rivi- 
era, $3,254.36; Riviera cpe., $3,358.05; 
conv., $3,505.56; stat. wag., $4,030.73; 
Skylark sports car, $5.000. (Dynaflow 


standard on Roadmaster models, optional 
at $192.50 on all others.) 


CADILLAC — Series 62—4-ar. sed., $3,- 


666.26; cl. cpe., $3,571.33; coupe deVille, 
$3,994.57; conv., $4,143.72. Series 60 Spe- 
cial—4-dr. sed., $4,304.88. Series 75 — 8 


pass. sed., $5,604.34; lim., $5,817.73. Eldo- 
rado—conv., $7,750. (Hydra-Matic stand- 
ard on all models. ) 


CHEVROLET — One - Fifty — 4-dr. sed., 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus, cpe., $1, 524; 6-pass. stat, wag., $2,- 
010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag., 
$2,123; 8-pass. stat. wag., $2,273. Bel Air 
—4-dr. sed., $1,874; 2-dr. sed., $1,820; spt. 
cpe., $2,051: conv., $2,175. Corvette—conv., 
$3,513. (Powerglide standard on Corvette, 
optional at $178.35 on Two-Ten and Bel Air 
models. ) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,562 (8-pass., $3,492.25); cl. cpe., $2,- 
540.50; Newport, $2,830.75; conv., $3,- 
045.75; stat. wag., 





$3,321. New Yorker— 





cpe., $3,202; Newport, $3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, $3,- 
707.25; conv., $3,938.25. Custom Imperial— 
4-dr. sed., $4,259.50; lim., $4,797; Newport, 
$4,560.25. Crown Imperial—4-dr. sed., to be 
announced; lim., to be announced. (Power- 
Flite standard on all eight-cylinder models, 
optional at $189 on Windsor Deluxe.) 


DeSOTO—Powermaster Six — 4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75. Fire Dome V-8 
—4-dr. sed., $2,673 (8-pass., $3,558.75); 
cl. cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. 
(PowerFlite optional at $189 on all models.) 


DODGE—Meadowbrook Six — 4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8—4-ar. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—4-dr. sed., $2, 136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., to be announced; 
4-dr. 3-seat stat: wag., to be announced. 
Coronet V-8—4-dr. sed., $2,244.50; cl. ope., 
$2,223; spt. cpe., $2,380.25; conv., §$2,- 
513.75; 2-dr. stat. wag., $2,517; 4-dr. 2-seat 
stat. wag., to be announced; 4-dr. 3-seat 
stat. wag., to be announced. Royal V-8— 
4-dr. sed., $2,372.75; cl. cpe., $2,349; spt. 
cpe., $2,503; conv., $2,632. (Gyro-Matic 
optional at $130.10 on Meadowbrook Six 
and V-8. PowerFlite optional at $189 on all 
other models except Coronet Six station 
wagons. ) 


FORD—Mainline 6—4-dr. sed., $1,690.47; 
2-dr. sed., $1,641.59; bus. cpe., $1,537.33; 


Current Prices on New Cars 


4-dr. sed., $3,228.75 (8-pass., $4,368); cl. | 


stat. 


sed., $1, 782.69; 2-dr. sed. $1,733.79; 


wag., $2,018.90. Oustomline 6—4-dr. | sed. 
el. | $4,030.50. 


$8,711; hardtop cpe., $3,869; conv., 
(Hydra - Matic standard on all 


cpe., $1,743.29. Mainline ‘8 — 4-dr. sed., | models. ) 


$1,766.09; 2-dr. sed., i ee bus. cpe., 
$1,613.53; stat. wag., $2,095. Oustom- 
line 8 — 4-dr. sed., $1,858.35; han sed., 


$1,809.45; cl. cpe., #1 819.50; stat. wag., 
$2,266.76. Orestline 8—Victoria, $2,120.23: 
conv., $2,229.92; stat. -, $2,403.24; 
— optional at $184 on all mod- 
els.) 

HENRY J — Corsair Four — 2-dr. sed., 
$1,399. Corsair Deluxe Six — 2-dr. sed., 
$1,561.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 


utility, $1,836.75. Super Jet—4-dr. sed., $1,- 
954; 2-dr. sed., $1,932.75. Jet-Liner—4-dr. 
sed., $2,056.60; 2-dr. sedan, $2,045.85. 
Wasp—4-dr. sed., $2,256.11; 2-dr. sed., $2,- 
209.43; cl. cpe., $2,256.11. Super W: 

4-dr. sed., $2,465.84; 2-dr. sed., ‘exe 


cl, cpe., "$2, 465.84; Hollywood, $2,7' 
conv., $3, 004.20, Hornet — 4-dr. sed., $2 - 
768. 86; cl. cpe., $2,741.99; Hollywood, 


$2,987.75; conv., $3,287.70. (Hydra-Matic 
optional at $178.03 on all models in Jet 
category. Borg-Warner automatic trans- 
mission optional at $178.03 on all other 
models. ) 


KAISER — Carolina — 4-dr. sed., $2,- 
372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. 
sed., $2,512.79; club sed., $2,459; 4-dr. 
Traveler, $2,618.55. Manhattan—4-dr. sed., 
$2,649.63; club sed., $2,596.76. Dragon— 
$3,923.91. (Hydra-Matic standard on Drag- 
on, optional at $178.55 on other models.) 


LINCOLN — Lincoln—4-dr. sed., $3,522; 
hardtop cpe., $3,625. Lincoln Capri—4-dr. 


NASH — Rambler Super—4-dr. sed., $1,- 
995; hardtop, $1,945; Suburban, $1,945. 
Rambler Custom—4-dr. sed., $2,175; hard- 
top, $2,095; conv., $2,125; stat. wag., 
$2,095. Statesman Super—4-dr. sed., $2,- 
178; 2-dr. sed., $2,130. Statesman Oustom 
—4-dr. sed., $2,362; hardtop, $2,468. Am- 
bassador Super—4-dr. sed., $2,412; 2-dr. 
sed., $2,360. Ambassador Custom — 4-dr. 
sed., $2,595; hardtop, $2,730. (Hydra-Matic 
optional at $178.85 on all models.) 


OLDSMOBILE—Deluxe 88 —4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., $2,- 
395.25; hardtop, $2,673.39; cone. $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop, 
$3,021.75; conv. $3,228.84; Fiesta sports 
car, $5,715. (Hydra-Matiec standard on 
Fiesta, optional at $178.35 on all other 
models. ) 

PA r—4-dr. sed., $2,598; 
2-dr. sed., $2,544; Sportster hardtop, $2,- 
805. Clipper Deluxe — 4-dr. sed., $2,745; 
2-dr. sed., $2,691. Packard—Cavalier 4-dr. 
sed., £3, 244; Mayfair hardtop, $3,278; 
conv., $3,486; Patrician 4-dr. sed., $3,740; 
Caribbean conv., $5,210; formal sed., $6,- 
531; executive sed., $6,900; corporation 
lim., $7,100. (Ultramatic standard on Pa- 
triclan and formal sed., 
on all other models.) 

PLYMOUTH — Piaza 4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., aaa Savoy—4-dr. sed., $1,- 
872.50; ci. $1,835; cl. cpe., $1, 842.50; 
spt. cpe., s2.08i: conv., $2,220; 


optional at $199 





spt. cpe., $2,145; conv., $2,301; " stat. wag., 
$2,288. ¢ -Drive optional at $145.80 on all 
) 


PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. Ohief- 


8 Special—4-dr. sed., $2,089.62; 2-dr. sed., 
$2,031.45. Chieftain 8 Deluxe—4-dr. 
$2,193.51; 2-dr. sed., $2,136.32; conv 
517.66. Catalinas — Deluxe 6, $2,564 °90. 
Custom 6, a 43; Deluxe 8, $2,379.99; 
Custom 8, $2,44 Station wagons—Two- 
seat Special 6, $2, 449.61; three-seat Spe- 
cial 6, $2,505.15; two-seat Deluxe 6, 2,- 
589.61: two-seat Special 8, $2,524.61; three- 
seat Special 8, $2,580.15; two-seat Deluxe 
8, $2,663.61. Grain finish on all station 
wagons, $80 extra. (Hydra-Matic optional 
on all models at $178.35.) 


STUDEBAKER — 
4-dr. sed., $1,801.11; 2-dr. 
Champion Deluxe — 4-dr. sed., $1,918.18; 
2-dr. sed., $1,875.18; 5-pass. cpe., $1,- 
971.93; stat. wag., $2,187.23. 
Regal — 4-dr. sed., $2,026.29; 2-dr. sed., 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241.29; stat. wag., $2,295.33. Com- 


Custom— 
sed., $1,758.07. 


mander Deluxe —4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass. cpe., §2,- 
232.88; stat. wag., $2,447.88. 


Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2,340.98; hardtop, $2,502.23; stat. wag., 
$2,555.98; Land Cruiser 4-dr. sed., $2,- 
438.28. (Automatic Drive optional at $216 
on Champion, $226.50 on Commander.) 


WILLYS — Aero Lark — 4-dr. sed., $1,- 
727.15; 2-dr. sed., $1,640.99. Aero Falcon— 
4-dr. sed., $1,856.95; 2-dr. sed., $1,792.33. 
Aero Ace—4-dr. sed., $2,038.82; 2-dr. sed., 
$1,963.50. Aero Eagle—Hardtop cpe., $2,- 
157.18. Station wagons — 4-cyl., $1,862.70 
(four-v*eel drive, $2,304.55); 6-cyl., §$1,- 


‘stat. wag., | 949.22 


' 
4 







MYRLO COMPANY 


2168 W. 25th Cleveland 13, Obie 


how to SELL USED CARS 
without BIG MARK-DOWNS! 








812, Boise, Idgho. 


. 
» 
, 








Cuchtds 


PULL THE LADIES INTO 
YOUR SHOWROOM! 


Give your 1954 models this extra, success- 
making send-off! Automobile dealers 
throughout the country have increased 
traffic . . . built good will . . . brought 
in extra sales by giving away beautiful 
Hawaiian Vanda Orchids! Each corsage 
costs but a few cents . . . flown in dewy- 
fresh from Hawaii . . . and they make 
such a difference! 


Write for your free brochure, names of 
dealers who have used this promotion, 
and new low price list, today! 


H. C. Krueger, Dept. AN-123 


FLOWERS OF HAWAII 
670 South Lafayette Place Park 
Los Anooim 57, 


POSITIVE REAR DOOR 


SAFETY LOCKS 


a S) >. Y SUGGESTED 


100% EFFECTIVE—Cannot Fail 
ickly Installed or Removed. 
places Inside Door Handle. Rear Doors 
See Always Locked From Inside, but 
ned from outside as usual. 


Handle can be repl 
Delicate Parts to Break = 
Failure. — on Attractive Dis- 


This New Design HOUSER’S 
Y DOOR LOCK Ni 
No. 304 ‘vill fit more than 95% of all 
es DELIVERY 
bier cannot furnish order 


for free catalog of 
over 200 HOUSE 











AUTOMOTIVE NEWS, DECEMBER 14, 1953 


(Continued from Page 37) 


%-ton pickup, $640. ‘50 
Deluxe (6) 4-dr., $710; club coupe, $700; 
Deluxe (8) 2-dr., $620. '49 Custom (8) 
club coupe, $660, $625; conv., $620, $445; 
Custom (6) 2-dr., $530, $310; 4-dr., 
$505; club coupe, $475; Deluxe (6) 4-dr., 
$400; business coupe, $315. 


HUDSON—’51 Super (6) 4-dr., $660; Pace- 
maker 4-dr., $490. '49 Super (6) 2-dr., 
$390; 4-dr., "$300. 

LINCOLN—'51 coupe, $1,295*; conv., 
4-dr., $1,150, $1,095. ‘49 4-dr., 
conv., $655; club coupe, $615, $610. 
conv., $300, $285. '42 conv., $295. 


MERCURY—’53 Monterey coupe, $2,530*, 
$2,330; Sportsman coupe, $2,415*, $2,- 
235; 4-dr., $1,865*. ‘52 Monterey coupe, 
. $1,635*; 2-dr., $1,475;- Sport coupe, $1,- 

’51 4-dr., $1,150, $1,095. '49 ‘4-dr., 
$710; conv., $655; club coupe, $615, $610. 
’47 conv., $300, $285. '42 conv., $295. 

NASH — ‘51 Statesman 4- dr., $690, '50 
prove mga | 4- qa08 $420, $410, 390. °46 


(600) 4-d 
oubemonitk — 0 53 (98) Holiday, 2 at 
(88) Super 4-dr., $2,575* 


$2,895* (ps); 
(ps), 2 at $2,385*. ’52 (98) 4-dr., $1,- 
840*; Super (88) 4-dr., Oe é. a De- 
luxe (88) 2-dr., $1,220*; (98) 4 ‘ees: - 
215*, $1,155*. ‘50 (88) conv., $1000 
club sedan, $885*. °49 (98) 4- dr., $735°: 
(76) conv., $500*; (88) 4-dr., $395°. 47 
(98) 4- -dr., $275". '46 (98) 4- -dr., $130°*. 
PLYMOUTH—’54 Belvedere Suburban, $2,- 
250; sport coupe, 2 at $2,095; 4-dr., $2,- 
085*, $2,055*, $1,950, 2 at $1, 925, $1,- 
900. °53 Belvedere, $1,575; Cranbrook 
4-dr., $1,445. '52 conv., $i, 080; Cran- 
brook 4-dr., $960; 2-dr., $945; Cambridge 
2-dr., $885; Cranbrook coupe, $800. '51 
Cranbrook 2-dr., 


4-dr., $805; 


$615; 
$710; 
47 


coupe, $745. '50 Suburban, $935; Special 
Deluxe 4-dr., $735. °48 Special Deluxe 
club coupe, $405. 


PONTIAC—’53 Custom (8) Catalina, §2,- | 


150*; 4-dr., $1,810*. '52 (8) Catalina, 
. '51 (8) club coupe, $1,075*. ‘50 
$780*, $775*; 2-dr., 
conv., $760. °49 (8) sedan 
coupe, $695*; 2-dr., $640; (6) 4-dr., 
$670*, $595. °48 (8) club coupe, $310. 
"46 (8) 2-dr., $200. 


$770, $755; 


STUDEBAKER — ’'53 Commander — | 
1,- | 


$1,730. °52 Commander Starliner, 
190; 4-dr., $945; Champion 4-dr., $855. 
‘51 Champion Star Lite coupe, $820*, 
$755; Commander 4-dr., $730*. °50 
Champion 4-dr., $560; club coupe, $525. 
’48 Champion conv., ; Land Cruiser, 
$285, $170. '47 Commander 4- dr., $310; 
Champion 2-dr., $150. 


DYER, IND. 


(Dyer Auto Auction. Sale every Thurs- 
day. Prices are for sale of Nov. 27.) 


(Sold 109 cars out of 189 offerings.) 
BUICK — '52 Super Riviera, $2,380* (ps). 


’51 Super Riviera, $1,055; sedan, $1,190*; | 


Special sedan, $1,006*, $1,005. ‘50 Super 
sedan, $660*, $620*. °49 Super sedan, 
$525*, $250*; conv., $450°. 


CADILLAC—'50 (62) coupe, $2,005*; | 


coupe deVille, $2,175*. '46 (75) sedan, 
$330*, '41 (61) sedan, $210. 
CHEVROLET—’52 Bel Air coupe, $1,310*. 
’51 Bel Air coupe, $1,015, $945*. '50 FL 
Deluxe sedan, $775 "$700, ; 
SL Deluxe sedan, $550, $5: 


luxe sedan, $525, $485, $520. ‘46 SM 
coupe, $140. '42 FL sedan, $140. ’39 De- 
luxe sedan, $210. 


DeSOTO—’54 Powermaster sedan, $2,250*. 

DODGE — '52 %-ton pickup, $570. ‘50 
Meadowbrook sedan, $395. °49 Early 
Made sedan, $385. 

FORD—’53 Custom (8) sedan, $1,430. '52 
Victoria, $1,350, $1,300. ‘51 Victoria, 
$820; Custom (8) sedan, $915, $900; (6) 
sedan, $625. '50 Custom (8) sedan, $535. 
*49 Custom (8) sedan, $515, 2 at $400. 


‘47 Super Deluxe (8) coupe, $160. '46 
Super Deluxe (8) coupe, $225. 
= Custom sedan, $500. '50 (4) 


sedan, $370. 
HUDSON—’52 Hornet sedan, $1,045*, $1,- 


025*. '51 Pacemaker coupe, $580. 
KAISER—’51 Standard sedan, $500. 
— Cosmopolitan sedan, $400, 
ao coupe, $900. °47 sedan, 

$225, $210 


NASH—’'53 Statesman Super sedan, $1,285. 
°52 Rambler Custom ‘ee $875, "51 
Rambler Custom aS; 

OLDSMOBILE—'53 ) sedan, $2,450°. 
"52 (88) Holiday coupe, $1, 700*. °51 (88) 
sedan, $1,290*. ‘50 (88) sedan, $605*, 
$460*. '49 (76) coupe, $500°. 

PACKARD—’50 sedan, $600. 

PLYMOUTH — "52 Cranbrook sedan, $925, 
$920, $880. °'49° Special Deluxe sedan, 


$520. 

PONTIAC—’ 51 Chieftain Deluxe (8) sedan, 
$1,050*. ‘50 Chieftain Deluxe (8) sedan, 
$800*. °49 conv., $565*; SL Deluxe (8) 
sedan, $530. '47 (8) sedan, $210, $190. 
"41 (6) sedan, $150. 

TUDEBAKER—’53 Champion sedan, $1,- 
230. °52 Champion sedan, oe 
*50 Champion 


Champion sedan, $560. 





New Hudson Dealer— 


Harbor Hudson is the new Hudson outlet in Wilmington, Calif. A grand opening 
was held en the announcement day of the 1954 Hudson. Robert Grannis is president. 


$750; Cambridge club | 


, DeSOTO—’50 Custom sedan, 





sedan, $415, $425. 
$100. 
WILLYS—’51 Custom (4) wagon, $650. 
MISCELLANEOUS — '48 International 
\%-ton pickup, $240. 


OMAHA 


(Cliff Soderberg Auto Auction. Sale every 
Monday. Prices are for sale of Nov. 30.) 
(Sold 33 cars out of 93 offerings.) 

BUICK—’50 Special 2-dr., $630. 
CHEVROLET — '53 (210) 2-dr., $1,355*; 
sport coupe, $1,120. ’52 SL Deiuxe 4- dr., 
$1,080. '51 SL Deluxe 2-dr., $720. 48 
aerosedan, $505. '46 4-dr., $180. 
CHRYSLER—’53 NY Deluxe 4-dr., $1,735*. 
DODGE — '52 Coronet club coupe, $1,025*. 
’51 Coronet 4-dr., $745. 
FORD—’53 Custom (8) 
$2,220*; Victoria, $2,005*, 
tom (8) 4-dr., $1, 905*. 
coupe, $215. 
KAISER — ’51 4-dr., $650. '48 4-dr. 
MERCURY —- ’53 Monterey coupe, $2,375*; 
4-dr., $2,255*. '52 Custom 2-dr., $1,450*. 
’51 Custom 2-dr., $1,395*. 
OLDSMOBILE—’50 (88) Holiday, $725. 
PACKARD—’52 (200) 2-dr., $1,130. 
PLYMOUTH—’54 Belvedere 4-dr., $1,925*; 
Plaza Suburban, $1,915*. '53 Cambridge 
Suburban, $1, *; Cranbrook 4-dr., $1,- 
240. '52 Cranbrook 4-dr., $800. '50 Spe- 
cial Deluxe 4-dr., $650, $570, $450. - 
| PONTIAO—’53 Chieftain (8) 4-dr., $1,850. 
| WILLYS—’47 station wagon, $290." 


ALBANY 


(Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Nov. 30.) 
(Market same as last week. Bidding 
brisk with present market prices, 114 
cars sold out of 143 offerings.) 
BUICK ‘53 RM sedan, §2,275*. '50 
Special sedan, $840*, $770, $610, $520; 
Super $930*. ‘49 Super sedan, , 
CADILLAC — '53 coupe deVille, $3,950*. 
CHEVROLET—’53 Bel Air sedan, $1,800*, 


‘48 Commander sedan, 


Country Sedan, 
$1,995*; Cus- 
46 Deluxe (8) 


$120. 


$1,700*, $1,510. '52 FL Deluxe sedan, 
$1,110; $1,035. '51 SL Deluxe sedan, 
$840*; FL Deluxe, $840. '50 SL Deluxe 
sedan, $750*; club, $630; Special, $620, 
$600, $510; FL, $710*. '48 Aerosedan, 
$410. '47 FM conv., $260. 


CHRYSLER—’51 Windsor sedan, $1,000*. 
’47 NY sedan, $160*; Windsor, $140. 
$860, $740°*; 
conv., $785*. 


DODGE—' 50 Coronet club, $700*; Meadow- 
brook sedan, $490. ‘49 Wayfarer sedan, 
$540, $430; %-ton panel, $170. 

FORD—’*52 Custom (8) club, $1,190; sedan, 
$1,100*; Main (8), $950. '51 Custom (8) 
sedan, 2 at $900*, $790, $660; Deluxe 

10, $660; club, $850*; conv., $760. '50 
Deluxe (8) $530 $520; Custom, 
$620, $580, $420; club, $680, 
$420. °49 Satens o ‘sedan, $460, $450; 


sedan, $5 


(6), $500, $400; Deluxe (8) $480. 
HUDSON—’52 Hornet sedan, $1,340°, °47 
Super (8) sedan, $115 
MERCURY—’53 sedan, $1,685*. '52 sedan, 
$1,490*, $1,250. ‘51 sedan, $770; club, 
$975*. 
NASH—’52 Statesman sedan, $650*; Am- 
| bassador, $550*, °43 (600) sedan, $230. 


’47 Ambassador sedan, $160*. 
OLDSMOBILE — ’'51 (88) sedan, $1,120*. 
’50 (98) sedan, 2 at $700*; (88) sedan, 
$730*. °'49 (88) sedan, $580*. °48 (76) 
sedan, $350*; (98), $380*. 
PACKARD-—.-’51 sedan, $775*. °49 sedan, 
’53 Cranbrook sedan, §$1,- 


i. ~ 

PLYMOUTH — 

260*, °52 Cranbrook club, $920. ’51 Cran- 
brook sedan, $450; conv., $880. °’50 
Special Deluxe conv., $640. '49 Special 
Deluxe sedan, $520. '48 Special Deluxe 
sedan, $340. 

PONTIAC — 53 Catalina (8) sedan, $2,- 
160*. '52 Chieftain (6) sedan, $725; (8) 
$1,410*; Catalina (8) $1, 650*. '50 SL 
(8) sedan, $600. '49 Chieftain (8) sedan, 


$610*. °47 Torpedo (6) conv., $170. °46 
SL (6) sedan, 0. 

STUDEBAKER — '51 Land Cruiser sedan, 
$625*; Commander, $650*. °49 Land 
Cruiser sedan, $390. 

WILLYS — ’48 " Jeep, $650. °47 station 


wagon, $310*. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Wednesday. Prices for sale of Dec. 2.) 
(Heaviest in lowest priced 


with prices fairly steady. 65 
cars sold out of 109 offerings.) 
BUICK — ’'51 Special sedan, $1,050. °49 
— '53 (210) sedan, $1,500. 


Super sedan, $425*, $250; RM $250*. 
CHEVROLET 
"52 Bel Air, $1,060*°. ‘51 FL Deluxe 
sedan, $680. '50 Bel Air, $875; SL De- 
$640, $610; Special, $575, $560; 
suburban "$400. 49 SL Deluxe sedan, 
$480, $470. ‘47 FM sedan, $300, $280, 
$270. "46 FL sedan, $210. 
CHRYSLER—'50 Windsor sedan, $910. '48 
NY sedan, $450. ‘47 NY sedan, $290. 
DeSOTO—'5i Custom sedan, $990. 450 De- 


luxe sedan, $680. °49 Custom sedan, 
$660, $590; Deluxe, $550. °47 Custom 
sedan, , $290. 

DODGE — ‘51 Coronet sedan, $800*; 


, NASH — "51 conv., 


, $740, °49 Coronet 
47 Custom sedan, . 

FORD ’83 Victoria, $1,675. ‘51 Custom 
{8) sedan, $820. ‘50 Custom (8) sedan, 
$670. °49 Custom (8) sedan, $450. 

"48 (8) sedan, $280. 
OLDSMOBILE—’51 (98) Holiday, $1,150*. 
48 (76) sedan, $300, ‘47 (68) sedan; 


$125. 

PLYMOUTH—’53 Cranbrook sedan, $1,370. 
‘51 Special Deluxe sedan, $625; Concord, 
$600. ‘50 Deluxe sedan, ” $575, $550. '49 
Special Deluxe sedan, $605, $570. 

PONTIAC—’52 Chieftain (8) sedan, $1,310. 
*50 Chieftain (8) sedan, $910. '49 Chief- 
tain (8) sedan, $640. 47 Streamliner (8) 
sedan, $250. 

STUDEBAKER—’50 Champion sedan, $390. 
49 Champion sedan, $330. °'48 Land 
Cruiser sedan, $320. '47 Commander 
sedan, $250. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Dec. 1.) 
(Sold 44 cars out of 92 offerings.) 
BUICK—’48 Super conv., $260. 
CHEVROLET—’'53 (210) 4- -dr., $1,650. 
SL 4-dr., $800*. 50 SL 4-dr., $530. °48 
FL 2-dr., $470. '47 FL 2-dr., $375. °46 
FL 2-dr., $310. '41 Special Deluxe 2- 
dr., $250, $230, $125, $115, $100. 
DODGE—’49 Coronet 4- dr., $360. 
FORD—’53 Custom (8) ranch wagon, $1,- 


51 


680. °51 Custom (8) 2-dr., $775. "50 
Custom (8) 2-dr., $740. '49' Deluxe (8) 
Seen’ $450. '48 Deluxe (8) 2-dr., $450, 
$285. °47 Deluxe (8) 2-dr., $400, 
ty $310, $265. 
HUDSON—’48 (600) 4-dr., $175. 
MEROURY—’46 Custom 4- dr., $290. 
PLYMOUTH — ’52 Cranbrook 4-dr., $975. 


'48 Deluxe 4-dr., $270. 
PONTIAC—’51 Chieftain (8) 4-dr., $725 


$690. °47 Chieftain (8) 4-dr., $245. "39 
Deluxe 4-dr., $190, $150. 
STUDEBAKER—’47 Champion 4-dr., $300, 
$165. 
FT. WAYNE, IND. 
(Carl Marker’s Auto Auction. Sale 


every Tuesday. Prices are for sale of Dec. 

1.) 

(Very little change if any. Plenty 
buyers and bidding good. 99 cars sold 
out of 139 offerings.) 

BUICK—’50 Super sedan, $600. °49 Super 
4-dr., $565. '47 Super conv., $255; 4-dr., 
$225. °46 Super sedan, $200. 

OADILLAC—’53 (62) coupe deVille, $3,- 
280* (ps). "52 (62) 4-dr., $2,700*. '49 
(62) 4-dr., $1,150*. 

CHEVROLET — '53 (210) 4-dr., $1,590*; 
club, $1,310*; Bei Air 4-dr., $1,600*, 
sport coupe, $1,710*. ’52 SL 4- -dr., $1,- 
665*; 2-dr., $1,060, club, $980. '51 SL 
2-dr., $720*, Deluxe $810°, $800, $740; 
4-dr., $865, $735. '50 SL Deluxe 4-dr., 
$635; 2-dr., $635*, $610*, $590. °49 SL 
Deluxe 4-dr., $510; FL 2-dr., $570, $490. 
‘48 FL Aerosedan, $375. 

DeSOTO—’51 Custom 4- dr., $9. 

DODGE—’53 Meadowbrook 4- dr., $1,215*. 
49 Wayfarer coupe, $345; Meadowbrook 

-dr., $450. '48 Custom club coupe, $390; 
4-dr., $215. 

FORD—’53 Custom (8) 4-dr., $1,200*. 
Custom (8) conv. $1,185*. '51 Custom 
(8) 2-dr,, $850, $800; Victoria, $1,150*. 
"50 Deluxe (8) 2-dr., $520, $515. °49 
Custom (8) 2-dr., $408, $375, $350; 4- 

$470; conv., “3365. ’47 Super Deluxe 
os dr. , $300. 

HUDSON—’50 sedan, $475. 

KAISER—’51 Henry J 2-dr., $350; 4-dr., 
$575. °49 4-dr., $260, $215, $200. 

MEROURY—’53 Custom (8) 4- dr., $1,450°. 
"51 Custom (8) 2-dr., $905; 4- ar., $950. 
‘50 Custom (8) 2-dr., $705; 4-dr., $650. 
’49 Custom (8) 2-dr., 2 at $500, $390. 

NASH—’50 Ambassador 4-dr., $380. 

OLDSMOBILE—’52 (88) 4- dr., $1, 310°. 

$155; station 


PACKARD '48 conv., 
wagon, $295. 

PLYMOUTH—’52 Cranbrook 2-dr., $1,125. 
’51 Cranbrook 4-dr., $735, $720, $675, 
$615. '50 Deluxe 4-dr., $600. °46 Deluxe 


coupe, $205. 

PONTIAC—’50 Chieftain (8) sedan, $800*, 
$665. ’49 Chieftain (8) sedan, $600*. '47 
(6) 4-dr., $240. 

STUDEBAKER—'52 Champion 2-dr., $750. 
’49 Land Cruiser 4-dr., $340. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Dec. 2.) 
(Dealers hesitant, afraid to buy. 40 
ears sold out of 102 offerings.) 
ee gue Super 4-dr., $317. 
dr. 
CHE aEVROLET—'51 Bel Air 2-dr., $795. '50 


’46 Super 


SL Deluxe 4-dr., $760, $750, $710. °47 
ys 2-dr., $300, $295; FL 2-dr., $255, 
140. 


CHRYSLER—’46 .2-dr., $305. 

FORD—’53 Crest (8) 2-dr., $1,710; Main- 
line (8) 4-dr., $1,315; Victoria, $1,600. 
*52 Mainline 4-dr., $1,005. '51 Custom 


(8) 2-dr., $1,060, $700; Deluxe, $675. °46 
Deluxe 2-dr., $400. °41 Special Deluxe 
2-dr., $120, $105. 

HUDSON—’48 4-dr., $310. 

MEROURY — °49 2-dr., $460. °46 2-dr., 
$310, $125. 

OLDSMOBILE—’50 (58) 2-dr., $770. °49 
(88) 2-dr., $455. 


PACKARD—’51 4-dr. » $905. 

PLYMOUTH—’51 Belvedere 2-dr., $795. ’49 
4-dr., $170. 

PONTIAO—'49 (8) 2-dr., $575. 
2-dr., $190. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of Dec, 3.) 
(Market holding steady on good clean 
cars. 51 cars sold out of 109 offerings.) 

BUICK—’51 Special sedan, $895*. °49 RM 
sedan, $320*. 

CADILLAC—'53 (62) sedan, $3,675*. 

CHEVROLET—’'53 Bel Air sedan, $1,650. 
‘62 SL Deluxe sedan, $980, $950. ’51 SL 
Special coupe, $735; Deluxe 2-dr., $785, 
$780. °50 SL Deluxe sedan, $635*; club 
coupe, $730. '49 SL Deluxe sedan, $525. 
— sedan, $365. '46 FM sedan, $165, 
1 

CHRYSLER — '51 Windsor sedan, $1,055*. 
’47 Windsor sedan, $270. 

FORD—’52 Main (8) ranch wagon, $1,385. 
‘$1 Custom (8) sedan, $810; Deluxe, 
$775, $700. "50 Deluxe (8) sedan, $535; 
(6), $530. '49 Custom (8) sedan, $525, 
sees, uss Bates) ances ale 
sedan ’ juxe ) 

MEROURY—'40 conv., $535; club coupe, 


$465. °50 Statesman 

$365. 

OLDSMOBILE—'50 (88) $710. 
(€8) sedan, $480. 

——— 51 Deluxe sedan, $465*. 


club, 
PLYM' —'52 Cambridge sedan, 


"46 (8) 


sedan, "47 
"50 


$900. 


"52 | 





‘49 Chieftain (8) sedan, 
Streamliner club coupe, $355*, $320°. 
Streamliner sedan, $150. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 

Thursday. Prices are for sale of Dec. 3.) 
(Prices on = with preceding weeks. 
Demand better. Sold 63 cars out of 97 
offerings.) 

BUICK—’53 Special Deluxe Riviera 2-dr., 
$1,810. '50 Special 4-dr., $750°. 49 RM 
4-dr., $470*. '42 4-dr., $155 

CAD C—'53 (62) 4-dr., * $3,500°. 
(62) 4-dr., $630*. 

CHEVRO —'52 SL Deluxe 2-dr., $870*. 
’51 FL Deluxe 4-dr., $825, $810*; SL 
Deluxe 4-dr., $780*. '50 SL Deluxe 2- 
dr., $580; FL Deluxe 2-dr,, $540; Carry- 
all, $355. '49 SL Deluxe 4-dr., $540; FL 
Deluxe 4-dr., $445. '48 SM 2-dr. $450, 
$410; FL 4-dr., $390. '47 FM club’ coupe, 
$285; FL 2-dr., $260. '40 4-dr., $135. 

CHRYSLER—'54 NY 4-dr., $2, 780°. 

| DODGE — ‘51 %-ton pickup, $550. °50 
Meadowbrook 4-dr., 49 = %-ton 
pickup, $425. '48 Custom 4- dr., $400; 2- 
r., $300. 

FORD—’53 Custom (6) 4-dr., $1,575. ‘52 
Main (8) 2-dr., $985. ’51 (8) cae 
$940*, $880*; Custom (6) 4-dr., $610. 
Custom (8) 2-dr., $640; Custom (6) > 
dr., $510; (8) % -ton pickup, $480; %-ton 
pickup, $465. '49 Custom (8) 2-dr., , 
'48 Super Deluxe (8) 2-dr., $340. '47 
Super Deluxe (8) 2-dr., $295. '46 Super 
Deluxe (8) 2-dr., $120. ’41 Super Deluxe 
(8) 4-dr., $240; 2-dr., $100. 

FRAZER—'47 Manhattan 4- dr., $215*. 

MERCURY—’49 2-dr., $585*. 

NASH—’51 Custom Rambler station wagon, 
$560. ’°48 (600) coupe, $200. 

OLDSMOBILE—’50 (88) 4-dr., $850*; 2- 
dr., $850*. °49 (76) conv., $410. 

PACKARD—’47 Clipper (6) 4-dr., $160*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,000. 
a Special Deluxe 4-dr., $460; Deluxe 

$315; Concord 2- dr., $380. 

WILL¥s~’50 (4) Jeep, $610. 

MISCELLANEOUS—’52 Henry J (4) Vaga- 
bond, $450. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wednes- 
day. Prices are for sale of Dec. 2.) 
(Active sale. Prices firm. Sold 77 cars 
out of 118 offerings.) 
BUICK—'52 Super 4-dr., $1,340*. 
2-dr., $655°*; Special’ 4-dr., $705*. °49 
RM 4-dr,, $420*. 
CADILLAC—’52 (62) 4-dr., $2,985*. ‘50 
(61) 4-dr., $1,535*. °49 (62) 4-dr., $1,- 


325°. 
| CHEVROLET—'53 (210) 4-dr., $1,515. ‘52 
SL Deluxe 4-dr., $1,105*; "2-dr., $960. 
’51 SL Deluxe 4-dr., $875°; 2-dr., $815*. 
‘50 SL Deluxe 2-dr., $550. ’48 Aerosedan, 
$405. °47 Aerosedan, $300. ‘46 2-dr., 


$205. 

| CHRYSLER—'53 NY 4-dr., $2,115*. 

| club coupe, $970*. 

| DODGE—’51 Coronet 4-dr., $770*. 

FORD—’53 (8) 4-dr., $1,625*; (6) 2-dr., 
$1,405; Victoria, $1,840*. ’52 (8) 2-dr., 
$1,070*; Victoria, $1,400*. °51 (8) 2-dr., 
$730; Custom (8) 4-dr., $825*. 
Custom (8) 2-dr., $675*. °49 (8) 4-dr., 
$485*; 2-dr., $425*; (6) 2-dr., $410*. '47 
station wagon, $185. 

KAISER—’49 4-dr., $365*. °47 4-dr., $120. 

MERCURY — ’53 Hardtop, $2,160*; 4-dr., 
$1,945*. °52 4-dr., $1,375*. ‘51 2-dr., 
$990*. °49 2-dr., $595. '48 2-dr., $330. 

“OLDSMOBILE — ’53 (98) 4-dr., $2,200° 
(ps). '52 (88) 4-dr., $1,375*, $1,490". 
"51 (88) 4-dr., $860*. "49 (88) 4-dr., 
pizual (98) 4-dr., $600*. 

CKARD—’'49 4-dr., $485*. 

PLYMOUTH — 54 Belvedere 4- -dr., $1,815. 
’53 Cranbrook 4-dr., $1,215. °52 Concord 


47 


*50 Super 





51 


2-dr., $835. °51 Cranbrook 4-dr. $740. 
’50 Deluxe 4-dr., $585. °46 coupe, $190. 
PONTIAC — '53 ’ (8) 4-dr., $1,890*. ‘52 
Chieftain (8) 2-dr., $1, 280°; (6) 2-dr., 
$1,030. °50 (8) 4-dr., $600*. °49 (8) 
2-dr., 85. 
FLINT 


(Flint Auto Auction. Sale every Wednes- 

day. Prices are for sale of Dec. 2.) 

(Sold 70 percent of cars offered.) 

BUICK—’53 Riviera 2-dr., $2,150*, $1,630*. 
"52 Special 4-dr., $1,260*; Riviera, $1,- 
375*. '51 Special 4-dr., $975, $925, $910; 
Riviera, $1,265*. '50 Special 2-dr., $620, 
$525; 4-dr., $625, $840; Riviera, $725. 
49 Super 4-dr., $505, 2 at $450: conv. 
coupe, $365. 

CHEVROLET—’53 station wagon, $1,625*. 
’52 SL Deluxe 4-dr., $960, $925; FL De- 
luxe 2-dr., $945, $755. ’51 Bel Air coupe, 
$1,000*. ’°50 SL Deluxe 4-dr., $675, $655; 
FL Deas, 4-dr., $575. '49 FL Special 
2-dr., $225, $220; FL Deluxe 2-dr., $550, 
$430; SL "Special 2-dr., $430. 47 FL 
Special 4-dr., $280, $225; FM Deluxe 2- 

$275. "40 Special 2-dr., $290. 
popar~” 49 Wayfarer 2-dr.,' $360. 48 club 

FORD — ’53 Custom (8) 2-dr., $1,535*; 


coupe, $175. 
Main (6) 2-dr., $1,200*. '52 Custom (8) 
2-dr., 2 at $1,000, $970; Main (6) 2-dr., 


$890. ’°51 (8) station wagon, $650, $520; 
Custom (6) 2- a inn . 50 Custom 
(8) 2-dr., $600, ‘3455; “4. dr., $460; 


Custom (6) 2-dr., et "49 (8) ‘station 

wagon, $450; Custom (8) 2-dr. 

$385; Custom (6) 4-dr., $310, $270. 
HUDSON—’48 Super (8) 4-dr., $170. 


MERCURY — ’51 2-dr., $845. "50 2-dr., 
$510, $505, $405. °49 4-dr., $460 

NASH—'49 4-dr., $320. 

OLDSMOBILE—’53 (98) 4-dr., $2,275*. 48 
(76) 4-dr.. $305. '47 (78) 4-dr., $250. 
46 (76) 4-dr., $165. 

PLYMOUTH—’53 Cambridge 4-dr., $1,035. 


‘52 Belvedere, $1,000. ‘51 Cambridge 4- 
dr., $680; Cranbrook, 2-dr., $510. 
PONTIAC—’52 (6) 2-dr., $945. '51 (8) 2- 
dr., $1,010, $975, $910, $655; Chieftain 
Deluxe (8) 4-dr., $905; club coupe, $975; 
(6) station wagon, $990. ‘50 Chieftain 





(8) 2-dr., $670, $625; Streamliner (6) 
2-dr., $625. °48 (8) 4-dr., $290; (6) 
conv., $195. 


STUDEBAKER—’51 Champion 4-dr., $550; 
Land Cruiser, $600. ‘50 Land Cruiser, 
$410. '48 Land Cruiser, $215. 

MISCELLANEOUS — '53 MG Roadster 2- 
dr., $985. 


PHILADELPHIA 
H. B. Robinson. Every Tuesday. (Dec. 
1). Another record breaking day. Sold 175 
out of 224 entries. Prices firm with buyers 
very eager for clean cars. 


JESSUP, MD. 
Colie’s Auto Auction, Every Wednesday. 
(Dec. 2.) Market slow. Sold 31 cars out 
of 63 entries. 
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In the Letterbox 


(Continued from Page 4) 


mobile business prior to World Inc. (Chevrolet), Spartanburg, S. C. 


War II has it assumed such a 


* position of economic importance 


as is facing the dealers today. 

The pricing of an 
commodity is ordinarily predicated 
upon labor costs from payroll 
period to payroll period, plus the 
cost of industrial materials pro- 
portionately used in that com- 
modity, plus a percentage of over- 
head, plus an appropriate markup, 
a fair and reasonable profit. Such 
costs are predetermined on the 
basis of the number of units of 
quarterly output. 

A wholesale price determination 
based upon a hypothetical output 
of 50,000 units per quarter should 
be subject to revision when ship- 
ments do not conform to the basic 
determination. 

Economically unsound methods 
of distribution with short ship- 
ments in the first and second 
quarters and excessive shipments 
in the third quarter, and particular- 
ly the fourth quarter, make it en- 
tirely possible not only for profits 
of the first, second and third 
quarters to be dissipated, but ‘also 
for the capital investment at the 
dealer level to be severely threat- 
ened. 

The burden of such fantastic 
planning should be divided pro- 
portionately between the manu- 
facturing and distribution levels. 

It is, therefore, suggested that 

an Economic Planning and Ad- 
visory Board be created immediate- 
ly by dealers representing separate- 
ly the accounts of national manu- 
facturers. A further geographical 
subdivision of this board would be 
appropriate. 

Such a board should rightfully 
expect availability of facts and 
figures, price-determining methods, 


and annual and quarterly distri-| 


bution plans. 

When, as and if a supplier dis- 
torts his quarterly allotment, enters 
the field of record-breaking 
achievement or plans shipments in 


excess of ready market absorption | 
on a profitable basis, the dealer 
discount by mutual agreement 


should be altered to permit a 
divided distribution of this. burden. 

Production beyond that upon 
which the original price was 
predicated lowers the cost per 
unit, and the marketing of this 
increased production increases 
the cost of sales. 


“One-day sales,” “blitz deals,” 


“fire sales,” “wheel and deal,” eté.,| 


result in misrepresentative ad- 
vertising to the public and the de- 
moralization of the entire automo- 
bile industry. 2 

The automobile dealers must stop 


such unethical practices and con-| 


trol their own economy or face 
ruination. It is time for the auto- 
mobile dealers of America to voice 
their opinion to their associations 
which have so ably represented 
them in the past, elect their own 
representation and protect their 
future—JoHNn A. Crooks, formerly 
director of the industrial materials 
division of the office of Economic 


Stabilization, New England region. 


Can Reader Help? 


One of our subscribers writes: 


“I have purchased two early mod- | 
els of Dort Motor Cars and would | 


like very much to restore one back 


to the original state. Any informa-| 


tion would be of great help as to 
color, service, adjustments, etc. 


“Engine No. K-14055, Engine No. | 


13075, Model No. 11, Car No. 32318. 


“Dort cars were manufactured in | 


Detroit from 1915 to 1925.” 


We shall be most grateful if you| 


can supply us with the desired in- 


formation or direct us to a possible | 


source.—Auice H. GIAvELLI, director, 
Collier’s Reference Service, New 
York. 


* a * 


Letters to Salesmen 


Yes, Sir-ree, those Munn letters| 


to salesmen are tops. 


We mimeograph it off each week | 


and give it to every member of 


-our organization — trying to train 


ach one of us to be better sales- 
men. 

By all means keep them up.— 
Ernest Burwe.t, Ernest Burwell, 


industrial | 








Long live more men like John O. 
Munn! 

Let’s see more of his work and 
advice in 1954.—Wuus A. Sorru, P. 
E. West Motors, Inc. (Buick), 
Springfield, O. 

+ * + 

I regard the “Letter to Salesmen” 
articles so highly I am wondering 
if you have considered compiling 
the entire series in one volume and 
making them available in a more 
permanent form. 

Should you decide to compile the 
entire series I am sure hundreds 
of dealers like myself would con- 
tinue to benefit from the very fine 
messages each letter contains.— 


* * 





Jack E. Grotu, vice-president, An- 
gelus Chevrolet Co., Highland Park, 
Calif. 

* * * 

I want you to know that we all 
enjoy John Munn’s column very 
much and sincerely hope you con- 
tinue his “Dear Dad” letters. 

The letters are sure true to life.— 
|C. Stantey Knicut, C. H. Knight, 
Inc. (Chevrolet-Olds), Southbridge, 


Mass. 
+ * * 


We have found your “Letter to 
Salesmen” column one of the most 


in the Automotive News.—I. D. 


Worpven, sales manager, Don’s 
Chevrolet Co., Inc., Dodge City, 
| Kans. 


Jesser in Chest Drive 


Roy Jesser, Willys dealer, headed 
one of four teams conducting the 
downtown fund-raising drive of 
the Twin Falls (Id.) Community 
| Chest. 





TIMKEN-DETROIT 


double-reduction tandem 
drive rear axle units with 


HYPOID GEARING! 


interesting and constructive articles; 













Ford Ranch Wagon Serves as Ambulance— 


Fort Valley Motors (Ford), Fort Valley, Ga., has converted a 1953 Ford Ranch Wagon 
|to an ambulance for Rooks Funeral Home. The cot can be removed, allowing the 
| vehicle to carry six persons as before. 


1 
Wondering how new-car and truck production and sales are making out? AUTOMO- 
| TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





..- to carry bigger payloads 


with maximum power and durability! 





This double-reduction Tandem Drive Unit is an outstanding 
example of Timken-Detroit engineering. Available with or with- 
out inter-axle differential, it incorporates a Straight-Line Drive 
with Hypoid-geared, top-mounted double-reduction final drives. 


WORLD'S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSES AND TRAILERS 
Ashtabula, Kenton and 


PLANTS AT: Detroit, Mich. 


Newerk, Ohie 


Oshkesh, Wis. © Utica, N. Y. 
© New Castle, Pa. 


Timken-Detroit Hypoid gearing is available in a com 
of axle capacities. choose—you benefit 
lower-cost operation, better and proved 
of Hypoid gearing. 


The next time you buy trucks make sure they’re equi with 
Hypoid-geared Timken-Detroit Axles and Brakes. You’ them 
on the finest trucks built today. 
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By James D. Woolf 
Special Correspondent 
[To morning I fell to thinking 
about a pleasant experience I 
had a couple of years ago. I have 
never forgotten it because it is one 
of those things that happen all too 
infrequently. 

In search of an extra-nice water- 
melon, I saw some of the fruit on 
display in the window of a little 
sidestreet grocery. I explained to 
the proprietor, a fellow by the 
name of Chuck Monroe, whom I 
knew only slightly, that we were 
* having company for dinner that 
night and would he please pick out 
for me a prize specimen. He loaded 
into my car one he thought was 
just right. 

Imagine my surprise when, two 
hours later, just before dinner, my 


Reo Takes Over 
Ore. Distributor 


PORTLAND, Ore.— Reo Motors, 
Inc., has acquired the distributor 
operations here of Reo Truck Sales 
Co, from George P. Easton and Joe 
Stiens, who had owned the business 
since 1947. 

The location at 1321 N.E. Davis 
St. now is Reo’s northwest factory 
branch, serving distributors and 
dealers in the Pacific northwest 
states. The parts department is to 
be expanded. 

Reo has transferred W. D. Crouse 
here from Los Angeles as branch 
manager. Crouse said personnel of 
the former organization would be 
retained, with some changes in as- 
signments. The staff includes Bev- 
erly Novak, office manager; R. N. 
Burgess, parts manager; Ortz 
Thompson, assistant parts man- 
ager, and Martin Manz, head of 
the service department. 





BINDER for 
Automotive News 


ANSWERING many requests from our 





Salesense in Advertising 
Tested Ideas for Small Business 


doorbell rang—and there was my 
watermelon man! 

“I’ve been fretting about that 
melon I sold you,” he smiled. 
“Here is one that I’m sure is a 
little sweeter, and it’s all chilled 
and ready to serve.” 

Naturally I was pleased to have 
a better melon, But what pleased 
me most, to be honest, was that my 
guests were obviously impressed. 

Clearly I was a person of impor- 
tance to rate such special attention! 
That, as I say, was a couple of 
years ago; Chuck’s store is much 
bigger now, and we deal with him 


regularly, 
* * 


Feeling of Importance 
HERE is no doubt about it— 
most people cherish above al- 
most anything else the feeling of 
importance. 

Ralph Hitz, a noted hotel man, 
discovered early in his career this 
great secret about human nature. 
He learned that his guests yearned 
—unconsciously perhaps—to be big 
shots, to be spoken to deferentially 
by room clerks, doormen, bellboys, 
headwaiters, and hatcheck girls. 

But what has this to do with ad- 
vertising, which is supposed to be 
the subject of this article? 

My answer is: A very great deal. 

Not long ago I bought an ex- 
pensive two-suiter in a well- 
known luggage shop. All of the 
salesclerks were busy when I 
entered the store, but I was not 
allowed to stand around and 

my thumbs. The floor 
manager hurried up, asked me 
anxiously if I minded waiting 
four or five minutes, ushered me 
to a chair, handed me the morn- 

ing paper, and offered me a 
cigaret, He must think ’'m some- 
body important, I thought. 

But the big surprise came later. 
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After I selected a bag I liked—a 
purchase of some $80—I asked the 
clerk to ship the bag to my home 
C.O.D. I had very little cash with 
me, and since I was a complete 
stranger to the store I hesitated to 
ask him to accept a check. 

“Take the bag with you if you 
like, sir,” said the clerk. “I'll be 
delighted to accept your check.” 
Obviously, I told myself, I must 
have an honest face. 

A week later came an even bigger 
surprise. The clerk phoned me at 
my home to ask me if I was satis- 
fied with my purchase. “I just want 
to be sure,” he explained. “We 


'don’t want any unhappy custom- 


ers.” 
* * * 


Conscious of Ads 


ped the real point of the epi- 
sode is this: Ever since this 
flattering experience, I have been 
keenly conscious of this store’s 
advertising, and regularly I read 
or scan all of it that falls under 
my eye. And already it has paid off 
for the store. Last week, after 
reading one of its ads, I took my- 
self into the store and bought a 
brief case. 

Now here’s what I am getting 
at: If you are a local advertiser, 
using your newspapers and perhaps 
other media week in and week out, 
it is not unlikely that 75 percent of 
the people who see your advertis- 
ing have been in your place of 
business at one time or another. 
This is especially true if your deal- 
ership is situated in a town or city 
of medium size, If their memory of 
what happened to them on the one 
or several occasions they dealt with 
you is pleasant and flattering — if 
you took the trouble to make them 
feel important — the probability of 
your advertising being read and 
acted on favorably is multiplied 
many times. 

business friend of mine 
moved from the east recently to 
@ small city on the Pacific Coast. 
He brought his factory with him, 
and he gave employment to 50 or 
60 people. It seems that he went 
into the city’s largest bank and 
opened an account for his firm 
with an initial deposit of $30,000, 
plus a $600 deposit for his wife’s 
personal checking account. 

Next day the bank sent a lovely 
bunch of roses to his wife, together 
with a gracious thank-you note. A 
day or two later, my friend, his 
heart warmed by his wife’s roses, 


BBB Lists Ways 
For U.C. Buyer 


To Spot ‘Gyps’ 


WASHINGTON. —How can the 
average used-car buyer spot the 
“gyps” who try to lure him away 
from honest dealers through trick- 
ery, deceit and false promises? 

That’s the theme of a new book- 
let, “Stretching Your Used Car Dol- 
lar,” published by the Cleveland 
Better Business Bureau in coopera- 
tion with the Bureau of National 
Affairs, Inc., Washington. 

The booklet is based on actual 
cases from the files of the Better 
Business Bureau. It shows how to 
avoid “sucker bait” in misleading 
ads, finance manipulations and 
other practices, 

“Buying a used car can be a 
pleasant experience rewarding you 
with miles of safe motoring at a 
fair price,” the booklet says. “The 
dealer with a good reputation is 
always your best bet for a used 
car. Investigate before you invest.” 

The booklet is the first in a series 
which the Cleveland BBB is pre- 
paring to help the unwary. Sched- 
uled for early publication are 
reports. on medical quackery and 
on “bait” advertising. 

The Bureau of National Affairs 
is urgihg employers all over the 
country to distribute -thed booklets 
to their employes. The booklets 
may also be distributed by business 
organizations to their customers, 

Marshall A. Mott, president of 
the Cleveland BBB, estimates that 
the average American consumer 
could save up to 10 percent of his 
income by buying only from repu- 
table business concerns. 





walked into the bank bent on a 
minor banking transaction. Both 
the doorman and the cashier 
greeted him by name, and the 


president hurried out to bid him 
good day. Ergo. My friend was im- 
portant! 

My friend assures me this -bank 
did not turn on the charm just for 
him; he says he got the standard 
I hear, 


treatment. from other 


® ll 





Resplendent Cadillac Signboard— 


sources, that this bank gets fine re- 
sults from its advertising of it: 
several services, I think the reasor 
is the fact that the people like this 
bank—and they like it because i! 
makes them feel important. Henc: 
its advertising is noticed—and be 
lieved—and remembered —and re- 
sponded to. 
That’s what I am told, anyway- 

and it makes common sense to m« 


7 
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yt Say 


H. E. Warren (right), president of Warren-Cadillac, Inc., Minneapolis; inspects the 
firm's jeweled signboard. The necklace beneath the Cadillac V and Crest is made of 
material resembling actual jewelry while the reflective stars sparkle at night. W. S. 
Sayles (left), local manager of General Outdoor Advertising Co., arranged the display. 










On the Financial Front... 


Auto Securities Total 
$8 Billion in Value 


HE total market value of all 

automotive stocks listed on the 
New York Stock Exchange - was 
$8,240,564,621 on Oct. 31, the ex- 
change reports. Average price for 
the stocks was $42.12. 

Automotive stocks were fourth 
in total market value, ranking 
behind petroleum and natural gas 
securities ($19,093,901,173), chem- 
icals ($16,369,311,224), and gas 
and electric ($13,161,008,959). 

The average market price of all 


Stock Answers 
N. Y. Exchange Publishes 


Book for Public 


The Stock Exchange has pub- 
lished an illustrated 50-page book 
“Understanding the New York 
Stock Exchange,” to acquaint the 
public with operations of the 
nation’s largest organized securi- 
ties market. 

In a foreword, G. Keith Funston, 
Stock Exchange president, declares 
that the exchange’s job is to make 
it possible for millions of people to 
own a share of the country’s 
business system. 

Copies of the book are being dis- 
tributed to high school and college 
libraries, to companies with securi- 


tiés listed on the “Big Board,” to 


bank presidents, to educators and 
to the press. 

Written in down-to-earth style, 
the book answers hundreds of 
questions, including: Why is there 
a Stock Exchange? How did it get 
started? Does the Stock Exchange 
buy and sell shares? What are the 
duties of a broker? Why do share 
prices change? Do you have to be 
rich to be an investor? How much 
commission do brokers charge? 





VanAusdall Retires— 

Russell P. Taber (left), president of the 
Hartford (Conn.) Cadillac distributorship, 
says goodby to Leslie G. VanAusdall, who 
retired after serving as a salesman for 33 
years. 


stocks listed on the exchange was 
$39.78. This compared with $38.20 
at the end of September and was 
the highest recorded since last 
July, when the average price was 
$40.21. 

~ * * 


OTAL value of all stocks listed 
was $115,428,148,965, including 
stocks of foreign companies valued 
at $2,051,229,684. Stocks of U. S 
companies operating abroad were 
priced at $926,376,376 on Oct. 31. 
There were 1,527 stock issues, 
aggregating 2,901,584,321 shares, 
listed on the exchange on Oct. 31. 
Other top-ranking industries and 
their total market values were 
communications ($7,557,643,677), 
railroad and railroad equipment 
($6,134,351,617), rubber ($5,369,083,- 
162), food products and beverages 
($4,772,001,460), and steel and iron 
($4,190,014,169). 
* 


Holders Approve 
Stock Issuance 


By General Tire 


Shareholders of General Tire & 
Rubber Co., at a special meeting in 
Akron, last week authorized an 
amendment to General’s charter 
permitting issuance by the board 
of directors of a new class of pre- 
ferred stock in the amount of $35 
million. 


There would be 350,000 preferred 
shares at a par value of $100 per 
share, 

W. O'Neil, General’s president 
and board chairman, said that no 
plans had been formulated for is- 
suance of the steck at this time. 

“The shareholder action gives the 
board an opportunity to capitalize 
on business developments in the fu- 
ture,” he explained. “We could now 
protect the company’s best interest 
by availing ourselves of favorable 
market conditions as well as pro- 
viding for plant improvements, new 
developments and expansion if and 
when advisable.” 

O’Neil told the shareholders that 
General sales for 1953 would total 
approximately $210 million, an all- 
time record. 

” ~ * 


Kent-Moore Sales, Profits 
Hit Peak for Firm’s History 

Kent -Moore Organization, Inc., 
Detroit, reports that sales and 
earnings before taxes for the first 
nine months were at the highest 
level in the firm’s history. 

According to J. D. Adair, presi- 
dent, net profit amounted te $338,- 
000, compared with $118,000 a year 
ago. 


———e 
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t Differential... 


Oregon Dealers Urge 
Uniform Car Prices 


(Continued from ‘Page 3) 
the Oregon Legislature of this | adoption of “a more realistic” pro- 


problem. 

The convention called upon 
both dealers and factories to dis- 
continue “unethical” advertising 
and selling practices. The reso- 
lution was aimed at recent events, 
where cars were advertised at 
dealer cost or a few cents above, 
or where unreasonably high 
tradeins were allowed, as well as 
at “one-day” sales. 

A fourth resolution asked manu- 
facturers to quit flooding the mar- 
ket with new cars and suggested 





Delivered Prices 
On Mercury Hold; 
One Model Down 


DETROIT.—Mercury’s adver- 
tised-delivered prices for 1954 match 
those of comparable 1953 models, 
except for a reduction of $49.50 in 
the Monterey station wagon. 

Including provision for Federal 
tax and delivery and handling 
charge, the station wagon now 
carries a tag of $2,776. 

The Monterey Sun Valley, a plexi- 
glass-roof model offered for the 
first time, is priced at $2,581.50. 

Other Mercury models are: 

Custom — Four- door sedan, $2,- 
250.50; two-door sedan, $2,193.50; 
sport coupe, $2,315. 

MontTerEY—Four-door sedan, $2,- 
332.50; hardtop, $2,451.50; convert- 
ible, $2,609.50. 

Mercury equipment prices have 
been revised by the factory at both 
the wholesale and suggested-retail 
level, although in many cases the 
adjustments, either upward or 
downward, are measured in pen- 
nies. 

Some changes also have been 
made in standard equipment on 
cars. 

Major change in optional-equip- 
ment prices was the lowering of 
power steering to $139.80 from 
$150.50. About the same as last sea- 
son are Merc-O-Matic drive, $189.77; 
overdrive, $109.70, and power 
brakes, $40.37. Each of these units 
is available on all 1954 models. 


Spicer, Gates Elected 


By St. Joseph Dealers 

SOUTH BEND.—Eli Spicer, vice- 
president of Scheman-Schaus-Free- 
man Co. (Studebaker), was unani- 
mously elected president of the 
New Car Dealers of St. Joseph 
County. 

Van. E. Gates, vice-president of 
L. O. Gates Chevrolet, Inc., was 
elected vice-president. 





a 


Chief Newberg— 

While an orchestra played “On the 
Banks of the Wabash," William C. New- 
berg (right), Dodge president, was made 
a chieftain of the Sagamores of the Wa- 
bash, an honorary organization of leading 
Indiana citizens. Representing Indiana's 
Gov. George N. Craig was George S. 
Olive, of Indianapolis. The occasion was 
an Indianapolis Chamber of Commerce 


luncheon to celebrate the opening of 


Dodge's new PowerfFlite transmission plant. 





duction policy. 


The resolution charged that 
“manufacturers have been attempt- 
ing to force the dealers over the 
United States to purchase” auto- 
mobiles “even though said dealers 
are unable to sell them.” It said 
that if such practices are continued, 
many dealers “will be forced to 
close up.” 

* * . 

R° O. Burnett jr., Roy Burnett 

Motors (DeSoto - Plymouth), 
Portland, was elected president, 
succeeding Russell F. Bonesteele, 
Salem, Other new officers are: First 
vice - president, C. A. McRobert, 
McRobert Motor Co. (Ford), Gres- 
ham; second vice-president, David 
Logan, Logan Oldsmobile Co., Port- 
land; secretary-treasurer, Douglas 
D. Moore, A. B. Smith Chevrolet 
Co., Portland. 

These new directors were 
chosen: District No. 1, W. E. 
Hamilton, Forest Grove, and 
Charles Colvin, McMinnville. Dis- 
trict No. 2, M. C. Lynch, La- 
Grande, and Kennth B, Conroy, 
Prineville. District No. 3, Burnett 
and Logan. District No. 4, Hans 
T. Hansen, Roseburg, and Tel 
Kelt, Grants Pass. 

Forty-five members were awarded 
certificates for lending automobiles 
to high schools in their driver 
training program. They covered 72 
of the state’s 224 high schools. The 
awards were made by Lyman B. 
Slack, Oregon chairman of the 
Inter-Industry Highway Safety 
Committee. 

Gov. Paul Patterson, in a lunch- 
eon address, asked the dealers to 
support Oregon’s current commis- 
sion system of managing its road 
system. Secretary of State Earl T. 
Newbry suggested two new laws— 
licensing of auto salesmen and 
compulsory auto inspection. 

* +. * 


HARLES C. FREED, 

vice-president, told dealers they 
are going to have to show good 
merchandising sense not only in 
dealing with the public, but also 
in dealing with their respective fac- 
tories. He said dealers are as much 
to blame as the factories for pres- 
ent chaotic conditions in the auto 
market. 

He prophesied that the dealer 
who refuses to take advantage of 
the market with good business 
principles will be “lost in the 
shuffle.” He quoted industry lead- 
ers as believing 1954 production 
will total around 5,500,000 pas- 
senger cars, with a possible eight 
million by 1964. 

Frederick J. Bell, NADA execu- 
tive vice-president, reported that 

NADA is opposing the possible re- 
turn of Regulation W, demanding 
reduction next spring in the excise 
tax, asking revocation of legislation 
increasing social security rates 
next Jan. 1, and carefully watching 
all moves designed to amend the 
Taft-Hartley Law. 

He reported that returns from 
some 12,000 dealers indicate they 
do not want territory security and 


|| that NADA had been assured there 


“will be no more blitz sales.” 
= om = 


ELL addressed the annual ban- 

quet, which featured special 
tables for the 46 dealers belonging 
to Automotive Old Timers, Inc. This 
feature was in charge of A. B. 
Smith (Chevrolet), dean of the 
group, who has been selling auto- 
mobiles for 49 years. 

Will H, Masters, legal counsel, 
said union leaders are actively at 


work trying to devise plans for | 


organizing employes in all de- 

partments of dealerships. He ex- 

pressed the opinion that “manu- 

facturers are going to be very 

slow about canceling contracts 

unless they have a good reason.” 

Edward B. Fox jr., general man- 
ager, reported 6,000 dealers and 
their employes are covered under 
the state insurance hospitalization 
plan and that $135,000 had been 
paid this year in sick benefits. He 
said the association will request the 
1955 Oregon Legislature to pass a 
bill requiring periodic inspection of 
automobiles, 





Thomas Puts Women's Touch in Sales— 


These saleswomen have developed into top sales personnel, according to William 
L. Thomas, owner of a Ford dealership in Cleveland. As reasons for their success, 
Thomas names their willingness to take advice from the sales manager, to follow 
through with telephone calls and to convey the housewife'’s viewpoint. The women 
are (front row, from left), Sandy Hopper, Lyn Colber and Mildred Schwarz. Back row: 


Mrs. Blanche Obrik, Shirley J. Bauch and Mrs. Beverly Churchill. 


Obituaries 


Heart Attack Is Fatal 


To Davis at Preview 


NASHVILLE, Tenn. — Robert H. 
Davis, 53, general manager of Lid- 
don Pontiac, died last week in 
Memphis of a heart attack. He had 
just returned to his. hotel room 
with William M. Liddon, president 
of Liddon Pontiac, after attending 
a factory preview of 1954 model 
cars. 

Mr. Davis was general manager 
of Liddon Pontiac from 1937 until 
1948, temporarily retiring because 
of ill health, In 1950 he joined Hip- 
podrome Motors (Ford) as general 
sales manager, returning to Liddon 


in September, 1953. 


NADA | 


= * + 


A. Donnally Armitage 

BUFFALO.—A,. Donnally Armitage ~ 81, 
chairman of tke board of J. H. Williams 
& Co., died Dec. 2. He was associated with 
Whitman & Barnes Mfg. Co., Akron, from 
1892 until 1921, becoming president in 1918. 
In 1921, he joined J. H. Williams & Co. as 
vice - president and succeeded J. Harvey 
Williams as president in 1942. He became 


Dealers to Stage 
Jubilee Fete at 
Chicago Show 


CHICAGO.—\The 46th Chicago 
Automobile Show, which is sched- 
uled for March 13-21, will feature 
the golden jubilee dinner of the 
Chicago Automobile Trade Assn., 
with more than 1,000 leaders from 
all segments of the auto industry 
expected to attend. 

The exhibit, which is expected to 
attract more than 500,000 visitors, 
will represent 19 car and nine truck 
makes. 

James F. Goodwin is chairman of 
the show committee, assisted by 
Steve J. Barrett, president of the 
association, and Frank H. Yarnall, 
past chairman. Edward L. Cleary 
is show manager and general man- 
ager of the association. 

Goodwin pledged that the show 
would be designed and staged “to 
sell cars.” 

The 152,000 square feet of display 
space at the International Amphi- 
theater will be fully occupied, Bar- 
rett stated, and special perform- 
ances will be held in the central 
arena. 

Goodwin last week criticized pro- 
longed new-model introduction 
schedules as “demoralizing” the in- 
dustry and forcing auto shows to 
move back their dates. 

He said the Chicago show would 
be “glad” to change the date for its 
own annual display to the fall pe- 
riod, as it was before the war, if 
the industry would cooperate. 





Vancouver Partners 
VANCOUVER, B. C.—G. E. Mur- 
phy and E. B. Murphy are now 
partners in Cedar Cottage Used 

Cars, 3415 Commercial Drive. 


board chairman in 1952. During World War 
II, Mr. Armitage also was president and 
chairman of Aluminum Forgings, Inc., 
Erie, Pa. 

* * * 


Robert W. Powers 
PROVIDENCE.—Robert W. Powers, 77, 
Pioneer auto dealer in Rhode Island and 
southeastern Massachusetts, died here Dec. 
3. Mr. Powers, who had operated car- 
riage plants in Massachusetts, shifted to 
the auto business in 1907. He received the 
Hudson-Essex distributorship for Rhode Is- 
land and Massachusetts when Hudson wae 
formed in 1909, and was the oldest dis- 
tributor in point of service when he retired 
in 1930. 
* - 
Del Dreyer 
WILMINGTON, Calif.—Del Dreyer, Wil- 
mington Chevrolet dealer, died unexpectedly 
here. He had been associated with Chevro- 
let for more than 20 years. 
* * * 


. Albert B. Somers 

NORTH WILKESBORO, N. C. — Albert 
B. Somers, 49, mayor of Wilkesboro, who 
formerly was engaged in the auto business 
in Elkin, died Dec, 3, At the time of his 
death, he was operating an insurance busi- 
ness here. 

7 . * 


Delbert F, Thompson 

RICHMOND, Calif.—Delbert F, Thomp- 
son, 63, owner of Contra Costa Motors 
(Buick) since 1943, died of a heart ailment. 
He was president of the Richmond Chamber 
of Commerce. 

* - 
Raymond W. O’Brien 

ROCHESTER. — Raymond W. O’Brien, 
55, associated with the auto business in 
Rochester for 30 years, died Dec. 2. He 
had been service manager of Whiting- 
Buick, service manager of Dorschel Mo- 
tors and service salesman at Koerner 
Motors. 

* * * 
S. A. Harbert sr. 

COLUMBUS, Tex.—S. A. Harbert sr., 
one of the oldest Dodge dealers in Texas, 
died here recently after an extended ill- 
ness, Active in the automotive business 
for more than 40 years, Mr. Harbert 
opened the first garage in this community 
in 1913. He sold Oakland and Chevrolet 
cars for the first two years, but switched 
to Dodge in 1915. A son, 8. A. Harbert 
jr., will continue to run the Dodge- 
Plymouth dealership. 
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Utah 


(Continued from Page 3) 


izing result upon the entire 
industry. 

Melvin R, Ballard gave a detailed 
report of the UADA insurance pro- 
ram. He said that this was the 
rst group in the United States to 
issue insurance covering depend- 
ents. 

a7 a * 
OUIS H. CALLISTER, legal 
counsellor for UADA, cited 

evils of auction selling. He said 
such operators do not pay taxes 
and hurt legitimate business. The 
law allows auctions to continue 
only 15 days‘in Salt Lake City and 
efforts are being made to have a 
similar law passed for the county, 
he said. 

During September, he said, more 
than 8 percent of all ’53 model cars 
sold in the state went through 


| auction. 


McFarland warned that “the 
way we go from here is the most 
important decision facing the 
world today.” He said that the 
1952 election was a mass uprising 
of the people voting for a good 
life ahead of the goods of life 
and marked the first time people 
have ever made a change at the 
height of prosperity. 

A. W. Bartlett, Ogden, was 
named president, succeeding Ken 
D. Garoff, Salt Lake City. 

Other new officers are Neuman 
G. Petty, Salt Lake City, first vice- 
president; Harold Holley, American 
Fork, second vice-president; Wil- 
son Lunt, Cedar City, third vice- 
president; George James, Murray, 
secretary, and Grant E. Hayes, Salt 
Lake City, treasurer. 

Named directors were Garoff and 
Glenn Anderson, Brigham City; G. 
Lowry Anderson, Springville; Bal- 
lard, Salt Lake City; Joseph Dean, 
Ogden; Jack Fronk, Tremonton; 
Dom Showalter, Vernal; Less Tay- 
lor, Salt Lake City and B. L. Wood, 
Kaysville. 


NLRB Hearing Set 
In Forced Buying 
Of Studebakers 


WASHINGTON.—An NLRB com- 
plaint was filed last week against 
Studebaker and Local 5 of the 
UAW-CIO, charging that 15 Stu- 
debaker employes were illegally 
disciplined for refusing to buy Stu- 
debaker cars. 

George J. Bott, general counsel 
of the National Labor Relations 
Board, announced that a hearing on 
the complaint would be held Jan. 4 
in South Bend. 

Both company and union were 
charged with violating anti - dis- 
crimination provisions of the Taft- 
Hartley Act. 

NLRB said it was union policy 
for employes to own Studebakers. 
When 15 refused to buy cars, it 
was said, the company acquiesced 
to union demands that they be dis- 
ciplined. 

As a result, the complaint said, 
the 15 workers, all union members, 
were fired, laid off or suspended be- 
tween July 2 and Sept. 8. Four were 
reinstated after they finally bought 
Studebakers, it was said. 





Biggs Celebrates Studebaker Anniversary— 


In recognition of his 15 years of association with Studebaker, Warren Biggs (second 


from left), owner of Warren Biggs Co., Los Angeles, receives a bronze plaque from 
Pau! G. Hoffman, chairman of the board. At left is Clyde Riley, regional manager; 
second from right is C. K. Whittaker, Studebaker vice-president, and at right is Lewis 
E. Minkel, general sales manager of the Pacific division. 
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Dealer Witnesses Sought es 


Auto Industry Is Eyed 
By Antitrust Agents 


(Continued from Page 1) 


of the practices concerning which | 
you complain. 

“If you are able to advise me in 

affirmative regarding this 

matter, I shall have a represen- 
tative of the Federal Bureau of 
Investigation call upon these po- 
tential witnesses in order to ob- 
tain statements from them .. .” 

Gorman then advised members 
in a bulletin of the need for evi- 
dence. 

The resolution sent to the Justice 
’ Department late in October had 
been adopted by MADA directors 
” ” 4 a * * 


Cr CALLED on the State to pass 
legislation to license and regu- 
late manufacturers, and charged 
manufacturers with the following: 
1, Refusal to reduce the wholesale 
prices of excessive inventories. 

2. Production of vehicles in 
quantities “far in excess of the 
number which can be orderly 
and efficiently sold” by dealers. 

3. Maintenance of an “unrealistic 
attitude” that present sales volume 
“can be maintained without recog- 





nition of the financial losses sus- 
tained by dealers.” 


4, Selling methods which lead 
dealers to believe that franchises 
will be canceled unless the dealer 
buys vehicles and merchandise 
without regard to the volume the 
buying public will absorb. 


5. Sponsoring uneconomic com- 
petition in the industry which has 
forced dealers to adopt and con- 
form to merchandising tactics 
“which will eventually lead to the 
stifling of competition.” 

+ * * 


— resolution urged that, in the 
preparation of legal regulation 
of the industry, particular attention 
be paid to fleet discounting prac- 
tices established by some makers, 

After receipt of the Justice De- 
partment letter, the executive com- 
mittee of MADA by resolution 
authorized distribution of the letter 
to dealers and said: 

“Be it further resolved that a 
dealer-member should not under- 
take to decide whether he has 
been coerced; rather the evalu-- 
ation of his testimony should be 


left to the decision of the De- 
partment of Justice.” 
The letter from Barnes stated: 


“I am sure you will be pleased || 
to know that some of the activities | | 
of automobile manufacturers, which 
are the subject of complaint in|’ 


the resolution, are already under 
investigation by the antitrust di- 
vision.” 
+ * * 
DEC. 3, the NADA industrial 
relations committee of Missouri 
met in Jefferson City and adopted 
a resolution urging NADA’s 
national industrial relations com- 
mittee to consider recommending 
to makers: 

1, That production schedules of 
motor vehicles, parts and accessor- 
ies and the distribution thereof be 
carefully reviewed to the end that 
production and distribution will be 
kept in proper ratio to the potential 
demand by the consuming public. 

2. That manuf: of motor 
vehicles adopt vigorous policies 
within the law to reduce to a 
minimum the practice of “boot- 
legging” motor vehicles by un- 
authorized and unfranchised 
persons. 

3. That manufacturers of motor 
vehicles adopt vigorous policies to 
control and eliminate “distress ad- 
vertising” 
dealers. 

Such advertising, it was said, has 
misled the consuming public and 
has resulted in abnormal sales 
practices which have a demoral- 
izing effect on dealers and an ad- 
verse effect on the market. 


of motor vehicles by 
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New Automotive Training Center— 


Sun Electric Corp., Chicago, has opened a technical training center in Detroit, ofter- 
ing three-month courses for youth out of vocational or high schools who seek a start 
in the automotive service business. The chassis has been donated by Nash. Harold 
Kissel (left), manager of the school, explains the opportunities offered by the schooi 
to (from left), J. R. Leonard, Nash assistant service manager; W. H. Cook, Nash 
national service manager; H. C. Doss, Nash sales vice-president; W. Squire, Sun 
Electric vice-president, and C. R. Tillinghast, Nash parts and service promotion 


manager. 


DETROIT.—“American stand- 
ards of comfort and convenience 
for the individual occupant will not 
be sacrificed in favor of European 
styling of American automobiles,” 
George Romney, executive vice- 
president of Nash-Kelvinator Corp., 
said last week. 

“The American car of the future 
will embody the sculptural sim- 
plicity and modern functionalism 
of postwar Italian design, without 
sacrificing the spacious comfort 
and convenience of American fam- 
ily cars” he declared. 

Romney spoke at the Society of 
Automotive Engineers sectional 
meeting, tracing the evolution of 
automotive styling and depicting 
the development of the major 
European categories of automobile 
design. 

Singling out the Italian school 
of design, Romney demonstrated 
this influence in the Nash cars 
and the Studebaker sports car 
model. He then left it to his 
audience to determine if similar 
influence was present in the ex- 
perimental cars like the Chevrolet 
Corvette, the Dodge Firearrow, 
the Abarth purchased by Pack- 
ard, the Hudson Italia and the 
Ford Cis-Ford. 

Under the topical title, “Will 


Business Success 


Has No Short Cut, 
Dealers Warned 


MILWAUKEE.\tThe success 
story of the auto industry in 1954 
will be written by dealers who ad- 
here to sound business practices 
and realize that there are no short 
cuts to success, Alan G. Rude, sales 
vice-president of Universal C.L.T. 
Credit Corp., said here last week. 


He spoke at the annual meeting 
of the Milwaukee County Auto 
Dealers Assn. at the Milwaukee 
Athletic Club. 

“An automobile should be sold 
only on the basis of the service, 
appeal and satisfaction it will give 
its owner,” Rude said. 


“The selling of unsound financing 
terms, ridiculous downpayments, 
unreasonable and unnecessary ma- 
turities, overtrading and generally 
selling everything but the product 
itself would inevitably result in a 
demoralized market. But I am sure 
that the majority will never suc- 
cumb to the excesses of the few in 
the automobile business.” 

Rude said both manufacturers 
and dealers must adhere to sound, 
constructive sales progrems which 
will not only safeguard the market 
but build public respect for them- 
selves and their products. 


Miller Thanked for Aid 


Bud Miller, Monrovia (Calif.) 
Ford dealer, has been publicly 
thanked for the help he rendered 
to the American Friends Service 
Committee, which recently sent a 
shipment of clothing, soap and 
shoes to Korea and a supply of 
clothing to the Navajo Indians. 


Backs U. S. Auto Comfort 


Romney Predicts Continuance of the ‘Family Car’ 
With Italian Modifications 





Americans trade the family car for 
European Styling,” Romney substi- 
tuted the word “Italian” for “Euro- 
pean” and opined that the answer 
would be determined by the fol- 
lowing four factors: 


1. Americans are bigger than 
ever—both men and women have 
increased in size and weight during 
the last few decades. 


2. Americans are traveling more 
than ever—taking the family 
along, with all their luggage. The 
current American family car fills 
this need admirably. 


3. Multiple-car ownership is in- 
creasing. The second (or third) 
car may well be of a different 
size and type, to provide greater 
flexibility of owner usage. 

4, Costs of operation are increas- 
ing—partly due to higher taxes on 
manufacturers, gasoline and the 
like. 

Romney predicted that the pre- 
dominate demand will be for the 
family-size car, but stronger and 
stronger demand will develop for 
an American-type small car. 


“Wholesale adaptation of Ital- 
ian body proportions and styling 
technique to our American car 
would be a mistake,” he said, 
“since Americans have definite 
standards of comfort and room 
and unchanged Italian styling 
might well be associated with 
personal discomfort and limited 
capacity. 

“The approach should be evolu- 
tionary, gradually to let Americans 
appreciate the simple, direct and 
functional beauty to be found in 
the best Italian-styled cars like the 
Cisitalia, without at the same time 
asking them to accept undesirable 
qualities,” he concluded. 

= & a 


Used-Car Sales 
By L-M Dealers 
Show 33% Rise 


DETROIT.—Sale of used cars by 
Lincoln-Mercury dealers during the 
past five months took a 33 percent 
jump over the comparable period 
of 1952, according to William A. 
Keller, national used car manager. 

Sales for each of the months 
from July through November were 
consistently higher than for the 
same month a year ago, and totaled 
228,413 units as compared with 171,- 
784 in 1952’s similar period. 

Used-car sales by L-M dealers for 
the first 11 months of 1953 were 19.7 
percent ahead of 1952, Keller said, 
with sales totaling 427,031 compared 
with 356,553 in 11 months of 1952. 

Dollar volume of used-car sales 
was also substantially better for 11 
months in 1953, Keller said, increas- 
ing approximately $50,000,000 over 
last year. At least half of this in- 
crease was realized in the past five 
months. 

Dealers’ stocks of used cars are 
at a satisfactory level in L-M 
dealerships, and have been reduced 
substantially in recent months, The 
company’s national average at the 
present time is a 20-day’s supply. 
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It Out Verbally ... 





Auto Rivals on the Stump 


F ANYONE thinks the auto in- 

dustry isn’t becoming compe- 
titive again, take a look at some 
of the verbal by-play which has 
occurred recently. 

Not since the late ’30s has 
there been such vocal jousting 
and jockeying — Big Three ex- 
ecutives poking at each other 
(even within their own corpo- 
ration); the independents spar- 
ring among themselves and/or 
ganging up on one of the Big 
Three. 


One of the first pointed remarks 
came from L. L. Colbert, Chrysler 
Corp., president, who, when asked 





L. L. Colbert 


W. E. Fish 


at this fall’s press preview about 
Chrysler’s portion of new year’s 
market, gave this tongue-in-cheek 
reply: 

s * s 


—_~ is a very tough question, 
because we know General 
Motors has been getting 47 and 48 
percent of the industry’s business, 
and now Ford has announced it is 
going to get more than GM next 
year. That would take up to 96 per- 
cent of the business—which leaves 
four percent to be divided between 
all the rest of us. We just don’t be- 
lieve those figures.” 

In the same talk, Colbert also 
challenged the other makers with, 
“Our cars (Chryslers) will outrun 
anything on the road now, by 15 or 
20 miles an hour, so we were not 
trying for a speed increase.” 


Commenting a few weeks later 
on the Chevrolet-Ford battle, 
Chevrolet Sales Manager, W. E. 
Fish said, “Evidently Ford is 
gaining at the expense of other 
makes below the top two.” 

He admitted that Chevrolet used 
a “Beat Ford” slogan 25 years ago, 
and added: “Ford has been using 
its ‘Beat Chevrolet’ slogan since 
1946 and yet, so far in 1953 Chevro- 
let is still leading Ford in every 
state in the union.” 

“Most of the yells occasioned by 
the competitive market have not 

come from Ford dealers,” declared 
’ E. R. Breech, Ford Motor’s ex- 
ecutive vice-president, in a speech 





E, R. Breech 


the other day. “Our dealers are 
doing alright and will continue to 
do so.” 


A. E. Barit 


e * * 
A E. BARIT, president of Hud- 
© son, discussing merger rumors, 
declared: 
“Speculation as to whether an 


face of the fact that the inde- 
pendents have pioneered far more 





Chicago Dealers Urged 
To Beware of Thieves 


CHICAGO.—The Chicago Police 
Department’s stolen auto detail 
last week asked the Chicago 
Automobile Trade Assn, to urge 
its members to protect used-car 
lots and new-car storage areas. 

This request follows a wave 
of car thefts by teen-agers, 
whose favorite targets are dealer 
car lots, particularly where new 
cars are stored. Police said some 
lots offer particular temptations 
to youngsters because the cars 
are left unguarded, some with 
keys in them. 





than their share of the advances 
made in the industry.” 


He said the independents have 
competed successfully through two 
depressions by constantly bringing 
up fresh concepts of car design, in- 
cluding new performance and safe- 
ty features and by giving greater 
value for the dollar. 


Barit added, “The independents 
more than double the choice of cars 
available to customers. Without 
them, there would be no more than 
three variations of design offered 
by the mass-styled and mass-engi- 
neered Big Three.” 


* * * 


TOUTLY defending Packard’s 

1954 models, President J. J. 
Nance, stated: 

“Our Clippers are truly big cars 
with luxury features, unlike the 
dolled-up smaller cars that are of- 
fered by some makers in the 
medium-priced fields.” 

In answer to the announced 
drive of the low-priced car 
makers to win back some of the 
sales from the medium - price 
class, A. H. Belfie, Buick general 
sales manager, said that he liked 
the low-priced makes — “Buick 
dealers take so many of them in 
trade on Specials,” he remarked. 

“About 45 percent of the trades 
on Buick Specials are Chevrolets, 
Fords and Plymouths,” he declared. 

* * * 


EORGE W. MASON, Nash-Kel- 
vinator Corp. president and 
chairman, seemed to have one eye 
on the competition and one eye 





A. 


Belfie J. 3. Nance 


on a merger when he recently de- 
clared: 

“Because Nash Motors is part of 
the much larger Nash-Kelvinator 
structure, we feel that we are the 
strongest and most diversified of 
the independents.” He also asserted 
that his firm would continue “to 
fight like hell” for maximum 
market penetration. 

Waving Studebaker’s banner a 





G, W. Mason 


few weeks ago was its president, 
Harold S., Vance, who maintained 
that competition in 1935 was as 
keen as it is today. He said that 
the Big Three had no greater a 
percentage of the field in 1935 
than they do today. Yet, he 
added, in 1935 Studebaker was 
able to hold its own and make 
some progress. 

In a later talk, Chrysler Presi- 
dent Colbert pitched a few brick- 


bats at his competitor’s pet 
projects. 
Said he: “Chevrolet is going to 


build 10,000 (sport) cars. Ford, 
which you will hear about later, is 
going to build 15,000 sports cars in 
1955. This undoubtedly has adver- 
tising merit and value. But this is 
not a big field for a big volume, as 
I see it. 

“Chevrolet and other General 
Motors divisions,” he continued, 
“are in it for the glamor and the 
advertising that goes with it. Ford 
wanted to have a sports car inas- 
much as Chevrolet had one.” 





Fight for Third Quickens 
Buick Attains Hottest Pace in Six Years in Bid 
To Grab Plymouth’s Sales Spot 


ne is Buick faring in its drive 
for third place in new-car 
sales? 

Before the war, Buick battled its 
way from seventh to fourth posi- 
tion. But it has been unable to go 
higher in the postwar years. It con- 
sistently has trailed Plymouth. 

The box score shows that in 

1941, Buick’s best prewar year, it 
sold 68.24 new cars for every 100 
Plymouths sold, Except for the 
first postwar production year of 
1946, Buick each year has topped 
its 1941 position in relation to 
Plymouth. 


In the abnormal year of 1950, 
Buick came very close to realizing 
its goal. As a result of the 100-day 
Chrysler Corp. strike early in the 
year, Buick seized third place in 
sales in March. Plymouth, with no 
production during the strike, fell to 








Rise in Used-Car Index 
Biggest Since August 


(Continued from Page 2) 


year. Few expect December to be 
anything but a quiet month. 
- * * 


NE dealer said he not only ex- 

pects more business following 
the holiday season, but fizures 
prices will strengthen, too. 

“For the first time in 10 years,” 
he said, “prices are down to where 
a guy can buy a solid car at a rea- 
sonable price. We’re going to enjoy 
a beautiful business. There’s no 
question about it.” 


Many dealers feel that, despite 
the “couple of rough months” 
which resulted, the sharp adjust- 
ment in prices for used cars was 
a good thing. It brought more 
people into the market, for one 
thing, they say, and freed a lot 
of the dealers’ money which had 
been tied up in inventories, 


One big Detroit operator said: “I 
used to carry a $205,000 inventory. 
Now I duplicate that for $150,000. 
All I have to do is to keep my 
finger on the ball and I can’t miss.” 


Some Detroit used-car dealers 
have noticed a sharp pickup in cash 
deals. One said that was because a 
lot of persons with money to buy 
are now beginning to think used- 
car prices are in line with values 
represented. 


One dealer said he is selling 
many used units to servicemen re- 
cently discharged. 

“They’ve got the money,” he said. 

© * * 
SED-CAR volume has also 
picked up in other scattered 
parts of the country. In some ,. izes, 
it has continued at strong levels! 
while new-car volume has declined ' 
slightly, 

In Cleveland, for example, used- 
car sales are still running at levels 
above comparable weeks of 1952, 
while new-car sales have fallen 
below like weeks of last year. 

The most recent Cleveland week- 


ly report showed used-car turn- 
over was 1,242, while new-car saics 
totaled 1,054. 

Used-car figures for Akron show 
a turnover of 506 in the most recent 
week, about 55 percent above the 
332 new-car sales. 

* * = 
'W-CAR sales for November 
are generally reported down 
about 15 percent from October lev- 
els, although some localities and 
some makes have shown increases. 

In San Antonio, November new- 
car sales were 1,311, compared to 
1,382 for October. 

Sales of new cars in Sioux City, 
Ia., in November totaled 220, an 
increase of 18 over the same 
month of 1952. In Manhattan, 
Kans., new-car sales for last 
month were 104, compared with 
119 in October. 

In examining the used-car mar- 
ket at the wholesale level, ’'47s and 
‘638s are in the strongest position 
when compared with average prices 
of a month ago. The ‘47s are $7 
higher than they were then and 
53s are $2 higher. 

- * = 

LL other models are lower, 

ranging from a loss of $23 on 
46s to $44 on 52s. 

Compared with average prices 
of six months ago, all are lower 
—but the oldest models have de- 
clined least. Here is the lineup: 
"52s, down $492; ’53s, down $381; 
51s, down $347; 50s, down $282; 
49s, down $239; ’48s, down $181; 
47s, down $142, and ’46s, down 
$127. 

The week’s adjustments left the 
price spread between the model 
years as follows: '53 to '52, $764; 
52 to 51, $301; ’51 to '50, $188; ’50 
to 49, $167; ’49 to 48, $168; ’48 to 
47, $39, and °47 to '46, $63. 


eighth place and did not regain its 
traditional niche until November. 
+ * * 


UICK sold 97.88 cars in 1950 for 
every 100 Plymouths sold. Aside 
from the abnormal year, Buick 
gave Plymouth its best run in 1947, 
when it sold 78.60 new cars for 
every 100 new Plymouths. 

The following year, however, 
Buick fell to a ratio of 70.50. It 
didn’t gain appreciably in 1949, 
when its ratio was 70.54 sales to 
every 100 for Plymouth. 

In 1951, Buick edged up to 72.29 
before falling back to a ratio of 
71.75 in 1952. 

For the first 10 months of 1953, 
however, Buick pushed its ratio to 
77.56. That, except for 1950, is 
Buick’s best showing in six years. 

7 


r TERMS of the total market, 
Buick has topped its 1941 pene- 
tration only once—in 1950. In 1941, 
Buick controlled 8.27 of the total 
market. Its record figure in 1950 
was 8.47. Plymouth, on the other 
hand, has been unable in the post- 
war year to reach its 1941 market 
penetration of 12.12 percent. 

In the total postwar market, 
1946 was both Piymouth’s best 
year and Buick’s worst. Plym- 
outh’s market penetration was 
11.67 percent and Buick’s 6.96. 

Jn abnormal 1950, Plymouth’s 
market penetration fell to 8.65 
while Buick’s climbed to 8.47. In 
other years, the Plymouth market 
slice has ranged from 9.87 to 10.91. 


7 Buick range has been from 
7.01 to 8.05. But Plymouth has 
always managed to maintain a 
margin over its rival. 

It should be noted that Plym- 
outh is confined to the low-price 
field, while Buick participates in 
all price ranges. 

On the basis of retail list prices 
for “bare” cars, the lowest-priced 
Buick in 1953 sold for $81 less than 
the highest-priced Plymouth. Buick 
covered the market the rest of the 
way up, until the highest - priced 
Buick (excluding the specially built 
Skylark) sold for $459.40 more than 
the cheapest Cadillac. 





Percent Share of 
New-Car Market 





1952 
10 Months of 1953 10.37 
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Tonkin Spreads Out 
Tonkin Motor Co. (Kaiser- 
Willys), Portland, Ore., has opened 
a second used-car lot at 1836 N. E. 
Union Ave. Norman Jacobs and 
John Farren are in charge. 


FS Se 2d 
CALENDAR 


Records day-by- 
day gains or losses against 
monthly quotas or comparatives. 


@ Graphs new cars, used cars, parts 
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@ Full 12 month calendar with large 
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filing. 
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Dealers, Salesmen to Get Continuous Training... 


Packard Hones Competitive Ax 


and Packard’s retail force will be|dealer will receive a series of 20 


(Continued from Page 6) 


once. You can see that Packard is 
really going competitive.” 
> * . 


i CONJUNCTION with the train- 
ing program, Packard is bring- 
ing out a line of new sales tools, 


Directors Picked 
By DADA; Tope 
To Aid Graves 


DETROIT. — New directors were 
introduced last Wednesday at the 
annual dinner meeting of the De- 

a troit Auto Dealers 
Assn, 

They are Hugh 
Gorey, Buick; 
Ham Kotcher, 
Cadillac; Harold 
R. Marsh, Chev- 
rolet; David Bar- 
nett, Chrysler; C. 
H. Harrison, De- 
Soto; Al Roger, 
Dodge; Ed J. 
Schoenherr, Ford; 
Bill Hermann, 
Hudson; Harry Newman, Lincoln- 
Mercury; Jim Allan, Nash; John 
Drummy, Oldsmobile; Cass Slubow- 
ski, Packard; Ernest Grates, Pon- 
tiac, and James M. (Pat) O’Dea, 
Studebaker. 





B. M. Tope 


It also was announced that Boyce | ...... 


M. Tope had been named assistant 
to Paul Graves, executive vice- 
president. Tope formerly was in 
the field organization of the Na- 
tional Assn. of Manufacturers. 
Omer Stotts, president, reviewed 
the activities of the year, including 
the successful fight for a state Sun- 
day closing law. 


Auto-Lite Holding 


Sales Powwow 


TOLEDO.—An insight into sales 
philosophy, advertising plans, pro- 
duction methods and general policy 
will be afforded 160 representatives 
of the spark plug division of Elec- 
tric Auto-Lite Co. beginning today 
(Dec, 14). 

The men, district and divisional 
managers and salesmen from the 
United States and Canada, will be 
divided into two groups Monday 
and Tuesday before going to Port 
Huron, Mich., to study wire and 
cable production methods and to 
Fostoria, O., to learn about the pro- 
duction of spark plugs. 

Wednesday the group will hold 
a business session here, with L. B. 
O’Loughlin, sales manager of the 
division, presiding. Auto-Lite offi- 
cials including D. H. Kelly, B. A. 
Fay, H. E. Hasemeyer, J. B. Fen- 
ner, L. H. Middleton and D. B. 
Seem will address the gathering. 

That night a reception will be 
held, at which Royce G. Martin, 
president and chairman of Auto- 
Lite, will speak; 

Thursday and Friday will be de- 
voted to divisional and district 
meetings. 

The Toledo meeting is the first of 
its kind held by Auto-Lite. In pre- 
vious years, salesmen received an- 
nual instructions through a series | 
of divisional meetings. 





instructed in their uses. 

Among the tools are brightly 
painted gadgets which demonstrate 
Packard advantages. 

For example, one is a box which 
@ salesman can insert in the car’s 
trunk while remarking: “See, the 

(here he will name a competing 
make of car) has that much less 
trunk space.” 

Other devices are designed to 
show comparative leg room, visi- 
bility over hood, windshield area, 
hip room and car length, All have 
competitors’ specifications painted 
on them, 

Animated displays have been de- 
veloped to show the merits of 
Packard’s engine, power brakes, 
power steering and four-way seat. 

* * * 


OLOR charts have been rede- 
signed. Instead of a book with 
pages of different colors, Packard 
dealers will receive a book with 
acetate overlays cut in_the shape of 
a car. Then the different colors will 
be inserted under the overlay to 
show just how a car will look. 
Part of the program will be de- 
voted to instilling the “college 
spirit” into Packard’s retail or- 
ganization. “We want to make 
them proud to be with Packard,” 
said Clare Briggs, director of 
marketing. 
To help accomplish this, each 


wall charts for his sales meetings. 
Subjects covered in the charts in- 
clude Packard history, selling of 
prestige cars, demonstrations, sales 
contacts, appraisals, financing and 
followups. 
* *” * 

ACH salesman will receive the 

same type of chart in a smaller 
size to fit in a binder. He can then 
refer to the information at will. 

To keep tab on results, dealers 
will have their salesmen set a sell- 
ing goal each month, with the sales- 
men keeping a progress sheet. 

Frank Frost, Packard sales 
manager, said he expected the 
program to show dealers and 
their salesmen by example, rath- 
er than by orders, the valte of 
training. 

“It will teach them to really sell, 
rather than just take orders and 
give discounts,” Frost said. 

The training program was worked 
out by Poetzinger, Dechert & Kiel- 
ty, of Chicago. The firm never has 
conducted a campaign for an auto 
maker before, but has done much 
work for appliance companies, in- 
cluding Hotpoint, which formerly 








British-Italian Car for U. S$. Market— 


'S. H. Arnolt, Warsaw (Ind.) sportsman and importer of European cars, will market 
the new Arnolt-Bristol, which has been especially designed for the American market, 


according to Bristol Aeroplane Co., Ltd., 


Bristol, England. The Duke of Edinburgh 


inspects the car, the body of which is made in Italy. 


DETROIT.—The American Auto- 


was headed by James J. Nance,| mobile Assn. contest board, at a 


Packard president. 
Thus, Packard is taking a le 
from the book of another industry, 


af three-day session here last week, 


voted to postpone a ruling on use 


an industry which already has|°0f high-speed equipment kits in 
faced two tough postwar years. | stock-car races, but plans for estab- 


Plymouth Is Host to Top Salesmen at Detroit Session— 


Thirteen of the outstanding Plymouth salesmen in the U. S. were guests of the plant in Detroit at a meeting of the Plymouth 
Salesmens League. They won their laurels in regional sales competitions. Shown (front row, from left), are J. L. Sarver, Miami; 
L. Pader, Brooklyn, N. Y.; P. V. Shirer, Brooklyn, N. Y.; J. B. Stephens, Phoenix; D. Rossini, Taunton, Mass.; Lee Warren, Wich- 
ita; H. B. Heberling, Plymouth assistant general sales manager; S. London, Chicago, and James A. Lawson, Plymouth eastern zone 


manager. 





Back row: L. Tovar, El Paso, Tex.; H. H. Goebel, Evansville, Ind.; W. D. Shaw, Youngstown, O.; A. B. Dowd, Plymouth merchan- 
dising manager; N. H. Rola, St. Louis; William J. Bird, Plymouth general sales manager; F. W. Dickman, Wichita; R. W. Knapp, 
Washington, and Robert Owen and George Reid, Plymouth officials. 





U.S. Hits Defense on duPont-GM Ties 


CHICAGO. — Government at- 
torneys last week asserted that de- 
fense contentions that E. I. duPont 
de Nemours & Co. did not control 
the board of General Motors “just 
don’t hang together.” 


In oral arguments featuring the 
final phase of the duPont anti- 
trust trial here in Federal Dis- 
trict Court, E. Houston 
chief Government attorney, de- 
clared that “the defense effort 
to prove no control of the GM 
board by duPont on an arithme- 
tic basis is completely divorced 
from reality.” 


Harsha cited defense arguments | 
that duPont had only five or six 


| 








Leaders of Virginia Chevrolet 
: officers of the Virginia Chevrolet 
ir. 


ble 


i 


Dealers— 
Dealers Assn. are (seated, from left), H. 


Buena Vista; Alvin H. Hechler, Highland Springs, treasurer; John 
Radford, vice-president, and J. R. Cato, Emporia. Standing: Albert 
Petersburg; George W. Dawson, Gretna, secretary; C. W. Appich sr., Richmond, 
and C. K. Hutchens jr., Newport News, presidont. 


representatives on the board at one 
time through the years and that 
they were always outnumbered by 
other directors. 

“I submit that the duPont compa- 
ny was in control,” he said, “be- 
cause all other directors were 
either management or employe di- 
rectors, who could be eliminated, 
or outside directors brought in at 
the request and suggestion of the 
duPonts.” 


As an instance of the “pattern 


| Of control” which he alleged was 
| practised by the duPonts, Harsha 


quoted from a letter sent in April, 

1947, by Pierre S. duPont to Lam- 
mot duPont Copeland, then presi- 
dent of U. S. Rubber, who had 
expressed concern over manage- 

ment directors outnumbering du- 

Pont directors on the rubber 
company’s board. 

In the letter, Pierre duPont 
stated, “I do not fear the result 
of the management group being in 
the majority. If such fear is real, 
we should change the manage- 
ment.” 


After reading the letter to 
Federal Judge Walter J. LaBuy, 


Harsha said, “That, your honor, I 
| lection, misrepresentation and 
Government had | 
countered previous testimony by | 
Alfred P. Sloan jr. that he was | 


submit, is control.” 
Earlier, the 


on his own as head of GM and was 


evidence establishes Sloan _ re- 

cognized at all times that duPont 

was the governing power of GM. 

“If he did not feel as the Govern- 
ment contends, he would not have 
written as he did to the duPonts,” 
Harsha asserted. 


Harsha then quoted from a letter 
Sloan wrote to Irenee duPont in 
which Sloan said, “You must recog- 
nize that I am essentially, at least 
I hope I am, a member of the 
duPont family.” 

Harsha recalled that Sloan had 
testified he was “a member of 
the family” only in that the 
duPonts had an interest in GM 
and that the word “family” was 
used from the viewpoint of a 
community of interest. 

“It is impossible to reconcile this 
with the defense’s contention that 
there has been only arm’s-length 
dealings between the two compa- 
nies,” Harsha said. 

GM previously had asserted in a 
brief that the Government had 
failed to prove its charges and 


| asked dismissal of the Government 
| complaint. 


Denouncing what it termed the 
Government’s technique of “se- 


suspicion,” the GM brief said 
that Government was depending 
on fragmentary excerpts care- 
fully extracted from documents 


not subservient to alleged duPont | 25 or 35 years old. 


domination. 

Harsha stated that “while the 
Government has no desire to at- 
tack the character of such a man 
of obvious ability as Mr. Sloan, 
on the other hand, we submit the 





The brief termed these excerpts 
as “only the minutest bits of fact 
from the tremendous pageant of 
events, industries and products 
thrown together in this antitrust 
case.” 


Stock-Car Ruling 


AAA Board Tables Issue of Special Kits; 
Completes Plans for Hall of Fame 








Delayed 


lishment of a Racing Hall of Fame 
were finalized. 

AAA officials tabled the ruling 
on special equipment until FIA, 
the international racing body, 
makes its decision next month. 
AAA will follow the FIA ruling 
so that American drivers in 
international races will be on an 
equal footing with drivers from 
other nations, it was said. 

The AAA officials went to Ford’s 
Greenfield Village in Dearborn and 
set up plans for establishment of 
a Racing Hall of Fame there. 

An area will be redesigned for 
the hall and should be completed 
by November, 1954. 

The display will consist of 
pictures of those elected to the 
Hall of Fame, famous racing cars, 
scale models of all “500” winners, 
scale models of racing tracks, 
records and data. 

Russ Catlin, of the AAA contest 
board news bureau, said 36 persons 
have been nominated this year for 
membership in the Hall of Fame. 
Winners will not be announced 
until January, to allow tabulation 
of absentee ballots. 

Catlin said Eddie Rickenbacker, 
Tommy Milton, Earl Cooper and 
Ralph DePalma probably will 
win, Only 10 can be elected each 


year. 

The Hall of Fame was started 
last year and initial members are: 

Drivers — Barney Oldfield, Louis 
Chevrolet, Bert Dingley and Ray 
Harroun; manufacturers — Henry 
Ford and Harvey Firestone; of- 
ficials — Fred Wagner and Pop 
Myers; promotional—Al Vanderbilt 
and Carl Fisher, builder of the 
Indianapolis Speedway. 

Auto dealers on the 18-member 
contest board are Tom _ Frost 
(Ford), Warrenton, Va.; Guy 
Woodward (Chrysler-Dodge-Plym- 
outh), Washington, Pa.; E. S. Dowd 
(Oldsmobile), Cleveland Heights, 
O., and Stanley Horner (Buick), 
Washington, D. C. Another board 
member is Col. J. G. Vincent, a 
director of Packard. 


Salesmen Attend 


Bear’s Classes 


ROCK ISLAND, Ill.—Over 40 job- 
ber salesmen attended the annual 
jobber sales class at Bear Manu- 
facturing Co. last week. 

Leading the discussions were Lee 
Thomas, sales promotion director; 
Lou Smeltzer, special representa 
tive, and Ed Quekels, director of 
service for Bear, Special emphasis 
was placed on the recently an- 
nounced Balantru Service, with the 
new Telaliner also featured. 

The first day’s activities centered 
on the various gauges used for 
checking alinement angles and 
frame conditions, as well as the 
study of Bear’s warranty and serv- 
ice policy. Another day was devoted 
to classes on the safety inspection 
stations used throughout the 
country. One day’s activities were 
in balancing, wheel straightening 
Balantru service, and a message 
from L. B. Arp, vice-president of 
Bear, on “Production changes and 
Production Plans for 1954.” 











} 


Parley Scans Layoffs bee 
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UAW, Mitchell Clash 
On Job Situation 


By Gerhardt Neumann 
Staff Writer 

IVERGENT views on the auto- 

motive job. situation were 
brought out last week at a UAW- 
CIO parley in Washington attended 
by 750 local-union delegates from 
Detroit and other areas said to be 
hit by layoffs. 

Secretary of Labor James C. 
Mitchell told the delegates that 
he did not feel alarmed over the 
job situation. “The total employ- 
ment level,” he said, “is equal 
to or very near the peak of the 
best years.” 

This, he added, has left most 
manufacturers in a sound position 
for expansion. 

Walter P. Reuther, union presi- 
dent, reported on the other hand 
that peak employment this year, 
according to a UAW survey, totaled 
1,506,160, of which, 1,120,246 workers 
were employed in civilian work and 
385,914 in defense jobs. 

+. * ” 


gradi yy estimated that by the 
end of October these figures 
were down to 1,269,399 workers, of 
whom 945,021 were employed in 
civilian work. This represents a 
deficit of 236,761 jobs, he said. 
Counting automotive workers not 
covered by UAW contracts, Reuther 
estimated total unemployment in 
the industry at 250,000. 

Mitchell pointed out that 
purchases of durable goods this 
year, particularly autos, were 
heavy but declared that some 
auto manufacturers “overshot 
their sales and have been forced 
to cut production.” 

He expressed the belief that 1954 
investments in construction, hous- 
ing and equipment will come close 

to 1953 figures. 


* * * 


ITCHELL also told the dele- 

gates that the Administration 
is not overlooking possible reverses 
in the economic situation and plan- 
ning for a “public works program 
which would have the greatest 
benefit to our society.” ; 

The UAW contends that nation- 
al unemployment is now near 2,- 
500,000, instead of the 1,500,000 
reported by the Census Bureau. 

C. Patrick Quinn, an official of 

Dodge Local 3 at the Dodge main 


Stockholders OK 
Federal-Mogul, 
~ 

Bearings Merger 

DETROIT. — Approval for Fed- 
eral-Mogul Corp., Detroit, to ac- 
quire the property, assets and 
business of Bearings Co. of Amer- 
ica, Lancaster, Pa., on Dec. 31, was 
voted last week at special stock- 
holders meetings of both compa- 
nies, G. S. Peppiatt, Federal-Mogul 
president, has announced. 

“These actions will consolidate 


two of the oldest bearings com- 


panies in America,” Peppiatt stated, 
“and will make it possible for Fed- 
eral-Mogul to offer its service cus- 


“tomers a complete line of anti- 


friction bearings, consisting of 
thrust and ball bearings, and 
tapered and straight roller bear- 
ings, as well as its line of sleeve 
bearings, thrust washers and bush- 
ings.” 

The purchase price was 72,300 
Shares of Federal-Mogul $5 par 
value stock, which is at the rate of 
one share of Federal-Mogul stock 
for every four shares of Bearings 
Co, stock outstanding. 

Initially, Bearings Co. will be op- 
erated as a division of Federal- 
Mogul with its service division 
coordinated with that of Federal- 
Mogul, Peppiatt said. J. W. Brady, 
Bearings Co. president, was elected 
vice - president of Federal - Mogul 
effective Jan. 1. He will be in 
charge of the new division. 

Federal - Mogul has 75 branches 
throughout the United States and 


' Canada which will distribute Bear- 
| ings Co.’s line of thrust and ball 


plant, estimated that 12,000 Dodge 
employes “are now walking the 
streets of Detroit.” 
* * : 
—— demands emerged as the 
main conclusions of the meet- 
ing: 

1. President Eisenhower was 
urged to call a national labor- 
management-farm-government con- 
ference to discuss unemployment 
and other domestic issues, 

2. The union called for unemploy- 
ment compensation of $72.79 a week 
in Michigan for workers with four 
dependent children. Michigan maxi- 
mum benefits under the law are 
$27, plus $2 for each dependent 
child up to a total of four, for a 
maximum of 20 weeks. 


3. Adoption of a _  13-point 
program “of action to meet the 
people’s needs.” It included a 
vast Federal housing program, a 
$1.25 minimum wage, and the 
raising of tax exemptions from 
the present $600 to $1,000, 
Among other resolutions adopted 
were demands for better education- 
al facilities, a nationalized health 
program, improved highways, anti- 
discrimination legislation and in- 
crease in social security benefits 
and coverage. 

* . 7 


oe union proposed a. revision 
of unemployment benefits based 
on average factory earnings. 
Under the plan, the weekly un- 
employment benefit of a single 
worker would be 65 percent of the 
average factory earnings per week 
in his state; 70 percent for a 
worker with one dependent, and up 
to 85 percent for four dependents. 


Where the state’s average 
weekly earnings were lower than 
the national average, the benefits 
would be based on the latter. 

As on previous occasions, the 
UAW made it clear that jobless 
benefits would be tied in with its 
demands for a guaranteed annual 
wage. This would necessitate 
changes, not only in state unem- 
ployment compensation laws, but 
also in the Social Security Act. 

Mitchell had told the delegates 
that the Government considers 
broadening of the unemployment 
compensation system as a shield 
against depression, and also that 
it plans to increase the amount and 
coverage of the present Federal 
minimum wage of 75 cents an hour. 

* ” 7 


N INCREASE of 14 cents an 

hour in the wages of truck 
drivers between July 1, 1952, and 
July 1, 1953, has been reported by 
the Bureau of Labor Statistics. 

Helpers’ rates increased 12 cents 
during the same period. 

Average hourly wage for union 
drivers on July 1, was $1.91 and 
for helpers, $1,67. 

The statistics are based on wage 
scales in cities of 100,000 or more 
population. Actual wage increases 
ranged from 5 to 20 cents an hour. 

a 7 o 


ARNING that “any drastic 

steps in the direction of the 
annual wage would be fraught with 
grave peril to all,” the First 
National Bank of Boston states in 
its New England Letter that such 
@ proposal would “hit hardest the 
small firms that do not have the 
reserve to draw on for dull periods, 
nor the credit standing for making 
commitments involving tying up 
funds in nonprofitable inventories.” 

The proposal also would have 
“disastrous effects” on new 
business enterprises, the bank 
says. 

The bank suggests the adoption 
of sound business and government 
policies “to minimize seasonal in- 
fluences in order to provide for a 
greater stability in our economic 
system.” 

“At the same time,” it continues, 
“we must maintain a dynamic econ- 
omy by the aggressive promotion 
of scientific and industrial research, 
which is responsible for an esti- 
mated one-half of the total existing 
jobs in industry.” 





Mexican Race Winners Get Trophies— 

The drivers of 1953 Lincoln Capris, who took the first four places in the 1,937-mile 
race from Tuxtla to Juarez, Mexico, receive their trophies. Standing (from left), are 
Johnny Mantz, Walt Faulkner and Chuck Stevenson, winner of the first-place trophy. 


In foreground is Jack McGrath. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


Kaiser Gets heen 
Of $15 Million; 
Cuts RFC Debt 


WILLOW RUN. — Arrangements | 


for a loan of $15 million have been 
made by Kaiser Motors Corp., it 
was disclosed last week. The new 
capital was made available through 
private banks with the assistance 
of Henry J. Kaiser Co. 


At the same time, it was an-| 


nounced that Kaiser had paid the 
Reconstruction Finance Corp. $26,- 
700,000 from its Willow Run sale, 
thus reducing its Government debt 
to $18,456,000 from the onetime 
peak of $74,789,843. 

Kaiser sold the Willow Run plant 
to General Motors for $26 million. 

Edgar F. Kaiser, president of 
Kaiser Motors and Willys Motors, 
announced that Kaiser Motors’ 
headquarters now would be estab- 
lished in Toledo. 


The main Toledo factory has 5,- 
200,000 square feet of floor space, 
an area 18 percent larger than that 
of Willow Run. 

Kaiser and Willys also have a 
new stamping plant at Shadyside, 
O.; an engine plant in Detroit; the 
Wilson foundry in Pontiac; a ma- 
chining plant in Dowagiac, Mich.; 
an electronics and engine plant in 
Anderson, Ind.; an aluminum forg- 
ing plant in Erie, Pa., and an as- 
sembly plant at Maywood, Calif. 


These plants comprise 3,100,000 


square feet. 
. * 7 


Walker Mfg. Takes Over 


Kaiser’s Jackson Plant 


RACINE, Wis. — James S. Allan, 
president of Walker Mfg. Co. of 
Wisconsin, last week announced 
acquisition of the Kaiser Motors 
Corp. plant at Jackson, Mich., as 
additional manufacturing space for 
its Walker-Michigan division. The 
purchase price was not disclosed. 

The plant, providing some 300,000 
square feet, about doubles the 
manufacturing capacity of the 
Michigan division, 

The division manufactures ex- 
haust systems as original equip- 
ment and for the replacement 
market. 

Kaiser produced 1951 Frazer cars 
at the plant and later used it as a 


parts warehouse. Part of the space | 


will now be leased by Kaiser to 
produce its new sports car, it was 
said. 


Dealers in Florida 
Organize, Elect 


LEESBURG, Fla—The Lake-| 


Sumter Automobile Dealers Assn. 
has been organized with the follow- 
ing officers: 

President, James D. Boyte, Jungle 
Auto Service (GMC), Leesburg; 
vice-president, Paul V. Hudson, 
Eustis Auto Inn, Inc. (Chrysler- 
Plymouth), Eustis, and secretary- 
treasurer, Festus Morgan, Eustis 
Motor Co. (Ford), Eustis. 
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This 
in the coupon for complete information that you will be able to understand and appraise 
in less than 15 minutes? 


47 
Private Truckers 


Change Name 
Of Organization 


WASHINGTON.— The National 
Council of Private Motor Truck 
Owners last week voted to change 
its name to the Private Truck 
Council of America. 

The change was made, it was 
said, not only to shorten the name, 
but to make it more indicative of 
the organization’s scope and func- 
tions. 

A special meeting was held here 
with A, B. Gorman, president, pre- 
siding. Gorman is manager of the 
automotive division marketing de- 
partment of Esso Standard Oil Co. 


The council was established in 
1939. Its membership is made up of 
many of the largest business or- 
ganizations in the U. S., as well as 
many small private truck operators. 

Its purpose is stated as “guard- 
ing the rights and interests of the 
private motor truck operator.” Na- 
tional headquarters are in Wash- 
ington, with James D. Mann as 
managing director. 

The council will hold its first 
annual meeting under its new name 
at the Conrad Hilton Hotel, Chi- 
| cago, Jan. 28-29, 





ME SIZES 





MR. DEALER 


|Our “SALES INCREASER PLAN” will show you how TO— 


|. Find new car prospects who now own the make of car most acceptable as a trade in. 

2 = new service department customers who now own the make of car you can best 
service. 

3. Get the above individuals into your showroom or shop where you can really do a 
selling job. 


space is too small to give full details. How can you lose by spending 3c to mail 


INVESTIGATE! 


(SIGN AND MAIL THIS FORM) 


Mr, P. W. Gallagher 

Room #216 

I! Park Place 

New York 7, New York 

Dear Sir: 

Please send me complete details of your ‘Sales Increaser Plan." 

. No obligation to me, 

No salesman will call unless requested. 

. My name will not be given or sold to others. 

. Your product is being used by other auto dealers. 

. You are a reputable Company selling a quality product, reasonably 
priced, and one which can easily be applied to my business. 


You certify— 


awn 


Please mail the material to: 


My Name Is 


Firm Name on “ 





City and State - 


Mn cee cee ee cee cee eee cee cee cee ee ee ee ee ee es ee oe ee 
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Car, Truck Output Estimates 
= 
By Automotive News 
PASSENGER CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan, 1 - 1 
Ended Same Ended Dec., *to 
Dec, 12, Week, Dec, 5, 1953, Dec. 13, Sex 12, 
1953 1952* 1953* To Date 1952* 1953* 
CHRYSLER , 22,805 32,281 24,118 42,101 880,718 1,206,848 
Chrysler ..... 2,875 4,494 3,172 5413 110,921 154,617 
DeSoto ...... 3,100 3,098 3,062 5,551 90,683 124,865 
Dodge ......... 3,850 8,686 4,723 7,628 239,296 287,828 
Plymouth 12,980 16,003 13,161 23,509 439,868 639,538 
FORD ..... 7,800 27,911 31,137 $2,300 940,503 1,479,240 
Se oo act lisa coksseuavactecensn, codebinaaiinn 21,471 24,547 19,278 728,081 1,140,072 
Lincoln ............... 1,000 670 1,036 1,839 30,155 39,406 
Sa 6,300 5,770 5,554 11,183 182,317 299,762 
GENERAL MOTORS .. - 43,430 14,118 $3,718 71,769 1,723,749 2,683,262 
sus patie 300 ee 300 807,028 472,283 
1,730 1,310 2,711 3,893 92,066 103,732 
81,000 $81 24,727 52,296 848,745 1,400,597 
3,400 2,805 3,400 6,120 216,207 316,392 
7,000 6,656 2,875 9,160 259,708 390,258 
wldocies MENS andesite _inessotbu 124,597 61,048 
Sere De 2a oat ide wevcbaaeebee PEE, inccciihese, -- thvviescees 70,614 20,623 
PC asderssctivs Cvbetivorats 58,983 40,425 
eT Pa as ee Re exceseadeies « -beseineledl 1,491 aadeieuebii 
850 1,608 943 1,602 73,011 13,874 
2,500 3,315 2,417 4,423 144,969 131,448 
1,400 2,192 1,045 2, 57,563 76,841 
3,600 3,609 3,817 6,675 161,471 183,365 
82,385 87,942 97,190 161,104 4,108,072 5,895,921 








COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 











Week Jan. 1 Jan. 1 
Same Ended Dec., to to 
Week, Dee, 5, 1953, Dec. 13, Dec. 12, 
1952* 1953* To Date 1952* 1953* 
6,772 7,608 13,766 313,692 341,538 
diclscles\- ecvasiecsess . siipdinnes ae ° -ubevenaencn 
197 95 176 7,678 8,122 
60 80 144 2,190 2,936 
3,151 2,230 4,084 156,498 100,493 
27 13 99 1,561 2,292 
6,975 2,380 2,284 220,274 298,753 
2,930 2,466 4,363 112,451 105,887 
2,584 2,188 4,010 121,914 117,008 
326 160 328 9,977 11,162 
361 150 340 §=6.16,408 8§=14,829 
EE Scecuseoeia came 55,754 $1,372 
275 287 580 §=6—«:211,668 «=: 18,498 
2,664 1,924 3,454 104,722 84,004 
331 258 462 14,276 13,480 
Total Trucks, U.S. .... 18,475 27,957 19,889 33,990 1,149,872 1,145,464 
Total Cars, Trucks 
MCA < susnipcesadacssndlabisenssnen 100,860 115,899 117,079 195,004 5,257,944 7,041,385 
Total Cars, Trucks 
| er 6,100 6,611 5,986 10,889 365,721 463,155 
Grand Total 
Cars and Trucks, 


U. S. and Canada ...... 106,960 122,510 123,065 


205,983 5,623,665 7,504,540 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: 


All U. 8S. totals include cars and trucks for military orders. 





Car Stocks off Sharply; 
Average Is Now 11.1 


(Continued from Page 1) 


dealer circles in several areas of general improvement in the inven- 


the country. 
* 


EALERS wou take the view, 
nevertheless, that what was 
good for one was good for all. A 





New-Car Stocks 


In Field, in Transit 


(Estimated by Automotive News) 


Dealers’ 


|tory situation, it was pointed out, 
'was bound to have its effect on 
| trading practices. 

Some of the decline in the 
nation’s supply of unsold new 
cars was clearly temporary in 
that the December census in- 
cluded a period of extraordinarily 
low factory - to - dealer shipments 
—the result of several makers 
switching production facilities for 


Care Gare In Total | the upcoming model year. 

Pented rue et feteatisl | “With new-car inventories at just 
Setieg, “ et Destore oe aoe the half-million mark, some 

» "50. ’ . observers declined to be pessimistic. 
Sums 1, °50.. 207,600 leeises = aavasé|In a year when more than six 
Sept. 1, ’50. 642 160,400  400,042| million cars will be produced, a 
— ‘. Py canes 89,900 Satan domestic supply of 500,000 is a "30- 
Seek ots: evant Maes emt | te 
Jan. 1, '62.. 224,968 31,000 sas oes (THESE sources commented, how- 
= a — iar —— sears ever, that a further cutback in 
Apr. L "58. 213,391 83,000 296,391 stocks is necessary ifa 30-day level 
May 1, ’52.. 261,674 88,000 339,674\/is to be maintained throughout 
= i, a tees 70,000 ie 1954, when the industry expects to 
Aug. 1, ’62.. 162,086 12,000 174.086 turn out only five to 5% million 
Ox iva seee mes bah 

"52. » More often than not, the 30-day 
=. i - 287.247 76,000 363,247; ™ark has been exceeded this 
Jan, 1, ’63.. 291,671 374,971 | year, in recent months by a con- 
Feb. 1, “33. 304,536 s6,000 035| siderable margin. 
Apr, L.'63.. aaneet 0 Geideeastaaz| Reports from dealers in con- 
May 1, °63.. 490,381 97,700 688,081 |}nection with the latest monthly 
= ‘ by SSiee sae 537,046 | survey indicated that the factories, 
Aug. 1. 53... 517,119 in general, were shipping only the 
Sept. 1, °53.. 514,569 74,500 589,069 | number of cars actually ordered by 
Soy. ies: anaer uo -gon'sr |e, dealers 
Dec. 1. °53.. 470. 4 29,000 499,099 | SOme introductory models were 


+ 


dealerships, 
factories, and demonstrators. 
*Revised. 


E 


(lt LS TAA 


Field stocks include cars actually at 
those warehoused by dealers 


loaded with accessories, it was said, 
but dealers said most cars carried 
only the optional equipment speci- 
fied by themselves. 





Ford Dealers, Ad Agency Exchange Ideas— 


Norman H. Strouse, vice-president of J. Walter Thompson Co., addresses field men 


Prufaetion 


(Continued from Page 1) 


scheduling operations at three of 
its four plants. 
Both Willys and Kaiser still are | 


not making cars. 


at a meeting of the firm's Ford dealer committees and account representatives in 
New York. Advertising plans were discussed at the meeting, which preceded a 
get-together of Ford dealer leaders in Dearborn. 


|the industry’s second best output 
jyear, U. S. plants have turned out 
5,895,921 cars and 1,145,464 trucks. 





Auto Stocks 


4 Dealer Previews 


Slated by Buick 
For This Week 


NEW ORLEANS. — Buick wil! 
conduct previews of its 1954 models 
at four dealer meetings this week. 

The preview for southern region 
dealers will be held here today 
(Dec. 14); for midwest dealers, 
Wednesday in Kansas City; for 
central-area dealers, Saturday in 
Detroit, and for eastern dealers, 
Saturday in Atlantic City. 

The showing to Pacific region 
dealers was held in Los Angeles 
last Monday. 

The meetings are being conducted 
by Buick officials, including Ivan 
L. Wiles, general manager. 

Others making the dealer-meet- 
ing swing are Albert H. Belfie, 
general sales manager; Verner P. 
Mathews, chief engineer; Glenn D. 
Wilson, merchandising manager; 
Charles Wilcox, director of budget 
and business management, and 
Waldo McNaught, director of pub- 
lic relations. 

Two assistant general sales man- 
agers—J. B. Nash, of Chicago, and 
F. V. Bridge, of New York—are 
taking part in the meetings sched- 


Room 500-K, 7 W. Madison, 


week and was forced to close Mon- 
day and Tuesday. 


So far this year, which already is 





Compiled from reports of trading on the 


American and New York Stock Exchanges. 








ae Oe ee oe i" oh uled for their respective areas. 
HE 7 percent decline in truck i 61 63 96 60 Presiding officers are the regional 
T output was due mainly to Ford, — = on - on ane Seatges, snemgeniel ty tat 
which is changing over. Ford H rf u% 17 9% gers. 
turned out only 650 trucks last | Hudson “ . 
week, compared with 2,380 in the | Kaiser 2% 2% 5% 2% Fire Strikes H 
preceding week. Nash 17% 17% 2% 16% tre Strikes torne 
Studebaker, which built only 55 |Packard 3% 3% 6% $$8%| BEAUFORT,S.C.—A blaze swept 
Seceekeccee so [ae Sh BK we msl eee See eee oe 
pec resume soon. cneitini ¥ 
Federal had a parts shortage last | Average 25.19 25.90 000. A number of new cars was 


damaged. The fire apparently origi- 
nated in a transformer operating 
an electric sign. 


CLASSIFIED wa Ge ry DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at Tits chi 
of Automotive News. 
day received. Display ads: 
OF PUBLICATION DATE. 


Add One Dollar ($1) per 
are forwarded to the advertiser, 
CLOSING: SIX DAYS IN ADVANCE 


Replies to Box Number ads: 
$11.20 per column inch, 


TET eat 


Ta ee 


for 


use of a box number, in .care 


unopened, the same 
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HELP WANTED 


BUSINESS MANAGER. Chicago Ford 


dealership is looking for an energetic 
young man to supervise parts and service 
departments, take care of customer rela- 
tions and supervise personnel. A _ real 
future for the right man. Salary $7,800 
per year. In reply, please state age, ex- 
perience and qualifications. Box 3278, 
c/o Automotive News, Detroit 26. 





SALES ENGINEERS 
$7,500 to $25,000 


We have a number of immediate openings 
with tep-rated national 
experienced at MANUFACTURING level in 
sales of equipment to the Original and Re- 
placement Automotive Trade. Submit a re- 
sume of your background and interests in 
complete confidence to: Miss Ruth A. Cook, 
Vice President, Executive Sales Division. 


concerns for men 


EMPLOYMENT COUNSEL, 
INC. 


Chicago 2, Ill. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 


number ads, we suggest you send your 
replies direct to Classi Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





LARGE TRUCKING CONCERN, 


SALESMANAGER FOR NASH dealer. 


HELP WANTED 


serving 
eastern U. S., desires experienced top 
flight personnel and safety man, Write 
Box 3288, c/o Automotive News, De- 
troit 26 giving experience, references, 
age and salary expected. 





Washington, D. C. area. State ability, 
all details first letter. Confidential. Box 
3290, c/o Automotive News, Detroit 26. 


POSITION WANTED 





SALES OR GENERAL MANAGER, Ener- 
getic family man in early thirties, ex 
world-war II officer, two years college, 
presently employed by a General Motors 
car division as district manager, de- 
sires to get back in retail. Capable of 
running entire dealership, operating and 
training hard hitting sales force. Com- 
pensation potential of $10,000 or with 
part interest in dealership. Ten years’ 
experience, retail and wholesale. 
Ceneral Motors or Lincoln-Mercury. 
Box 3295, c/o Automotive News, De- 
troit 26. 


USED CAR MANAGER or can serve as as- 
sistant manager, buyer. Plenty of initia- 
tive. Past eight years with Chrysler and 
Plymouth dealer. Five years on Ford 
used car lot. Have been used car dealer. 
Recommendations: bank, dealers and 
auction. 52 years of age, excellent health. 
No boozer, married, one child. Write or 
wire Mike Fesler, 1707 State, Quincy, 
Illinois or phone 9528. 


SALES MANAGER OR general manager, 


47 years old, married, 27 years’ ex- 
perience with General Motors, Chrysler, 
Nash and Kaiser-Frazer dealerships. 
Three years sales manager for large 
Kaiser-Frazer dealership, 2% #£«=years 
general manager for large Nash dealer 
post-war; supervised large sales force. 
Owned and operated Olds - Cadillac 
dealership at a profit for 17 years pre- 
war, Salary and incentive. Box 3289, 
c/o Automotive News, Detroit 26, 


SERVICE MANAGER. Nineteen years of 


General Motors experience with Buick, 
Oldsmobile and Chevrolet. Capable of 
handling any phase of service operation. 
Desire dealer in southwest with customer 
labor potential of $15,000 to $25,000 per 
month. Box 3255, c/o Automotive News, 
Detroit 26. 





POSITION WANTED 


DO YOU NEED A terrific man for 
general manager, who has been in 
business for 25 years, knows the Hull- 
Dobbs system and many other systems 
to get volume? He led the _ entire 
U.S.A. for three years straight in an 
independent line. He has always been 
a leader but now prefers to join up 
with a larger operator. He knows auto- 
mobile business upside down and back- 
wards. References are the best from 
large banks and finance companies. 
Doesn’t care where it is as long as it 
is a good deal. Prefers the west. Box 
3291, c/o Automotive News, Detroit 26. 


GENERAL MANAGER - SALES MAN- 
AGER—used car manager. Young, ag- 
gressive, honest, sober man _ desirous 
of a position with a reputable ‘Big 
Three’’ dealer who is in need of a man 
who is not afraid of hard work or long 
hours. Twelve years’ experience in new 
and used cars as dealer. Have to make 





$12,000 or better. Will make sizeable 
investment in business after one year 
on the job. Prefer west or south 
Married, 34 years of age, three 
children. Available on or before Janu- 
ary 1. Write Box 3292, ,c/c Automo- 
tive News, Detroit 26. 


GENERAL OR SALES MANAGER. Ten 
years’ Ford experience. Doubled volume 
all departments last three years as 
general manager principle city dealer- 
ship. Can direct and train men. Can 
operate dealership. Good merchandiser. 
Will make you money. Excellent dealer 
or factory references. 36 years old, 
family man, dependable, enthusiastic, 
good appearance. Prefers to locate any- 
where west coast for right opportunity. 
Box 3293, c/o Automotive News, De- 
troit 26. 


NEW OR USED CAR SALES manager— 
Fifteen years’ experience in all phases 
of management, sales and service. De- 
sire volume _ operation. Young and 
aggressive. Prefer southern’ location. 
Box 3294, c/o Automotive News, De- 
troit 26, 


MR. SMALL DEALER — Do you need a 
young man you can trust to assist you 
in sales or management? Seven years 
successful management and sales experi- 
ence. Able, energetic, well recommended 
Deal more important than immediate 
earnings. Ford preferred, southern loca 
tion. Investment consfdered. Box 3214, 
c/o Automotive News, Detroit 26. 


POSITION WANTED by General Motors 
Partsman with seven years’ experience 
with Chevrolet, Cadillac, Pontiac parts. 
Chevrolet parts manager for two years. 
a 3270, c/o Automotive News, Detroit 
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POSITION 


SOUTH FLORIDA D . ou can 
' have a young family man now employed 
as general manager of 600 car franchise 
who also has experience in office and 
sales management and is willing to ac- 
cept any position in south Florida offer- 
ing better than average compensation. 
The title isn’t important, but the 
character and financial position of the 
dealership must be excellent. Reply Box 
3279, c/o Automotive News, Detroit 26. 


TRUCK MANAGER, twenty years with 
major heavy duty factory branch, experi- 
enced in all phases of retail truck mer- 
chandising; also experienced Ford Hull- 
Dobbs operation as truck and fleet 
manager. Best teferences as to ability 
and character. Box 3280, c/o Automotive 
News, Detroit 23. 


YOUNG MAN, 26, married, responsible, 
aggressive, desires position with factory 
zone organization. Any manufacturer. 
Five years retail new and used car GM 
experience. GM Institute trained. Knowl- 
edge of parts and service. Now living 
and working in the east. Box 3281, c/o 
Automotive News, Detroit 26. 


AUTOMOBILE MANAGER. New and used 


present employer 


years with Buick including general sales 
manager of Buick agency with 56 sales- 
men under my supervision. 

worker with proven results. Box 3264, 
c/o Automotive News, Detroit 26, 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Dodge - Plym- 
outh — Mason City, Iowa. County seat 
town of thirty thousand population with 
ten thousand additional rural. County 
: sixteen thousand. Business 
fifteen years. Excelent service 

— about one thousand regular 
Potential two hundred new 
ruck: aggressive sales 

have in the business 

want to retire and will make 
a man to buy all or 
estate. Good lease avail- 

No blue sky. Factory knows about 

their approval necessary but not 
c. O. Hart, President, Hart 

Imc., Mason City, Iowa. 


uP AVAILABLE handling Ford 
net before taxes first ten 
. Will sell for parts inventory 
lent approximately $40,000. 
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m 


EE 
ee 


in 

to handle deal. Terms: Cash. 2. 

approval—reason for selling, am 

large volume deal and must move 

All genuine replies meeting above 
ments will be answered im- 
2. 3266, c/o Automotive 

D oit 


sip AVAILABLE. Your future 
C rnia! Why not enjoy aa 
beautiful San Francisco Bay area 
operating your profitable deaier- 
partnership dissolving, mak- 
franchise in city of 18,000. 
gave us a return of over 
on vestment last year and a 
attractive return this year. Over 
mew, 225 used sales for 1953. Invest- 
gid will provide working 


the physical assets. Enjoy 

wntle you work. Box 3274, c/o 
News, Detroit 26. 

iP FOR SALE. Will also con- 

ment by capable operating 

who would eventually take over 

ess. Now handling Nash, Ex- 

Weation. Well established. Satis- 

lease of modern building. 125 car 
in 200,000 trading area — 20 

miles from Boston. Purchase price: parts, 
and equipment only. Reason 

for selling, other interests. Box 3285, c/o 

Automotive News, Detroit 26. 

HHIGAN DEALERSHIP, now 
Chrysler-Plymouth, Progressive 

excellent living conditions. 
equipment and parts, lease modern 
and lot. Other interests requires 

gale. Box 3239, 

Detroit 26. 

SHIP NOW DLING FORD, 
Park where there are beautiful 
lakes and streams, where 

of high powered business are 

Car Rentals in conjunction 

@uring tourist season. New 

service buildings ideally 
*“QUASEBARTH MOTOR CO., 
Colorado. 

AUTOMOBILE agency in in- 
eity of approximately 40,000 
@astern Connecticut. Long es- 
Profit eight months of 1953 
Average profit for six years 
000 per year before owners 
Sale includes new brick build- 
egg 5,000 square feet; 
m, parts and accessory ma- 
chimery, tools and equipment. No cars 
to buy. Walk in and operate. 
$60,000. Reason for selling, 
Reply Box 3282, c/o Auto- 

, Detroit 26. 


‘DEALERSHIP. HANDLING DeSoto-Plym- 
: _ ern Ohio. Sold 130 1953 
300 used cars. Service busi- 
t. Will sell for inventory 
acessories, equipment. Lease 
and used car lot. Box 3284, c/o 

News, Detroit 26. 
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Carolina’s wealthiest 
Purchase of building option- 
sell. Box 3260, c/o Automo- 

; Detroit 26. 
FOR SALE — Well established dealership, 
handling Nash. 120 car contract. 
business. Desirable lease. 
ent required. Located in 
good climate all year around. 
c/o Automotive News, De- 


AGENCY handling Nash- 
; complete showroom-equip- 
-Firestone tire franchises; 
ple Co., Brokers, Cleveland, 


= 
AUTO AGENCIES 


Large, medium and small “Big Three’ auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 


FORSYTH, GEORGIA DEALE 

Handling Oldsmobile, 

Frigidaire franchise, 

north of Macon on U. 8. Highway 41 and 
42.) No used cars, accounts receivable or 
blue sky to buy. Factory ap re- 
quired, Lease available on practically 
new building and adjoining used car 
lot. Price approximately $35,000—terms 
can be arranged. W. E. Jackson, Phone 
5611 or J. B. Murray, Phone 6111, 
Forsyth, Ga. 


WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 
Consult a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 


AVAILABLE FINE DEALERSHIP 
handling Dodge-Plymouth in Sst. Louis 
area. More new units per 
year. Almost new, modern building— 
completely equipped service department. 
Low parts inventory, used car inven- 
tory optional. Less than $50,000 will 
handle. All inquiries confidential. Box 
3283, c/o Automotive News, Detroit 26. 


DEALERSHIP, HANDLING DeSoto- 
Plymouth, for sale. Gulf coast indus- 
trial resort area. Industrial payroll 
over $2,000,000 monthly. Approximately 
150 units. Real estate leased. Parts 
and equipment approximately $18,000. 
No used cars, accounts receivable to 
buy. Owner selling out to take larger 
deal, Box 3296, c/o Automotive News, 
Detroit 26. 


DEALERSHIP NOW HANDLING Buick in 
Oklahoma. Desirable lease, low overhead. 
Owner’s illness reason for selling. Box 
3276, c/o Avtomotive News, Detroit 26. 


DEALERSHIPS WANTED 


GM DEALERSHIP WANTED IN central 
Florida—60 to 100 deal. Buick, Olds- 
mobile, Pontiac preferred. All replies 
strictly confidential. Box 3265, c/o Auto- 
motive News, Detroit 26. 


CHEVROLET FRANCHISE in East. About 
100 car. Confidential. Harold Tietbohl, 
Cobleskill, N. Y¥. Phone 800, 


WANTED 


Well established Ford or GM dealership 
contracting 400 or more units annually, 
in medium-sized city. | have excellent fi- 
nancial qualifications, faetory approval 
and live desire to expand. Replies filling 
above specifications will merit immediate, 
personal attention and held in strict con- 
fidence. Box 3275, c/o Automotive News, 
Detroit 26. 


BUSINESS OPPORTUNITIES 


AUTOMOTIVE PROPERTY FOR LEASE. 
Formerly new car agency handling Chrys- 
ler products. Setup for someone to take 
over and begin operating immediately. 
Will sell shop equipment, parts and signs 
at a very reasonable figure. Building 
70’ x 135’, adjoining lot 100’ x 135’. Lo- 
cated on the best automotive thorough- 
fare in St. Louis. Write or wire Roy 
——. 5220 Natural Bridge, St. Louie, 

° 


LONG LEASE. Choice corner lot, Riviera 
Beach, Florida—The gateway to the 
Palm Beaches. No new car agency in 
this fast growing, gold coast town. Lot 
240’x260’. Located near port of Palm 
Beach and freight terminal. Only 250 feet 
off of U. S. 1. Car dealers, do not miss 
this opportunity. Also suitable for other 
business. For detailed information, write 
Box 607, Lake Park, Fla. 


ATTENTION 
Tool-Die or Machine Shop 


12,000 square feet clear span. . Built and 
planned for Chevrolet. Available January Ist. 
Drawings and photos on application. 


Box 430 Ypsilanti, Mich. 


DAYTONA BEACH, FLORIDA. Most ex- 
clusive ocean front motel in top-spot 
downtown location. 26 luxury units net- 
ting $30,000 yearly. Well financed, $100,- 
000 to $125,000 down if purchased before 
winter season, Can-be seen only through 
the office of Warren Greenwood, Realtor, 
9 S. Ocean Ave., Daytona Beach, Fla. 


’ 

cury, Plymouth, mtiac, or Olds? A 
nationally - advertised fleet leasing com- 
pany invites you to participate in this 
growing field. Submit factory invoice 
prices and your complete over-invoice 
charge on all models; serviced and ready 
for delivery. Write to Box 3224, c/o 
Automotive News, Detroit 26. 


TOP AUTOMOBILE DEALERSHIP 


Finest location in South Bend, Indiana. Center 
of business district. On main highway. Financ- 
ing available. $38,000 down. Building and 
equipment included. Worth $90,000. Can buy 
with or without inventory. Price $85,000. Write 
to Box 3297, c/o Automotive News, Detroit 26. 


DEALER SERVICES 


INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, patame help; 
confidential and unbiased. Certifi led reports. 
Also special buy-sell service. "io 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 

Automotive Inventory Service 
10040 Freeland Detroit. 7” Mich. 


Co. ' 
WE 3-6449 


INVENTORY SERVICE 
Parts Accessories 
Large and Small Dealerships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 


confidential. Inventories accepted by all ac- 
countants and by the government. 


ALLIED INVENTORY co., INC. 
1916 E. 79th St. Chicage 49, Il. 
ESsex 5-8300 


INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M anc MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 8. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


CARS FOR SALE 


1936 CHRYSLER AIR FLOW, four-door 
sedan. Excellent condition—$495. Also 
1936 DeSoto air flow sedan. Good—$265. 
Overton Pettit, Louisa, Va. 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1951 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


Heaters 


SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 


229 S$. Hanson St. Philadelphia, Pa. 
1. E. Spatig, Used Car Manager 
Sherwood 8-1500 


ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale—Tow Bar Service— Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Woodward at 13 Mile Royal Oak, Mich. 
Lincoln 5-1100 
“Home of Michigan's Finest Automobiles" 


AUTO AUCTION 


TIM ANSPACH 


“Midway,” Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 


PARTS FOR SALE 
saga @& 


ae FREE 


GM ILLUSTRATED 
PARTS 
CATALOG! 


largest Wholesale Stocks 
of GM Parts For 
® Buick 
© Cadillac 
© Oldsmobile 
© Pontiac 
© Chevrolet 
One day service. Special cash allow- 


ance on Phone Orders. All Shipments 
C.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S. WABASH AVENUE 


Chicago 5, Illinois WAbash 2-1030 
saa a 


Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 


GREBE OLDS 


3400 S. Kingshighway 
Fianders 0800 St. Louis 9, Mo. 


AMBULANCES FOR SALE 


ee 

CADILLAC AMBULANCE-—-1950, superior 
body, new tires, excellent cundition. 
Photos available, Box 3287, c/o Automo- 
tive News, Detroit 26. 

BUSES FOR SALE 

1951 WHITE, 60 passenger; 1947 Wayne 
Pusher, International motor, 48 adults or 
58 children; 1948 Ford, 12 passenger air- 
port coach—$§875. Box 3286, c/o Automo- 
tive News, Detroit 26. 


TRUCKS FOR SALE 


FOR SALE 


1952 International Model L 190 with 

. trucksmore third axle; 62,000 miles; 
14 yard St. Paul dump body; 10— 
1000-20 tires; 5 speed transmission; 
2 speed axle; full air brakes; ap- 
pearance like new; cost over $10,- 
000; will sell for half or $5,000. 
48,000 pounds. GCW. 


PAUL FREED, INC. 


Waynesboro, Va. Phone 2233 


MISCELLANEOUS 
WILLYS CIVILIAN JEEP TOPS. Com- 
plete $70.20. OD 10 oz. duck. Also re- 
placement convertible tops, 2-ply— 
$16.50. 3-ply $20.50. Replacement 
headliners $12.50. Boston Big Buck 
—- 278 Cambridge St., Boston, 
ass. 


EXCESS SHOP EQUIPMENT? 


Why not sell that extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 
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Motor Co., 
Lynchburg, 


Our New Model 


TOW BARS 


Cannot Be Matched 
At Any Price 


Write Today For 
Illustrated Catalog 
FACTORY SALES DIVISION 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 


* = es 
Going to Miami 
RENT A NEW CAR 
Credit Privileges 
Extended to All 
Dealers 
Low Rates — Full Insurance 


Wire Collect — We Will Meet 
You On Arrival Anytime, 
Day or Night 


MORSE AUTO RENTALS 
7726 NE 2nd AVE. 


MIAMI, FLA. 
PH. 7-0011 


BROOKPARK 
AUTO AUCTION 


4 


Sd 


Sd 


CLEVELAND, OHIO 
Every Tuesday at Noon 


+ 


S 4 


Sf 


13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
2% miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 
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for One Year $8 [_] 


Car Dealer () 


Jobber [] Insurance (] 


Make of Car 


pore con--H- 


New Subscription Order 


Send Automotive News to Address Below 


for which check is attached [_] or send bill [7] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer [) 


or Two Years $14 [_] 


Manufacturer [) 


Financial [) Supplier [1] 


12-14-53 
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A well-balanced stock of genuine, precision-made Chevrolet parts 
that will 


Help you to raise the efficiency standards of your service, 
and 


Help to make more satisfied customers, 
plus 


Extra help from your Chevrolet dealer in solvi 
those tough service problems. 


These are but 4 services that your Chevrolet dealer 
is ready, willing and able to give you! 
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